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OW is the time to check your 

stock of rope — and replen- 

ish your supply with Columbian 

Pure Manila Tape-Marked Rope 

that has customer-appeal, sales- 

» building quality and steady, year- 

in-and-year-out customer accept- 
ance and demand. 





Columbian Rope is better rope be- 
cause it is waterproofed and lubri- 
cated. It is flexible even under the 
most adverse conditions; stands 
up better and wears longer under 
the most strenuous usage. 


COLUMBIAN ROPE COMPANY 
Auburn, “The Cordage City,” N. Y. 


COLUMBIAN 
WEN RODE 
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You can buy with confidence 


wherever you see the name Republic! 


Cdcog, IN THE DEALER 


page, twee advertisement (third of a series), in April issues 
ood national farm papers, reaching over four million farmers. Read it! 








Your local dealer, who handles 
Republic products, is a good man to know 


@ Back of your local Republic 
dealer are the great metallurgical 
laboratories, the modern produc- 
tion facilities, the tremendous 
resources—and the extensive and 
practical steel experience, which 
have made Republic one of the 
world’s leading producers of steel. 


But that isn’t all. 


Your Republic dealer is one of 
your neighbors, a man who has 
probably grown up in your com- 
munity, and is vitally interested in 
its growth and prosperity, a man 
whose business it is to supply your 
needs and to see that you are satisfied. 


He is the friendly contact between 
a great steel producer and the steel 


consumers of your community. The 
Republic Sign on his store is your 
assurance that you can have confi- 
dence in bim—as well as confidence 
in the Republic Products he sells. 


Because he is Republic’s only direct 
contact with you, he has been se- 
lected with care. He has a reputation 
for fair dealing. He is anxious to 
serve you well. He is up-to-date in 
his methods and his merchandise. 


And he, in turn, 


his neighbors. He handles Republic 
fence, barbed wire, steel posts, 
galvanized roofing, siding and other 
Republic Farm Products, because 
he has satisfied himself that they 
are of the highest quality—and that 
they are sold at the right price. 


So when we say—“You can buy 
with confidence wherever you see 
the name Republic,” we refer to 
the dealer who sells our products 
as well as to the products them- 
selves. Look for the name Republic 
—and get better acquainted with 

the man who displays it. 





carefully se- 
lected Republic 
Products, be- 
cause he values 
the friendship 


and business of 
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REPUBLIC STEEL CORPORATION 
(WIRE DIVISION) 
7850 South Chicago Ave., Chicago, Ill. 
(General Offices: 
Cleveland, Obio) 
Farm products plants 


at Gadsden, Ala., 
and Chicago, Ill. 
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How well do you know 











ore your local dealer? 
REPUBLIC Your Republic dealer is inter- 
CHANNEL POST ested in you. You should be 
interested in him—for each 
j REPUBLIC of you helps the other. Pian 
SARBEO WIRE Aguile qutily and veins to get better acquainted. 
én steel products for the farm 
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Here's How YALE 


Helps You Sell / 





















YALE AUXILIARY LOCK YALE 
MERCHANDISER PADLOCK MERCHANDISER 
No. GSG62 . 8" x 26%" No. GSH304 . . 11 x 22” 





gases themost 
appropriate name for 
these YALE sales helps. 
They‘re real workers! They 
display YALE Locks to the 
best advantage. They make 
it easier for your clerks to sell 
and your customers to buy. 
They simplify and standard- 
ize your Lock business to your 
decided advantage and profit. 
Each covers a range of 
models and prices to meet 
all ordinary requirements of 
your trade. They have the 
highly attractive green suede 
finish. The merchandisers 
shown are but a few of sev- 
eral we have to offer. 





YALE CABINET AND TRUNK 
LOCK MERCHANDISER 


Me. GM . . 2. W's 22" 


YOU BUY ONLY THE LOCKS. .WE SUPPLY THE MERCHANDISERS WITHOUT CHARGE. GET THEM. . PUT THEM RIGHT TO WORK 


A SMART NEW DISPLAY FOR YOU 


Colorful, attractive, a real attention-getter and sales- 
builder, suitable for your window or inside display. 
Be sure to get one and use it to good advantage. 


New booklets and folders are also now available to 
help speed up your sales and profits on YALE products. 


GET THESE SALES HELPS...SEE YOUR 
JOBBER OR WRITE TO US DIRECT 





THE YALE & TOWNE MFG. CO. 


STAMFORD, CONNECTICUT 


U. S. A. 
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.) REPUBLIC STEELS IN 





@ You feel sure that if Bill Jones buys that pair 
of pliers, he will be satisfied. Why? Because you 
know the manufacturer—and you know that he 
makes good tools. 

With today’s keen competition, reputable manu- 
facturers can take no chances with the quality of 
their products. For the steels they use, many of them 
come to Republic—because they know they will 
receive uniform high-quality steels that make possi- 
ble dependable, customer-satisfying products. 

You can be just as sure that the standard hard- 
ware items you sell will give your customers full 
value for their money by stocking Republic bolts, 
fencing, nails, pipe and sheets, Ask your jobber to 
show you the Republic line—or write us for further 
information. Republic Steel Corp., Cleveland, Ohio. 


REPUBLIC STEEL 


BERGER MANUFACTURING DIVISION - STEEL AND TUBES, INC. 
UNION DRAWN STEEL DIVISION - TRUSCON STEEL COMPANY 
NILES STEEL PRODUCTS DIVISION 
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EACH AND EVERY TOOL OFFERED BY US UNDER THIS PLAN CARRIES THIS SYMBOL 
IN ADDITION TO ITS BRAND ...IT PROTECTS YOUR INTERESTS. . . LOOK FOR IT. 
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Back in 1932, when the now famous WORTH Tool plan 
originated by the Peck, Stow & Wilcox Company was first 
announced, we promised Distributors and Retailers that 
their helpful support of this plan would be rewarded with 
regained volume Tool sales . . . AT A PROFIT. 


That promise has been fulfilled. Many millions of these 
outstanding Tool values have been sold .. . and brought 
you a profit. The entire trade is today benefiting by 


following the trail we thus courageously blazed. 





HERE NOW we announce a FURTHER STEP FORWARD... 
is a step that promises EVEN GREATER returns to those 
THE Hardware Retailers participating. Be among the first to 
acquire the help ofa... 
GREATEST 
nf Tool island 
TO 
NATIONAL The greatest sales-creating Tool merchandising achieve- 
ment ever offered to the trade . . . completed after four- 
HARDWARE 


teen months in diligent study of present day Tool mer- 
WEEK chandising needs. Lose no time in puttinga Tunl island 
to work, building sales and profits FOR YOU. 


ASK YOUR JOBBER AT ONCE 


THE PECK, STOW & WILCOX COMPANY, SOUTHINGTON, CONNECTICUT 
— Since 1785 — 








@ National Hardware Week... . May 9-14, 1938 e@ 
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H your initial order for 4 Close-Shavers, placed 
either direct with us or through an authorized dis- 
tributor, we will include one transparent Close-Shaver 
with non-breakable case. Packed in a beautiful gift box! 
Retails for $16.75! Absolutely free, with the understand- 
ing, however, that the demonstration models obtained 
free under this offer are not to be sold prior to May Ist. 
Also, with each additional order for 10 shavers, you get 
another transparent $16.75 model free! Blanket orders 
will be accepted for deliveries during the period of this 
offer. Additional transparent models can be purchased, 
as needed, at $16.75, less regular discounts. 


Bigger discounts—Bigger profits 


You order 4 Close-Shavers at $15.75 each. . . $63.00 Retail 
You get FREE one Transparent model.... . 16.75 * 
$79.75 


YOUR COST OF $40.96 EQUALS 48.6% DISCOUNT! 
It’s the finest deal ever offered on an electric shaver. 


Mail the coupon today . .. this offer is good only until 
May Ist! General Shaver Corp., Bridgeport, Conn. 





THE FIRST 
TRANSPARENT SHAVER 


lets your customers actually 
see the wheels go round. 
Wonderful for demonstra- 
tion use. In ade luxe leather 
covered, chromium- 
trimmed case it’s a great 
gift item...different, prac- 
tical, handsome! 
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Transparent Demonstration Model 
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AUTHORIZED DISTRIBUTORS 


Druggists’ Supply Corporation Affiliates 
General Electric Supply Corporation 
McKesson & Robbins 
H. E. Shaw Company 
Westinghouse Electric Supply Company 
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GENERAL SHAVER CORP., Dept. A5 
Bridgeport, Connecticut 


Gentlemen: 
Please enter my initial order for 4 Rem- 
ington Rand Close-Shavers and send 
cuecx the new Transparent Model as ex- 
HERE plained above. 


Please send me additional Remington 

Rand Close-Shavers as indicated, in- 
insert Cluding free demonstration models to 
QUANTITY which this quantity entitles me. 


Name 





Address 








If you regularly buy from one of our authorized 
distributors, please mention name so we can 
credit them with the sale. 
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These astonishing Savage values ap- 
peal to a great many men who have 
never before satisfied their desires for 
sporting arms like these. 

Not only will they attract many new 
arms customers to your store, but they 
will boost your volume of ammuni-| 
tion sales later on. 4 
Vigorously advertised to over three} 
million families . . . you'll soon be get- 
ting calls. Ask your jobber now for} 
prices. Ask us now for free literature 
that will help you get the largest share 
of this new business in your community. 
SAVAGE ARMS CORPORATION j 

Dept. L-24, Utica, N.Y. 
! 
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aLARGER MARKET 
ww SAVAGE PRODUCTS will 
bring you more customers in 1938 

















SAVAGE UTILITY GUN 
Shotgun and High Power Rifle in one 
Models 221, 222, 223... .30/30 Cal. Rifle Barrel inter- TO RETAIL AT 
changeable with 12, 16 or 20 Gauge Shotgun Barrels. Model 


. ‘) 5 
224, .25/20 Cal. Rifle Barrel with 12 Gauge Shotgun Barrel 17 
only. Hammerless. Single Shot. Automatic Ejector. Walnut 
Stock and Forearms. 


Model 219. Rifle only. .30/30 Cal. To retail at $13.25 
Model 220. Shotgun only. 12, 16, 20 Gauge and .410 Bore 


To retail at $10.65 






PATENTED 


a = - ” TO RETAIL AT 
STEVENS .110 BORE REPEATER 
Tubular Magazine 


.410 Bore Shotgun. No 


: . 59. 5 Shots (3” shell), 6 Shots ] 3 
(2'"” shell). Larger magazine capacity increases the useful- 
ness of this popular gun. 





PATENTED AND PATENTS PENDING 


TO RETAIL AT 
SAVAGE AUTOMATIC .22 RIFLE 


Model 6. (Fitted with Open Rear and Bead Front Sights). $] ) 50 
Model 6-S. ( Fitted with “All-Purpose” 


Peep Rear Sight and 
Hooded Ramp Front sight). To retail at $16.25 





15 shots as fast as you can pull the trigger! Three rifles ("cava AGE 
in one... i 


i 
oer IN 1 
e ° i our new 1 
automatic, hand-operated repeater, or sin- 1 ept see esctibing \icion. ‘ 
, ° r is 

le shot. Many other new features. An immediate bus se ; send li ne le free for 1 

g y Please $0" vailable 
iness stimulator. 1 models, an 4 
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@ 1938 is going to be a banner year for 
Pittsburgh Paint dealers! America is repaint- 
ing as never before. And the marked trend is 
toward Pittsburgh quality Paints— Pittsburgh’s 
famous trade names — Wallhide, Florhide, 
Waterspar and Sun-Proof. To add impetus to 
this ever increasing demand, we are offering 
a program that will shower profit dollars on 
every Pittsburgh dealer. 


Smashing, Dramatic National Advertising 


A new idea in paint advertising dramatically 
focuses the attention of millions and millions 
of potential paint customers on Pittsburgh 
Paints. Smashing four color spreads—exciting 
pages in full color—in such nationally read 
magazines as the Sat- 
urday Evening Post, 


















PrTSmURGK PITTS! BURGH pENNSYL 
—— 





Collier’s, McCall’s, 
Better Homes and 
Gardens, American 
Home and others. 


ee 
26-11 SEA FOAM GREEN 
NNTERIOR FLAT WALL 


© Glas S COMPA 


Plus a special campaign boosting your best 
customer, the Painting Contractor. 


Timely, Effective Newspaper Advertising 
Powerful, effective newspaper advertising is 
available to you on the Pittsburgh 50/50 basis. 
Plus interesting and effective direct mail pieces. 
Plus that popular “Believe It Or Not” Paint Book 
by Robert Ripley featuring dozens of exciting 
ideas for decorating —“inside, outside, all 
around the house.” Plus compelling truck signs, 
premiums, window displays, counter displays, 
brilliant neon signs, special deals, and many 
other hard selling attention-getters. 


“Profit with Pittsburgh” in 1938 
Cash in on this great profit building program. 
Take advantage of the tremendous appeal of 
one-day painting: Make this your biggest year 
in paint sales. Get your share of the gold in 
every can of Pittsburgh Paints. Pittsburgh Plate 
Glass Company, Paint Division, Pittsburgh, Pa. 


Copyright 1938, Pittsburgh Plate Glass Company 






Coloes by Nadlire 


PITTSBURGH 


WALLHIDE ¢ FLORHIDE © WATERSPAR ¢ SUN-PROOF 
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ING PROGRAM - 


THE SUN SHINING 
PITTSBURGH DEALER! (= 





hints by PUTTSBURGH 


PAINTS 


Smooth as Obzs5 
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GOOD NEWS FOR 
BIKE DEALERS 


WHY are bike pictures hot 
news in the country’s daily papers? Why do the 
big magazines feature bicycling in stories and 
illustrations? And why do the brightest stars of 
radio and screen, society folks, men and women 
in everyday life ride a bike? BECAUSE today, 
more than ever before, bicycling is becoming 
the SPORT OF THE NATION. 

And sales records prove it. Last year the in- 
dustry sold 1,250,000 bikes, an all-time retail 
sales record. And in the last two years alone 
nearly 2,500,000 new bikes have gone on the 
road,almost 50% ofthe last ten years’ production. 
Why not get on the band wagon now? Make 
rh big profits out of the bicycle demand that’s 
(4 sweeping the country. Check your bike 

stocks at once. Place your orders today. 


CYCLE TRADES OF AMERICA, INC. 


EXECUTIVE OFFICES + CHANIN BLDG. + NEW YORK CITY 
HARDWARE AGE 
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; By 
flue Puncuaser i 
We do not sell anything 
under any name, directly or 
indirectly, to Chain Stores or 
Mail Order Catalog Houses. 


FAYETTE 8. PLUMB, Inc, Moers of PLUMB TOOLS 
Mamma Bedgen mechet, Asn Mies 















This label on every 
box of Plumb Axes 
is your assurance 
of protected profit. 


Accent on Yse... 


Plumb Axe advertising puts accent on 
use, tells your customers why a Plumb 
helps them chop faster, easier. 

This accent brings customers into your 
store to buy Plumb Axes. They are already 
your customers for Plumb Tools. 

Remind them of Plumb advertising by 
displaying Plumb Tools and Axes in your 
window, on your counter. 

Plumb advertising makes more sales for 
you when you take full advantage of it. 
Plumb’s policy of selling only through the 
independent retail hardware merchant, 
protects your profit. You have no com- 
petition from Chain Stores and Mail Order 
Catalog Houses. Stock and sell hammers, 
hatchets, axes, sledges, files, sold to you 
with this assurance. 


Fayette RK. Plumb, Inc., Phila., U.S. A. 















ORDER PLUMB AXES NOW... 


Dreadnaught Single Bit Michigan — Made, like all Plumb 
Axes, of one piece of high-grade steel — not two pieces 
welded together! Wide variety off patterns, both single 


Liberty Double Bit Western — Full polished with Red Sharp 


Bevels and Gold Stripes. Furnished in all beveled patterns, 








and double bit. 









single and double bit. 
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Dixie Pride Single Bit Dayton — Polished Blade. Red Sharp 


Bevels. Blue Head. Furnishedin all beveled patterns, single 


Complete variety.in every size and pattern, helps your sales. 





and double bit. 
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| PLUMB 


y, 
/ Hammers Hatchets 4 
Files Sledges Axes 














Get ready for the big roundup!... 
Clear for action—lots of action! 
... Prepare for the greatest profit 
making air rifle season you've 
ever seen! 


Buck Jones*, backed by a dramatic 
advertising campaign, makes a free offer to 
8,000,000 active, red blooded boys that will 
bring every kid in your neighborhood into 
your store —ready to buy a Daisy air rifle! 


Here’s how you can tie in! Illustrated below 
is the dramatic Daisy window display that plays 
a big part in this great promotion. IT’S FREE! 


SEE BUCK JONES IN HIS LATEST COLUM- 





Order yours NOW! Put it to work for you in 
your window from the minute you receive it 
right up until midnight of June 30th. . . the 
last day of this big free offer. 


Check your stock NOW! Have you plenty of 
Daisy rifles on hand? .. . Pistols? . . . Shot? 
... Targets and Target Cards? . . . The three 
fast-selling models below (No. 101 Single 
Shot, No. 50 Golden Eagle, and No. 195 Buzz 
Barton) will be featured in all national 
advertising. 


Full details are being sent you direct. Watch 
for them! 


*A recent survey proves two-fisted Buck 





Jones the favorite movie star among 
boys all over the country. 


BIA PICTURE—“THE OVERLAND EXPRESS” 


COME IN/ 


FIND OUT HOW TO 
GET MY NEW 


p MOVIE BOOK 


RING BUCK JONES 





DAISY AIR RIFLES 


214 UNION STREET, PLYMOUTH, MICHIGAN 











DAISY MANUFACTURING COMPANY, 


14 HARDWARE AGE 























LARGE GOTHIC FIGURES .. 
GRADUATED ALL EDGES... 


DISPLAY HELPS YOU SELL 


Peppy, humorous, intriguing display 
cartons go with each half dozen 
“GREEN END” RULES. 

Above is the new No. 266 Rule 
with vertical figures and heavy \” 
14" and inch graduations. Readable 
in any position — up or down, right 
to left, or left to right in either hand 
without reversing or flopping the 
rule. Also available in flat marking 
No. 266F, and with hook No. H266 
and No. H266F. 

Famous No. 106 and No. 06 
“GREEN END” RULES, the rules 
you’ve always carried, and new No. 
106F flat marking, also packed in 
new display cartons. Put them on 
your counter for profitable “GREEN 
END” RULE sales. 














[STANLEY | 
al ZIG ZAG RULES 



















IMPROVED APPEARAWc 


Lf 
’ 


INCREASED SALES... 
GREATER PROFITS 


Announced last month, the Sales 11” x 14” display.cards in your 
Plan for Stanley “GREEN END” window; hand out the free six inch 
Zig Zag Rules is meeting favor with pocket rules made from No. 106 
retailers as a much needed promo- Rule Sticks; enclose the envelope 
tion on first quality rules. stuffers with your mailings. 

It’s entirely flexible. Select ~~. a Make your store Headquar- 
the rules most popular in ‘ee ters for Stanley “GREEN 
your locality from the com- END” Zig Zag Rules. 
plete line of Stanley “GREEN Write for “GO-ON- 
END” Zig Zag Rules. GREEN” Folder for details. 


Place the peppy display car- Ask your jobber for Stanley 
tons on your counter; put the “GREEN END” Rules. 


STANLEY TOOLS 
“THE TOOL BOX OF THE WORLD” 
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PETERS BALLISTIC EXPERTS 


It was bound to come! Peters put everything behind a search- 
ing study of small-bore ammunition. The result? A sensa- 
tional new type of .22. 


It combines the two features desired most by all shooters. 


Flatter trajectory ... plus the accuracy of a target cartridge. 
Pete 
Peters Target .22’s mark a new step forward in small bore have 


cases, 


ammunitidn manufacture. And establish a new standard of flatte 


values ... for Target .22’s will be sold at o increase in price Rath 
cours 


over the standard .22 smokeless cartridges. 22's 


new 


Careful inquiry discloses a tremendous national market. rae 


guts 
on th 


in. 
and 
PETERS CARTRIDGE DIVISION, Remington Arms Co., Inc., Bridgeport, Connectics! 
Rustless, Target and High Velocity-are Peters Cartridge Div. trade marks Reg. U.1S. Pat. Of. 
MEMBER AMERICAN WILDLIFE INSTITUTE,“ FORA MORE ABUNDANT GAME SUPPLY" 
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DEVELOP SENSATIONAL NEW 22 _~ | 


As this publication goes to press, every indication points to a Td 
sell-out weeks ahead. Dealers are urged to place initial orders ‘ 
at once. Deliveries will be made on or about May 1st. C 


——— 


Peters Target .22’S 

have new style brass 

cases, target accuracy, a 

flatter trajectory and : saa 

Rustless priming, 

course. Peters Target 

22's are packed in a 

new red, white and 

black box, distin- 

guished by the target 

on the package. Made 

in .22 short, .22 long, 

and .22 long rifle sizes. 2 4 Don’t forget—National 
Hardware Week—May 9-14 





For maximum accuracy (at low price), order Target .22's- for maximum speed <nd power, order High Velocity .22’s. 
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1 GET ALL THE HAY~-ROPE 
BUSINESS IN THIS AREA 
BECAUSE MY LINE OF 
WATER-PROOFED, ROT~ 
PROOFED AMCO MANILA 
ROPE LASTS LONGER. el 























Your farmer-customers need a water-proofed rot- 
proofed rope—a rope that will last longer, a rope that’ 
will keep its strength. AMCO All-Weather Manila Rope 
does just these things. A specia! treatment protects 
AMCO against dry rot, mildew and other forms of fibre 
deterioration. Thousands of buyers using millions of 
pounds have found that AMCO is the thing to use 
wherever rope gets wet. Get your painters, barge men, 
truck operators to try rot-proofed, water-proofed AMCO. 
It means a good, steady, growing rope profit, because 
AMCO customers always come back for more. 


ORDER FROM 
YOUR JOBBER 
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. ae nth “ 


Western Factory Branch: St. Louis Cordage Mills, St. Louis, Mo. 


” HARDWARE AGE 











MOUNTING PROFITS 





You can earn big profits by selling General 
Electric Air Circulators. 


Everywhere, there will be a summer de- 
mand for devices that relieve oppressive 
summer heat. You can profit by supplying 
this demand with G-E Air Circulators! 
Quiet and economical, these low-cost Air 
Circulators offer lasting value—and they 
make lasting friends for you! 


General Electric Air Circulators sell fast on 
demonstration. No complicated installation 
‘—just plug them in as you would an elec- 
tric fan. You can sell a type of G-E Air 
Circulator for each and every purpose! 





— 
For: Restaurants, Dress Shops, Night Clubs, Offices, Hos- 
pitals, Stores, Beauty Shops, Barber Shops, Laundries, 
Libraries, Dance Halls, Waiting Rooms and Homes. 


3 : he cee 
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GENERAL @ ELECTRIC | 
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FROM MOVING AIR! 


G-E Sales Aids to Help You Sell. 
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General Electric Air Circulators provide 
effective ventilation, and circulation. They 
drive out hot air and odors—and they pull 
in fresh, cool night-time air. 

The Deluxe model is particularly suitable 
for locations exposed to public view. If the 
establishment is large, or if constant smoke 
and odors necessitate more frequent air 
changes, suggest the Giant. The Utility 
model is adapted to attic installations, ceil- 
ing suspension or floor use—its closed 
construction makes it safe. 

For positive profits, handle General Elec- 
trie Air Circulators! Write your General 
Electric Distributor today. Or mail the 
coupon to the General Electric Company! 


aso" 
‘is ie ypuggnacesews~e““"""" ; 
=a oe 


i General Electric Company 
oa 


4 Division 


1 
t , 
Air Circulator Departmen i 
1d New Jersey -_ 
ee “A complete information 
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BULL DOG—2-braid 


“The kind that lasts longest”’ 
The leading brand of high quality garden hose 
on the market. A strictly superior hose from 
tube to cover. Attractive wide corrugations and 
distinctive rich brown color. Made in two sizes: 
3a” and %” —in 25- and 50-ft. lengths, 
coupled. 


VIGILANT — 2-braid 


“Built like a cord tire” 
Our largest selling brand of 2-braid garden hose. 
High enough in quality to be considered a strictly 
first grade hose, yet priced low enough to 
command a large volume sale and heavy repeat 
business. Made in three sizes: 2”, %”, 34” — 
in 25- and 50-ft. lengths, coupled. 


“An excellent hose value” 


Here is a low priced hose of real value. Built to 
supply the demand for a popular priced hose of 
good quality that will give satisfactory service. 
Made in two sizes: %” and #4” —in 25- and 
50-ft. lengths, coupled. 


TIGER — 1-braid 


Here is a special value hose designed for the 
consumer who prefers to make a small initial 
investment bul desires a higher grade hose than 
““All-Rubber” or garden hose sold on price basis 
only. Chocolate color. Made in 5” only — in 25 


ES BRAID % ; and 50-ft. lengths, coupled. 
3 REASONS WHY B.W.H. GARDEN HOSE 


BUILDS MORE VOLUME AND PROFIT FOR YOU 


oe B W 4 garden hose is quality hose, made to give the consumer true economy 
«W¥.0l. by lasting longer and giving better service than ordinary hose. You 
get more volume and profit from B.W.H. garden hose because this quality hose 

is COMPETITIVE IN PRICE. 


= R W makes a complete line of garden hose and fittings. Choose and 

2.8. concentrate on selling ONE gaod line of garden hose and you involve 

a smaller investment, your stock costs less to carry and you get a faster 

turnover. B.W.H. offers a complete line of quality garden hose to build more 
profit and volume for you. 


_ B W does not rest on its reputation for building better hose but also 
00.81. combines all the vital elements of garden hose merchandising that 

exist today. It offers you the exact grades of hose to meet the demands of your 
trade. From Bull Dog down to Tiger, any grades you select from the B.W.H. 

line assure you of offering to your trade the supreme value in those price classes. 
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dly > of fine, heavy brass. Large barrel, extra [ 
heavy bell. Ingenious cone-shaped regulating device 
with complete shut-off gives ‘'a stream, spray or 
with a turn of the wrist’’. Sizes: 3/4°’, 1 Each nozzle 
packed in individual cartons 


eleole} sm atl ale) 3 





ECLIPSE NOZZLE 
- : \ Made on same principle as the Boston Nozzle but WASHERS 
\eAe somewhat lighter in construction. Barrel tapers to heav- Tough, alive and springy, they stay soft 


| ded end. Spray control is simple and effective 

. Op ced and capable of large sales volume 
2 in a heavy corrugated mailing carton carton 

6 or 24 containers in a shipping case 


and hold firmly in place. Packed 12ina 
24 cartons in a display container, 
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BULL O06 - 2-nnaw 


Each 25-ft. and 50-ft. length is now available 
in attractive 2-color individual cartons. The 
shipping containers hold five 50-ft. or ten 
25-ft. lengths. 


VIGILANT - 2-nnaw 


Also available in handsome 2-color individual 
cartons. Shipping containers hold five 50-ft. 
or ten 25-ft. lengths. 


UIXER - :-praw 


The new Vixen package printed in two colors 
makes a splendid display for the retail store. 
Shipping containers carry five 50-ft. or ten 
25-ft. lengths. 


B.W.H. Offers Three Standard 
Grades in Two Styles of Packaging 


Now — for 1938 — you can have Bull Dog, Vigilant and 
Vixen hose either paper-wrapped and paper-baled, or 
packed in individual display cartons and corrugated 
shipping containers at no extra cost. Each individual 
carton has four windows as shown above thru which the 
customer may see the hose he chooses to buy. B. W. H. 
Garden Hose in either style of packaging is now in stock 
and ready for prompt shipment. : 









































iP HOSE ARE AvencE 
» Camanroce mags 







B. W. H. Garden Hose is modern 






in style, quality and appearance. 


<2 —— - + 





BULL DOG —2-braid VIGILANT— 2-braid VIXEN —I-braid TIGER —I-braid 

The paper-wrapped bales contain Shipped in paper-wrapped bales The paper-wrapped bales, labeled Shipped in paper-wrapped bales 

five 25-ft. lengths or five 50-ft. holding five 25-ft. lengths or five for identification, contain either containing five 25-ft. or five 
lengths. 50-ft. lengths. five 25-ft. or five 50-ft. lengths. 50-ft. lengths. 
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Screen Door Hardware now 
holds the center of attention! 











pens SCREEN PROTECTION at this 
season of the year is a health measure 
everyone recognizes. I[tcalls for quick action, 
too, in installing efficient hardware such as 


SCREEN DOOR SETS AND LATCHES 


These fine sets embody all the latest ideas in smooth- 
operating hardware and have finishes that not only en- 
hance their beauty but protect the stout materials used 





in their construction from rust and deterioration. 


There is a distinct advantage in stocking this quality 
hardware. The sets are complete in every detail, thus 
assuring a first-class installation, and they also have that 
perfect coordination of working parts which is always 
essential to perfect performance. 





' Your stock of hardware is incomplete 
No. 96 Mortise Latch \WxowaL without the inclusion of at least a por- 
WG. CO.\ tion of the National line of Builders’ 


Hardware. Full information onthe com- 








National Builders’ Hardware is sold 
direct to the retail dealer —a policy plete line will be gladly sent on request. 
that promotes quality, service and 

















direct selling cooperation. 























National Manufacturing Company ILLINOIS 
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@ Here, Paul Bunyan Criss, world’s Champion lumberjack, points out one reason’ 
why people buy more Kelly Axes than all other makes. 


The famous Kelly Perfect Axe, illustrated above, with beveled and recessed blade 
is the chopper’s friend. Its shape lets the blade enter the wood deeply with little 
effort—burst the chip and come free with almost no effort at all. Yet this is only 
one of the many Kelly Patterns so popular from coast to coast. All of them are 
forged, heat-treated, tempered and finished to provide the last word in axe value. 
A Kelly Axe will make customers and build business for you as it is doing for 
thousands of merchants. Descriptive folder on request. Write today, to: 
Observe National Hardware Week, May 9-14 


THE AMERICAN FORK & HOE COMPANY 


Makers of Essential Tools CLEVELAND, OHIO 


Atk fr TRUE TEMPER Wer. 


FORKS * RAKES * HOES © SHOVELS © AXES © HATCHETS » HAMMERS © SCYTHES © FISHING RODS AND BAITS © GOLF SHAFTS 
APRIL 7, 1938 
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Actual size 


ACK 


FAMOUS 


Sngesat 


A Sturdy Watch With An Unbreakable Crystal 





This smashing bull’s eye display accompanies 
your order for a dozen “Bucks”’. It’s a magnet 
for dollars. You pay only $9.24. Specify #85 
Buck Display Deal. 


14'4 x 1412" 





New Watches by) 


OLLAR 
WATCH 


America has never forgotten Ingersoll’s 


THE “BUCK” 


first dollar watch: ‘‘The watch that made 
the dollar famous !”’ So now Ingersoll gives 
you “Buck”. You don’t have to fuss with 
unknown watches anymore. Grab the en- 
tire dollar market with reliable Ingersoll 
“Buck”’. 

Sell every dollar customer with confi- 
dence. There are 45 years of heavy adver- 
tising behind the Ingersoll name on the 
“Buck” dial. That famous name means 
that “Buck”? has consumer- acceptance 
and Ingersoll quality. Get this traffic 
builder into your store... start the dollars 


rolling to you now! 
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WATCH 


THE “SWAGGER” 


Believe it or not, you can now order an 
Ingersoll wrist watch that sells for only 
$2.39! Regular dependable Ingersoll move- 
ment, chrome-plated case. Real leather strap. 
Brand new Swagger can’t help 
going over in a big way. It will 
SWAGGER WRIST WATCH 


help you sell your other Inger- 
soll wrist watches, too. 


3 Swaggers cost you only 


$5.01 ($1.67 each) and come 





Actual size 
9"x 84" 


INGEUIAC 
ee 


To | 
e. <2) 
‘Theat 
BRB) 
Hail, 





to you packed on colorful dis- a Tee 


play at right. 


Specify =86 
Swagger Display Deal. 





HERE’S WHAT 
THESE TWO 
INGERSOLLS 


GIVE YOU 


I. Really reliable timepieces. 

2. Ingersoll name on the dials. 
3. Low price that sells them fast. 
4. Stable prices. 


5. Continuous demand. 


INGERSOLL-WATERBURY COMPANY, DIVISION OF WATERBURY CLOCK COMPANY, WATERBURY, CONN 


APRIL 7, 
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General Electrie’s announcement of brighter 
Mazpa lamps and new low prices offers 
lamp agents many new profit-making op- 
portunities to sell more of these G-E lamps 
than ever before. Here are five important 
ways every agent can cash in: 


1. Fill empty sockets 
10% every 
munity are empty or contain burned-out 
lamps. Display these brighter Mazpa lamps 
that give more light than ever before and 
feature new low prices in your window and on 


An average of 


of residential sockets in com- 


your counter so that more people will buy. 


Spac © dn 
Stzeg , 


2. Sell more higher wattage lamps 

~The 150-watt lamp is only 20c, and the 
200-watt lamp 30c. Mazpa Three-Lite 
lamps have also been reduced in price. Fea- 
ture these sight-saving sizes at the new low 
prices and give your customers a real light 
conditioning service. 


3. Attract new lamp customers 

To help you sell more bulbs and to bring 
new customers into your store, G-E is adver- 
tising these new brighter bulbs and the new 
low prices in the April 2nd Post, in the April 
9th Collier's and Liberty, and in the May 


Ot 71 rs 


Woman's Home Companion. Display these 
advertisements in your windows and attract 
new customers. 


4. Make spring season larger —This 
double announcement should stimulate lamp 
buying at the important spring houseclean- 
ing season . . . make your spring season 
larger than ever ... bring more people into 
your store. 


5. Sell more lamps at a time—Now 
it will be easier to sell more lamps at one 
time to each customer. Explain the advan- 
tages of having several spares on hand. 





GENERAL 
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More 


Power Washer Sales for You 


12 Reasons Why Now’s the Time to 
Sell Power Washers to Your Farm Trade 


At no time has everything been so favorable for the sale of power 
washers to farmers as “right now.” At no time have farmers been so 
ready and so able to buy power washers as “right now.” It's a big market 
with 5 out of 6 farm homes in need of gasoline powered models. Here’s why: 


FARM INCOME. The largest spendable income since the — each relieves the user of the same amount of hard 

big year of 1929—and now ready to be spent. A better mar- work — washing results are the same. 

ket today than most industrial and metropolitan markets. FARM PEOPLE are learning about the easy conversion 
2 FARM HOMES have the lowest point of saturation. Most feature of power washers — how a gas washer, pur- 

farm homes do not have power washers. chased now, can always be made over later into an 

THE FARM MARKET is where competition is not so keen, electric model, quickly, and at*very little expense — by 

and “trade-in” is no problem. adding an electric motor. 


FARM WOMEN need power washers — to take care of 10 FARM PAPERS are now carrying more advertising that 
heavy, dirty washings — week after week. will sell power washers than ever before. Briggs & 

oe Stratton advertising this Spring is appearing in 28 farm 
FARM WOMEN want power washers to eliminate hard papers, with a combined circulation of 9,940,000 copies— 
work and backaches — to save on clothing — to save all planned to assist you to make sales of gas powered 
time for lighter and more profitable tasks — and for washers. 


isons eas FARMERS KNOW Briggs & Stratton 4-cycle gasoline 
FARM HOMES-—the big percentage, 5 out of every 6 are motors—know them for their easy and quick starting— 
still without electricity. Most farmers will wait many years their rugged dependability, and economy. They are 
—and many farmers will never have hi-line service. So 5 built for women to operate—more than a million in use. 
out of every 6 are prospects for gasoline powered washers. It's easier to sell gas washers if the models you offer 
MOST FARM WOMEN are tired of waiting for electric- are “powered by Briggs & Stratton.” 

ity and will welcome the advantages of power washing. 12 MANY FARMERS WILL PURCHASE new washer mod- 


RARM WOMEN should know there is practically no dif- els powered by a Briggs & Stratton Start-Charger. The 
ference between gas and electric models. One starts as added features of cranking the motor electrically, and 
quickly as the other—they have the same charging radio and other batteries while doing the wash, 

features, advantages and economies help to make additional sales. 


Now’s the time to make those farm sales—Now, while all factors are in your 
favor—Now, before farmers are busy with heavy season’s work . . . Sell 
electric washers to those on the hi-line—gas models to that bigger 
market—the 5 out of 6 without electricity . . . Display and push 
gasoline washers that are “powered by Briggs & Stratton.” 
Ask your washer manufacturers’ representative for informa- 
tion on his complete line for this prosperous farm market. 


BRIGGS & STRATTON CORP., Milwaukee, Wis., U.S.A. fa 
“Powered by Briggs & Stratton’’ means as much to dealers as it does to 

purchasers. It means equipment “easier to sell’’—not only power wash- 

ers, but also pumps, lighting plants, small tractors, water systems, lawn : 

mowers and other farm tools and equipment. > ; SPS 
4 pat 
RURAL Sie 
y : ‘lq Ww. y 


BRIGGS & STRATTON 
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WHERE PAINTING CONTRACTORS [tiie 


wenn, BUY THIS—> 


buy these SOFT PAST 









DUTCH BOY 


... they also ALL-PURPOSE 






“I’m speaking for the painting contractors of 
America,” says the gentleman holding the key. 
“During the course of a year, each one of us 
lands dozens — sometimes hundreds — of con- 
tracts for painting homes, schools, business 
buildings, etc. Jobs like those mean big orders 
for paint supplies. 

“Who gets our business? In the vast ma- 
jority of cases, it’s the store that sells us our 
white-lead. The place where we buy white-lead 
just naturally gets the balance of our order.” 

That makes it your move, Mr. Dealer. The 
winning play is not hard to see. Stock and 
push Dutch Boy White-Lead—the No. 1 white- 
lead with painting contractors for many years 
—the item that attracts the volume buyers. 


Selling Suggestion 


One sure-fire method for attract- 
ing painters’ business is a Dutch 
Boy Department. Stage a get-to- 
gether of your Dutch Boy prod- 
ucts and line them up in a good 
position on your shelves. That 
tells painters how well-equipped 
you are to serve them. It has paid 
E 4 out in store after store. 


DUTCH BOY 


PAINTERS’ PRODUCTS 


NATIONAL LEAD COMPANY 


111 Broadway, New York; 116 Oak St., Buffalo; 900 West 18th 
St., Chicago; 659 Freeman Ave., Cincinnati; 1213 West Third 
St., Cleveland; 722 Chestnut St., St. Louis; 2240 24th St., San 
Francisco; National-Boston Lead Co., 800 Albany St., Boston; 
National Lead & Oil Co. of Penna., 316 Fourth Ave., Pittsburgh ; 
John T. Lewis & Bros. Co., Widener Bldg., Philadelphia. 
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Fix-up Clean-up Time Is Coming 
... be ready for sales with 


CYCLONE 


pen starts for you when your customers dust off the cobwebs 
of winter and start getting ready for the good months ahead. 
Consider what you can sell in the next few months if you get ready 
for your customers’ sure-fire “get ready for spring” habit. 

And why Cyclone? Because you don’t have to argue with people 
when vou sell Cyclone Fence and Hardware products. They know the 
Cyclone name and the Cyclone Tag — know that they stand for 
quality. For over fifty years Cyclone products have been giving the 
kind of service that brings customers back for more. To get the most 
proht out of the fix-up clean-up season, get in the running with a full 


line of Cyclone Products. 


Cyclone “Redjag” 












SCREEN CLOTH 


Many customers need new screens. Some 
fix old ones. And they'll all get screen 
cloth where they see it displayed and 
hear it talked about. 


HARDWARE CLOTH 


There are so many uses for good hard- 
ware cloth that we can’t list them here. 
It pays to sell Cyclone—it looks trim— 
holds its shape and even mesh—resists 
corrosion. 





LAWN FENCE and GATES 


Green lawns and pretty flowers need 
protection. And Cyclone makes the kind 

of fence your customers want. Long- | 
lasting. Strong. 











FLOWER BED BORDER 


When you sell seeds and bulbs for 
flowers be sure to show customers your 
flower bed border. People who treasure 
flowers want to protect them. 











BURNER BASKETS 


Spring “cleaner-uppers” need burner 
baskets. Cyclone “Catchall” and Burner ( 
Baskets are easy to sell—and they are 
profitable, too. 















ASD PRODUCTS 


OT] <scvome rence compare yy 
WAUREGAM, LAIWONS 
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U-S‘S CYCLONE ‘Re?jaj” FENCE and PRODUCTS 


CYCLONE FENCE COMPANY, General Offices: Waukegan, Ill. 


Branches in Principal Cities 





i) 


PACIFIC COAST DIVISION: Standard Fence Company, Oakland, California (Uas UNITED STATES STEEL PRODUCTS COMPANY, New York, Export Distributors 





mNifGED STATES STEEL 
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GOOD NEWS FOR YOUR WIFE 
AS WELL AS YOUR CUSTOMERS! 


With moth-time at hand, your wife will be 
cheered by this good news. Now she can get 
Flit at new low prices—and its quality is better 
than ever. Actually, this new Flit formula con- 
tains a combination of deadly insecticides not 
found in any ordinary moth-spray. Flit can be 
relied on to really &:/] moths and to destroy 
absolutely moth eggs and moth-larvae. This 
— patented formula makes Flit the surest 
moth-killer ever developed—although absolutely 
harmless to humans. And, of course, Flit Spray 
will not stain. 

What’s more, with Flit at new low prices, every- 
one can afford to buy it—and to use it freely 
whenever needed. As ever, Flit comes in the 
Yellow Can with the Black Band. 


Protect your own clothes with Flit. See how easy it 
is to spray—and how quickly and surely it kills moths, 
moth eggs and moth worms. Having proved Flit’s 
unequalled effectiveness for yourself, you'll be better 
able to tell the new Flit sales story to customers. And at 
its new low prices, Flit’s sales should soar even faster 
than they did in ’37. Make New High Profits with Flit! 


STANCO DISTRIBUTORS, INC. 


2 PARK AVE., NEW YORK 


Nel 


SWEEPING Mew 
REDUCTION 


IN PRICES OF 














Ze en oo, 
% Pint $2.00 
Pint 3.20 
Quart 5.40 
Gallon 18.00 





AND WITH THIS — 


ONE DOZEN FREE 


WITH Every 2 DO ZEN 
PURCHASED! 


H a to withdrawal without notice) 
elping you ¢ . 
one of the livelie Push Flit, there wil} be 


: St advertisj ; 
in recent Flit history. “using campaigns 


tder now fo 
season. 





t sales in the Spring moth 








Copr. 1988, Stanco Inc. 
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NEW HAMILTON BEACH 
3° I Deals 








HAMILTON 
BEACH 


BOTH WITH THE 
MODEL 8 FOR ONLY 


‘42 










A $52.25 VALUE 


A full-size, motor- 
driven beating-brush 
cleaner. Regular 
price $34.75. An 
outstanding value. 


This offer 
good until 
June 1, 1938 





‘145° BOW 


\HAMILTON BEACH 
NJ 


: HAND CLEANER 
SET OF ATTACHMENTS = 
WITH MOTH-PROOFING UNIT 
FOR HAND CLEANER 


WIT 
Here is something new and different! Two big Hn 
“3 in 1” deals that surpass in value anything we THE MODEL 10-L 


have ever offered—and that give you a liberal 


margin of profit. But remember—vacuum cleaners 5 O 
must be sold. The more you display and demonstrate 3 
these big “3 in 1” deals the more you will sell. ee 


Use them to cash in on the growing acceptance of 
hand cleaners, the increasing use of attachments 
and the constant need for new floor cleaners. 


A COMPLETE CLEANING OUTFIT 


















or with Model 10 — 
(without floor light) 


The completeness of these “Deals” makes them $57.50 
easy to sell. Here’s what your customers get: 

“Jf y 8 Deluxe models 

Motor-driven beating brush cleaner for carpets and —with 2-speed 


motors and all 
latest refine- 


rugs. 
Hand cleaner for upholstered furniture, stair car- 





pets, draperies, mattresses, auto interiors, etc. ments. 

Full set of hand ci attach ts to clean cracks 

and crevices, radiators and cold air registers, in- This offer 

side of cupboards, closets and dresser drawers. ; 
; good until 

Moth - proofing unit that forces moth preventive 

Expello fumes into upholstery and clothing. (Ap- June I, 1938 


proved by Good Housekeeping Institute.) 
ALL ARE REGULAR MODELS 


All cleaners in these deals are the latest standard 
Hamilton Beach models—not “rebuilts’’ or “closeouts” 
—Each carries the full Hamilton Beach guarantee. 


FREE MERCHANDISING HELPS 
We furnish Hamilton Beach dealers with every practical 
merchandising help—display cards, folders for mailing 
or over-the-counter distribution, mats for your local 
wspaper advertising. Order Hamilton Beach ‘3 in 1” 
ls from your wholesaler. Write us for free sales helps. 


HAMILTON BEACH COMPANY e RACINE, WIS. 


Division of Scovill Manufacturing Co. 
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57-466 ° = 
Two - piece = 
split bamboo uy = 
Bait Casting eye = 
Al Rod 57-217 = 
. Three - piece = 
j split bamboo L 
Fly Rod with 
extra tip iH 
in 
u 
4 = 
57-552 
Bs Two - piece 
7169 split bamboo 
f Light weight Salt Water 
57-813 poke - fly reel of Rod with 
One piece 57-391 Duralu- double _ fancy 
Junior Surf Com bina- min—capacity, knurled wood 
Rod with de- tion Fly, Cast- 75 yards; grip. Lengths 
tachable han- ing and Troll- weight, 4% 5% to 7 feet 


dle ing Rod oz. overall 


All UNION rods shown above are made from the highest 
grade flame-tempered split bamboo and have the 
famous UNION positive screw locking reel seat—a de- 
vice which insures a firmly fastened reel at all times. 
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his year get your full share of increased 
fishing tackle profits with UNION — the 
brand that lands fishermen as well as fish. Sportsmen are 
immediately attracted by UNION rods. They like their fine 
workmanship, sturdy yet flexible construction, perfect bal- 
ance and attractive, durable finishes—qualities that have 
won for UNION tackle a countrywide reputation for thor- 
oughly reliable performance. Important too, UNION rods 
and reels are sold at prices that are RIGHT. both for you 


and the customer. 


You will want copies of the latest catalogs, giving detailed 
information about all types of UNION rods and reels. Write 
today and make plans NOW for a profitable fishing tackle 
season. Leading jobbers everywhere carry the UNION line. 
Your distributor can supply you. 


The 1938 UNION line is more complete than ever. In addi- 
tion to 116 models of split bamboo rods for fresh and salt 
water fishing, UNION manufactures a popular, fast-selling line 
of steel rods in the following styles: one-piece solid steel cast- 
ing rods; tubular steel casting rods; telescopic casting rods; 
telescopic bait rods; and tubular steel bait rods. These rods 
are all reasonably priced, enabling you to offer values which 


assure REAL selling volume. 


(BEWEE Oe 
HARDWARE COMPANY 


AMEC.U.S. PAT. OFF. ESTABLISHED 1854 


TORRINGTON, CONN. 


NEW YORM OFFICE ISI CHAMBERS STREET 
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Big Features 
that clinch sales 


Bethanized fence is an ace attention-getter. Its bright, 
lustrous rolls are like magnets. They stop customers and 
lure them into your store. 

And—after your customer is in the store, bethanized 
fence keeps right on working for you. It’s packed full of 
sales-clinching talking points. Real ones, that you can 
be sure the test of time will bear out. 


An Absolutely Even Zinc Armor 


Bethanized coatings are deposited electrically, atom by atom, as 
the wire passes through a solution. The current flows uniformly 
into all parts of the surface, automatically making a tight, even 
coating. No thin spots for rust to get a start. 
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Protected by 99.999, pure zinc 
Scientists have proved that purity is the key to long life in fence 
coatings. Bethanized coatings are 99.99 per cent pure all the way 
to the wire. No layer of zinc-iron alloy—virtually no impurities 
to open the door to quick corrosion. 


Proof against cracking and peeling 


Bethanized wire stands up under the rigors of fabrication without 
a trace of cracking in the zinc coat. Test it for yourself. Twist it 
around its own diameter, flatten it back along its own length. 
You won’t find a single break in the smooth, tough armor. 


A time-tested product 


Bethanized wire has proved its worth in all conditions of service 
for more than five years. It’s dependable. 


All bethanized fence is woven of copper-bearing 
steel wire—a second line of defense at no extra cost 


BETHLEHEM STEEL COMPANY, General Offices: Bethlehem, Pa. District Offices: Albany, Atlanta, Baltimore, Boston, Bridgeport, 

Buffalo, Chicago, Cincinnati, Cleveland, Columbus, Dallas, Detroit, Hartford, Honolulu, Houston, Indianapolis, Johnstown, Pa., Kansas 

City, Mo., Los Angeles, Milwaukee, Nashville, New York, Philadelphia, Pittsburgh, Portland, Ore., St. Louis, St. Paul, Salt Lake City, 

San Antonio, San Francisco, Savannah, Seattle, Syracuse, Toledo, Tulsa, Washington, Wilkes-Barre, York. Export Distributor: 
Bethlehem Steel Export Corporation, New York. 


BETHLEHEM STEEL COMPANY 
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CABINET HARDWARE 





eal 


DOOR TRIMS 


No Obligation, Write for Complete Information 





Surprisingly small stock works magic in Profits! No need 
to carry all “8”? luxurious colors — only the most popular 
ivory and black bringing quick turn-over. Beautiful “Dura- 
lin’’ Display Panel does the rest, its “Rainbow of color” 
tells of the complete line — a sales-maker supreme featuring 
“‘Duralin’ Color Trim and Tubular Latch! 


“‘Color-toned” Kitchen Hardware — perfect companion line 
— selection “5” spirited colors — top notch sales repeater 
— helps sell paint, too. 


FREE! Handsome Ivory Metal Display Panels Free, 
you purchase only the hardware trims on the Panels. 
Make your store Headquarters for ‘Hardware of Color,” 
wide open market, every room in the home, both new or 
remodeled. Order your Panels, today. Catalogs and com- 
plete information. Write. No Obligation. 


NATIONAL BRASS CO. mfrs. GRAND RAPIDS, MICH. 


National Brass Co. 


pi / Builders Hardware 
% Vitec Cabinet Hardware 


( Screen DoorHardware 
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Other Thursday 
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‘eal] UNIVERSAL 


| A Complete Line of 


MAJOR APPLIANCES 
That Will Give You 


EXTRA SALES— 
EXTRA PROFIT 


Millions of homes are using one or more 
household devices stamped UNIVERSAL. 
These satisfied customers know the UNI- 
VERSAL name stands for highest quality 
and guaranteed service and will buy other 
UNIVERSAL products including the distinc- 
tive line of major appliances. Concentrate 
your efforts on the largest and most complete 
line of household devices made under one 


trade name—UNIVERSAL. 
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UNIVERSAL 

ELECTRIC 
saw 


Here is merchandise attractively 
styled for the modern home— 
streamlined, yes — but not to such 
an extent as will render obsolete in 





a few years, equipment that your 
customers will find in every way sat- 
isfactory to use for many years to 








come. 


Write us for complete 
merchandising details 
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Informal Editorial Comments 





HOW'S BUSINESS ?:- 


Manufacturers generally report 
business very slow, slower in fact, 
relatively, than the movement of 
goods through wholesale and re- 
tail hardware channels. As both 
wholesale and retail hardware in- 
ventories are low, there should be 
shortages developing soon which 
will encourage increased business 
for producers. Last week I had 
an interesting opportunity to 
gather some sales figures from the 
records of several wholesalers lo- 
cated in widely separated terri- 
tories. These reports agree that 
trade sales (sales for resale through 
dealers) are holding ‘up better 
than sales to industrials and that 
if “futures,” currently, were on a 
par with this period of last year 
dealer sales volume would total as 
much if not slightly ahead of 1937. 
This simmers down to the belief, 
at least in these several instances, 
that current wholesale volume to 
the retail trade shows a loss ap- 
proximating the normal “futures” 
business at this season and indi- 
cates that dealers are not placing 
any future business, presumably 
due to the belief that both prices 


and conditions are too uncertain. 


Here again is the suggestion that 
shortages will be faced as the 
spring and summer business de- 
velops. It seems unreasonable to 
expect any drastic or widespread 
general price reductions in the face 
of current labor costs, high taxa- 
tion, social security and unemploy- 
ment insurance levies and recent 
freight rate advances, except in 
competitive fights on individual 
items or sizes, or for some specific, 
highly desirable, large order. It 
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by CHARLES J. HEALE 
EDITOR, HARDWARE AGE 


is always well for both wholesalers 
and retailers to remember that you 
can’t sell goods you don’t have in 
stock. 


BACK ORDERS:-— 


With both wholesalers and deal- 
ers ordering in small lots, it is 
obvious that today’s orders are for 
badly needed goods for which 
there is expectation of prompt 
resale. The wholesaler who has to 
“back-order” several items a week 
is inviting dealers to seek goods 
from another source. The dealer 
who is “fresh out” of requested, 
staple items is likewise inviting 
his customers to go elsewhere with 
their patronage. With volume ad- 
mittedly reduced, all business 
firms need every cent’s worth of 
sales that can be obtained. To 
keep inventories on a “selling 
basis” should be the goal of all 
distributors and this does not re- 
quire nor suggest plunging into 
heavy stocks. 


SALESMEN :- 


Plenty of salesmen tell me their 
quotas are being maintained by 
making more calls, working a little 
harder, suggesting extra sales and 
by seeking new customers. When 
the going gets a little tougher the 
true salesman, like the cream, rises 





to the top and is a marked man in 
the business picture. Salesmen 
and distributors who remain con- 
tent with the business that “just 
comes in” will certainly find 1938 
below 1937 for there isn’t as much 
business “just coming in.” As in 
every recession period, the year 
1938 will see some outstanding 
men attain new heights, develop 
new products and make new for- 
tunes because they work harder 
and more intelligently. 


CONSIGNED SEEDS:- 


It is quite common for hard- 
ware dealers to accept on what 
they consider “consignment” a 
combination display and _ stock 
box of packaged flower and vege- 
table seeds. Under this so-called 
“consignment” unsold seeds are 
returned to the seed supplier at 
the close of the season and the 
dealer pays for the amount he has 
sold. Where the seeds are ac- 
cepted by the dealer on an arrange- 
ment of “on commission to be 
paid for or returned in good or- 
der on demand” or “on sale or 
return” or some similar basis, 
title to the seeds may actually vest 
in the dealer and he may be re- 
sponsible for the claimed “per- 
centage of germination” as printed 
on the packages. Practically all 
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nifust 


CREATES A BIG 
NEW DEMAND 


The new Unifast solves a big prob- 
lem in builders’ hardware and opens 
up a profitable market. This inge- 
nious combination rose and key plate 
now makes the sectional trim design 
easy and practical to apply on the 
modern thin door. 

Refer to the Lockwood section in 
Sweet’s 1938 Architectural Catalogs 
for details of Unifast and other revo- 
lutionary developments in builders’ 
hardware. Lockwood improvements 
have won the attention of the build- 
ing trade, the approval of the Asso- 
ciated Industries of Massachusetts, 
and the strong support of progressive 
dealers throughout the country. 

You can make Lockwood improved 
builders’ hardware a profit-maker for 
1938—Why not get in touch with us 
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states require these data to be 

printed on seed packages and it 
is customary for state seed testers 
or inspectors to make periodical 
checks on the germination and to 
prosecute any misrepresentation 
that is developed through official 
tests. An example of this prob- 
lem is found in a letter from a 
reader who had a box of seeds 
which he thought were “on con- 
signment,” some of which when 
analyzed by a state inspector were 
reported to vary with the printed 
claims as much as 50 per cent. 
The dealer was notified of this con- 
dition by receiving a copy of a 
letter sent by the state to the source 
of supply. This letter charged 
misbranding. The dealer responded 
by telling the state department of 
agriculture he had stopped selling 
the line and had returned unsold 
seeds to the supplier. This was 
true. The dealer also offered any 
desired further cooperation with 
the state officials. The next move 
was a startling letter from the state 
charging full responsibility to the 
dealer with total possible penalties 
above $2,100, which, said the an- 
nouncement, could be adjusted 
through “out of court” settlement. 
The letter concluded with this 
doubtful comfort: } 

“The Department of Law fully 
realizes thee unfortunate position 
in which you find yourself because 
we believe it was your thought that 
these seeds were left with you on 
consignment and that the owner- 
ship therein remained in the seed 
company. However, the company 
takes the position, as indicated by 
the papers left with you, that the 
seeds were sold to you ‘on com- 
mission to be paid for or returned 
in good order on demand!’” 


VERY DRASTIC :— 


This, as the dealer writes, “is a 
severe penalty to pay for selling 
$8.45 worth of seeds even if we 
had been deliberately and wilfully 
guilty or had been in position to 
truly understand our responsibil- 
ity for claims of the seed producer 
because technically we were sell- 
ing seeds ‘on commission’ and not, 
as we thought, handling them ‘on 
consignment.’ ” With the amount of 
damages involved and the high- 
ly technical problem indicated, 
our advice is get a good lawyer 
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at once to fight the penalty and to 
explore the possibility of recovery 
for any costs and damages through 
suit against the seed supplier who 
branded the germination percent- 
ages in the first place. It would 
seem highly improbable that many 
dealers would know how to de- 
termine proper germination claims 
anyway and certainly no reputable 
dealer would knowingly misrep- 
resent goods to his customers. The 
seed producer could determine 
germination and should, it would 
seem, bear the responsibility in- 
volved in printed claims on_ its 
own packaged products. 


CAUTION :- 


This incident is published in the 
hope that it will caution our read- 
ers to thoroughly understand their 
responsibilities in connection with 
seed stocks they take “on consign- 
ment.” It would also seem rea- 
sonable for a dealer to be insured 
against such costly penalties by 
having a written and signed guar- 
antee (from the source of supply) 
that would take responsibility off 
the dealer’s shoulders, or at least 
indemnify him against loss. If 
you are handling seeds, and most 
hardware stores do at this season. 
it would be well to investigate the 
details of your own contract and 
to obtain proper assurance from 
your source of supply that you are 
protected from a situation such as 
faces the dealer who has told us 
of his tragic and costly experience. 


RAILROADS :— 


The current problems besetting 
the railroads of this country are 
of great importance to all citizens 
and particularly important to all 
business men. Tremendous con- 
sumers of all kinds of equipment 
and supplies, the railroads’ buy- 
ing program is a basic factor af- 
fecting general business conditions. 
When railroad buying is active the 
purchases and labor costs involved 
are important contributions to cur- 
rent prosperity. When the reverse 
is true, as at present, and the rail- 
roads are inactive buyers, all busi- 
It is highly 
appropriate that the Memphis 
convention hear the railroad story 
from a man competent to tell it. 
Samuel Dunn, editor, Railway 


ness feels the loss. 


Age, is on the program to address 
a joint session of manufacturers 
and wholesalers and will bring a 
message that will interest every 
hardware business executive. Don’t 
miss this feature of the Memphis 
program, remembering that too 
large a part of our entire Amer- 
ican railroad system is now in 
bankruptcy or approaching that 
point and is hemmed in by both 
governmental regulations and 
union labor pressure. 


FRESH BATTERIES :— 


A friend of mine is an ardent 
“candid camera” fan. He uses a 
flash bulb synchronizer operated 
by a small size, dry cell, flash- 
light battery. After some use his 
battery went dead. 
from the case he inadvertently de- 
stroved the identifying type num- 
ber. So he called the manufac- 
turer of the synchronizer and was 
given the type number by the 
‘phone girl who added, ‘gratui- 
tously, “Don’t go to a hardware 
store because you need a fresh 
battery—only the photo supply 


Removing it 


houses are particular about keep- 


ing fresh battery stocks.” Of 
course my friend took fiendish 


glee in repeating this story and 
rubbing it in. I phoned the manu- 
facturer to protest and was told 
that among complaints following 
replacement of batteries the largest 
single cause was the sale of a stale 
battery and usually an investiga- 
tion traced the sale to a hardware 
store. This is not a reasonable 
chargé and I don’t believe it is 
wholly true. Hardware dealers 
sell more dry cell batteries than 
photo supply stores and are in a 
far better positiqn to have more 
frequent replacement stocks and to 
better understand the importance 
of having only fresh battery stocks. 
For the time being this adverse 
propaganda has been spiked with 
this one outfit but it offers an 
eloquent example of the need for 
eternal vigilance in serving the 
public properly and with efficient 
merchandise. A few, isolated, un- 
satisfactory reports on stale bat- 
teries probably were the founda- 
tion for this anti-hardware store 
attitude on the part of the syn- 
chronizer manufacturer. Stale 
stock represents nothing but gross 
and careless indiffererice. 
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By ADON H. BROWNELL 


Chapter 24—Intermediate Course 


S was pointed out in our last 
A chapter there have been in 
recent years two develop- 

lock construction of a 
radically different from 
the standard type of mortise bit 
key construction which, prior to 
Chapter 23, had been studied in 
considerable detail. In the last 


ments in 
nature 


chapter we discussed cylindrical 
locks. We shall now take up the 
study of tubular locks, 

Again I wish to state, as I did 
in the last chapter, that it is not 
the desire of HaRpwareE AGE or 
myself to either over or under em- 
phasize the importance of either 
evlindrical or tubular locks or the 





Fig. 1. Dexter Tu- 
bular Front Door 
Cast Brass Handle 
Set 


Tubular Locks 


products of any other manufac- 
turers in these chapters. 

Like cylindrical locks. the tubu- 
lar lock has a distinct specification 








Fig. 2. Dexter Tubular Front Door 
Metal Knob Set 


on government work. Because it 
is so different from the standard 
lock lines we have discussed, it 
seemed only fair to present the 
lock as part of the educational 
series to stand on its own merits. 
There are several tubular locks on 
the market, each one claiming cer- 
tain distinct merits. 

Tubular means “round,” that is, 
it is cased in a round case. In- 
stallation, therefore, requires the 
boring of only round holes, elimi- 
nating the deep mortising neces- 
sary with standard mortise locks. 

The tubular lock, I believe, was 
first introduced to the hardware 
trade by the National Brass Cc.. 
Grand Rapids, Mich. The record. 


so far as I have been able to find 
out of its invention, is not quite 
clear. Credit is usually given to 
L. A. Dexter, president of the 
Grand Rapids Company, for he at 
least brought the perfected tubular 
lock to the market. “Dexter Tu- 
bular,” as it is commonly known, 
takes its name from Mr. Dexter. 

It would seem, therefore, quite 
proper to first consider the Dexter 
Tubular Lock, for which the man- 
ufacturer claims among other fea- 
tures the following: economy of 
application, die cut parts, round 
coil springs, smoothness of latch 
action, resilient sound knob action 
and positive latch action. 

It may be well, also, to note the 
locking device used on the Dexter 
Tubular Latch, since it is different 
from that of the mortise or of the 
cylindrical types. The thumb turn 
operates independently of the latch 
and entirely within the escutcheon 
holding the spindle with the es- 
cutcheon. 

Fig. 1 shows a Dexter front 
door handle set. You will note in 
this cut that the dead lock is a 





Fig. 3. Dexter Tubular Glass Knob 
Inside Latch Set 
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separate installation and locks in- 
dependently from the latch, per- 
mitting them to be mounted in any 
desired distance from each other 


on the door. The dead lock is 
optional with the night latch—by 
that | mean if your customer pre- 
fers a spring night latch instead of 
a dead lock it can be so ordered. 
This method applies on all their 
cylinder lock installations through- 
out the line. 


Fig. 2 is a plain knob set for 
National 


entrance doors. The 








Fig. 4. Dexter Tubular Plastic Knob 
Inside Set 


Brass Company offers a selection 
of designs, but, as has been our 
custom through the series, most 
of our illustrations are on plain 
goods. We would refer you to 
the manufacturer's catalog for 
more complete information. 

Fig. 3 is a fluted glass knob 
latch set with a locking rose fea- 
ture when desired. 

Fig. 4 illustrates an inside latch 
set with keyhole escutcheon on one 
side and thumb turn on the other. 
The finish of the face plate and 
strike are usually matched to the 
brass screws and the thumb turn. 
This particular line is being of- 
fered the trade in plastic trim, in 
a selection of eight colors. These 


1938 


new trends in color by hardware 
manufacturers will be watched 
with considerable interest by the 





Fig. 5. Dexter Tubular Screen Door 
Latch 


industry as a whole. It is inter- 
esting to note in passing that the 
National Brass Co. was among the 
first to introduce the use of Bake- 
lite for hardware trim several years 
ago. 

Fig. 5 shows the Dexter tubular 
screen door latch. This latch is 
suitable used also on combination 
and French doors. 

Fig. 6 pictures the Dexter tu- 
bular cabinet latch. Thus we bring 
to a close a brief study of Dexter 
tubular locks and latches. 

It is my understanding that two 
tubular lock lines have been de- 
veloped on the West coast and sold 
principally in that territory. One 
is called “Ry Lock,” the other the 
“Hilgren Lock.” From different 
builders hardware men may come 
later suggest:ons of other tubular 
lock developments. Save for one 
which I shall discuss in closing 
this chapter, the only other ones 
I personally know of are the Ry 
and Hilgren tubular locks just 
mentioned and as I know these by 
name only it would not be fair to 
attempt any discussion of them 
here. 

In the preceding chapter I gave 





Fig. 6. Dexter Tubular Cabinet Latch 


some expression to the fact that | 
knew a number of leading lock 
manufacturers were prepared to 
meet the cylindrical and tubular 
compet:tion when they elected to 
do so. It will be interesting five 
or ten years from now to review 
these chapters in the light of fu- 
ture developments. Many patents 
of various manufacturers will have 
expired in the next few years and 
we may see then a rapidly increas- 
ing use of cylindrical and tubular 


locks. 


Mark you, I say we “may. 





Fig. 7. Lockwood Tubular Latch 


At least the subject in my opinion 
is worth these two chapters for the 
builders’ hardware student to 
study. 

Since I wrote the previous chap- 
ter in which I suggested that vari- 
ous hardware manufacturers might 
develop a line of tubular or cylin- 
drical locks one manufacturer has 
made my prediction good. An- 
other tubular lock line is being 
presented to the trade this time 
by the Lockwood Hardware Mfg. 
Co., Fitchburg, Mass. 

Fig. 7 shows the Lockwood tubu- 
lar latch itself. The case and 
parts are drop forgings. One 
screw holds the cap to the case. 
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Fig. 8. Lockwood Tubular Plastic 
Knob Inside Set 


All parts are interchangeable. It 
is made now with two back sets 
for narrow and _ standard stiles. 
These are among the merits of the 
lock, claimed by this manufac- 
turer. 

Fig. 8 shows the complete Lock- 
wood (tubular type) Latch. This 
set can also be furnished with 
locking device as shown on the 
Lockwood bathroom set, which is 
Fig. 9. The lever itself, which 
locks the knob on the spindle is 
Fig. 9 shows 
the bathroom set with the locking 
device and this set is furnished 
with an emergency key to operate 
the latch from the outside, when 
necessary. 


quite inconspicuous, 


Lockwood, our readers will re- 
member, was among the first to 


This 


w! PRING is here and dealers in 

all sections of the country are 
featuring window displays of gar- 
den tools of all kinds. But what 
about the garden tools already sold 





develop and introduce to the trade 
plastic trim with interchangeable 
knob tops. These same develop- 
ments have been carried into Lock- 
wood tubular line, in all the color 
combinations offered to trade in 
recent months. It is my under- 
standing that this new tubular Ine 
of Lockwood’s will be consider- 
ably developed within a very short 
time. Complete cylinder lock sets 
and other inside sets are to be 
added to round out and make a 
complete line. 

Up to the time of writing this 
chapter I have given you an out- 
line. to the best of my knowledge 
and ability, of the subject of cylin- 
drical and tubular locks. In a 
very few months this chapter may 
be sadly out of date, but the fun- 
damental principles of cylindrical 
and tubular locks probably will 

materially—though 
Students interested in 


not change 
they may. 

this particular subject should make 
a much further study in order that 
they may acquire a_ working 
knowledge of the advantages as 
well as the limitations of cylindri- 
cal and tubular locks to date. They 
may be said to classify as special- 
ized work and therefore one must 
become thoroughly familiar with 





which is in need of sharpening? 

Railey-Milam, Inc., Miami, Fla., 
took this into consideration when 
they featured the ;display shown 
Sharpeners of 


below. various 





Fig. 9. Lockwood Bathroom Set 
With Latch 


the lines. An excellent way to 
begin is to acquire a tubular latch 
and examine how it is made, con- 
sider the manufacturer’s patented 
features and the construction and 
application of the line. In a 
course of this kind I can only 
again complete 
study.” which is essential for a 
tubular 


suggest “more 
true understanding — of 
locks. 

We have completed the study of 
locks and lock sets in our inter- 
mediate course. In the next chap- 
ter we take up cupboard hardware 
for all the cupboard and small 
doors in the home except those in 
the kitchen including hardware for 
bookcases, secret doors or panels 
in the home and the like. 


Window Built Business! 


kinds were shown as well as the 
items they were designed to 
sharpen. It’s an angle worth con- 
sidering during the spring and 
summer months. 


Attractive display of Railey-Milam, Inc., Miami, Fla., featuring sharpeners and garden tools. 
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License Fasteners 

A Kentucky dealer wins a great 
deal of good will by having a 
small bag with his firm name 
printed on it which contains a 
sufficient number of nuts and 
bolts for attaching license plates 
to automobiles and trucks. He 
passes these out to all customers 
who enter the store and announces 
the free offer in his advertising. 
This has proved to be an excep- 
tionally good idea, since most per- 
sons who trade at the store own 
automobiles and appreciate this 
thoughtful convenience. Many a 
person visits the store to avail 


il 





themselves of this courtesy and re- 
mains to make a purchase. The 
idea is certainly worth while. 


* * * 


Sales Meetings 


An Indiana dealer takes his 
salespeople to dinner one evening 
every two weeks at a local hotel 
and talks over sales problems 
with them. He picks out one item 
of merchandise, gives thorough in- 
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Others have used them to advantage 


Why not try them in your own store ? 


structions about it and explains 
how, in his opinion, it can be 
sold most effectively. Regular 
meetings of this nature, the dealer 
finds, engender confidence and 





loyalty in the employees and help 
them to develop their sales abil- 
ity which reflects in additional 
profits for the store. 


* * * 


Bringing 'Em Back 

In order to get the real low 
down on why customers stopped 
buying at his store, a Pennsyl- 
vania dealer found it profitable 
to list on the back of his follow- 
up letters to dormant customers 
fifteen possible reasons for not 
buying which the farmer could 
answer with a yes or no and mail 
back in an addressed reply en- 
velope. These reasons were: (1) 
you do not call often enough. (2) 
Your competitor is giving me 
better prices. (3) Your telephone 
order clerk makes too many mis- 
takes. (4) We don’t like your 
advertising. (5) I have too large 
a stock on hand at present. etc. 


This dealer reports that he gets a 
high percentage of these letters 
back and it gives him an oppor- 
tunity to clear away any misun- 
derstanding which may have 
arisen. 


Good Will Ad 

Whenever city or rural civic 
groups in a California dealer’s 
territory decide to hold a com- 
munity event they have a standing 
offer of using one corner of the 
feed store's ad for advertising 
without ‘any charge. The dealet 
has a contract with his local pa- 
per to use a 2-column by 8-inch 
space every week and he has re- 
served the upper corner of his 
ad for announcements on commu- 
nity affairs which groups of his 
customers may wish to make. This 
idea has developed much business 
and furnishes a splendid good 
will tie-up with the firm’s regular 











advertising. No individual “for 
9 “ 9 

sale” or “wanted ads” or com- 

mercial promotions are allowed in 

the space. 
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A general view of Pickering’s housewares department. Wide aisles, 


open-display units and efficient 


lighting unite in aiding sales. 


Advertising and Specials Boost 
Housewares Volume 


NF best a merchandising 
of both quality and price 
lines—with greatest empha- 
sis on the quality merchandise— 
has built a steady year ’round vol- 
ume for the second floor house- 
wares department of the Pickering 
Hardware Co., Cincinnati, Ohio. 
Regular advertising, in three local 
papers, attractive store and win- 
dow displays and weekly “spe- 
cials” are and long have been the 
backbone of Pickering housewares 
sales promotion activity. 
Pickering’s advertisements offer 
“specials” each week in two daily 
papers and a weekly shopping 

news. The two daily papers fre- 

quently have more than one adver- 
tisement a week for the store. The 
shopping paper always has one ad 
in each issue. Interesting, brief 


4s 


and_ well-written, copy features 
eight or more different items or 
lines of merchandise with the sale 
price plainly indicated as well as 
the regular price. “Clearance” 
merchandise is seldom featured in 
the weekly advertisements and it 
is an ironclad rule that the sale 
price only holds for the week in 
which it is advertised. As one 
member of the staff puts it, “a 
special is a special and no fool- 
ing.” The advertised specials are 
shown in one of the display win- 
dows under a neon sign reading, 
“Advertised Specials.” 
Underneath the company name. 
at the top of each advertisement, 
are the words, “Popular Prices 
This Week” and further down is 
the number of the weekly sales ad- 
vertisement, thus emphasizing the 


fact that the store is a long estab- 
lished concern. A recent ad indi- 
cated that it was the 1785th weekly 
sales notice of the company. Each 
weekly ad starts out with an edi- 
torial style item tying in with the 
company’s sales policies. An ex- 
ample of one of these chatty little 
items read: “It’s that indomitable 
American spirit which never weak- 
ens that puts the ‘pep and go’ into 
things. No one is satisfied to 
exist in a log hut when he can live 
in a modern bungalow. The grand- 
stand ticket is far more preferable 
than one in the bleachers. It’s not 
because one is arrogant or proud 
but because the best is none too 
good. 

“And that same spirit prevails 
in the heart of nearly every wo- 
man. A well-kept kitchen, clean 
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The Pickering Hardware Co., Cincinnati, 


brings customers to this department by 


means of well advertised weekly sales 


and inviting, with all conveniences 
for baking, cooking and preparing 
the meals is a genuine delight. 
Women know and understand ihis. 
that is why our household depart- 
ment is so popular. We sell every- 
thing that will lessen the burden 
and make housework a_ pleasure. 

‘Saving the difference’ is ha- 
bitual in this department.” 

As far as practical the adver- 
tisements feature actual illustra- 
tions of the merchandise offered a= 
specials. Now and then a humor- 
ous illustration is used as in the 
rug holder product in 
which instance a drawing showed 
a “king” who had slipped in front 
of his throne, together with a court 
attendant who held his crown. If 
a prominent brand is offered the 
brand name is featured in the 
advertisements. Prices are clearly 
indicated—both the regular and 
“special” price in most instances. 

The highly interesting and eas- 
ily read advértisements used by 
Pickering’s and attractive window 


case of 





displays bring people into the 
store but the attractive layout of 
the household department is also 
a big factor in increasing sales. 
Up in the front of the second floor 
display, right by the passenger 
elevator door, is an attractive and 
unusual display of bathroom ac- 
The wall is divided into 
sections of tiling on which are 


cessories. 


shown medicine chests, towel racks. 
mirrors, wall lights which are con- 
nected for demonstration, recessed 
soap dishes and tumbler recep- 
tacles, liquid soap dispensers, fau- 
cets, portable shower bath fixtures. 
etc. As with other lines in the 
everything has its 
To lend 


department, 
price plainly indicated. 
real color to the display there are 
ten different “tile” 
variety of colors. A linoleum cov- 
ered platform, several inches high- 
er than the floor, borders the “tile” 
sections, and is used for showing 
bathroom hamp- 
variety of styles. 


sections In a 


bathroom scales, 
ers, etc.. in a 


finishes and prices. Surplus stock 


A section of the bathroom accessories department in which are shown 
a variety of accessories having a wide range of price and quality. 
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WHATS IN A NAME? 


Would a rose omen any other name* 
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‘Think of & miser or @ thief and you are wp.'sed Think of « philan 
thropist or a mac of sterling character and you become thrilied 
‘The name of Pickering te our grentest aeset It has never falled te ring tree. 
TT, -ty 5 1 ee? Cwtern. 
Tools and Kitchen Utenslis and cy 
sterling worth. Upon these » 
Read Our Specints Caretulty—"'lt Means Saving the Difference.”’ 





Reg. $1.00 Valine 


ACCURATE TESTED 
OVEN THERMOMETER 
(With & Recipe Book) 

A Tesled Thermometer complete with Recipe 


and correct temperatures fer Candy 
Making, Baking. Roasting, Deep Fat Fry- 
oe one. 


This Week's Special Price 79c 
Genuine YANKEE SPIRAL—RATCHET 
SCREW DRIVER 
_ sem on ss 
Set of 3 different sires This Week 











Every Home Should Have One Know How Cold It 


SLEEVE BOARD ron Con Drese. Ac: 


mee ti te Accurate—Tested 
di se 
be — a ey Thermometer 
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> amen oe KOKO PUMICE SOAP 





RUBBER DOOR MAT 













SIZE 4 
14x22 
INCHES 


OTHER SIZES 98 and $1.50 
The “AKROMAT” is made of 
email blocks of highest quality 
rubberized cord fabric, woven 
on rust-proof steel wires. 
—Cieane and scrapes shore! 
mW 
A, 














One of the advertisements announc- 


ing specials. These are run each 
week in two dailies and a shopping 
news. They bring in the customers. 


kept behind the displays, the 
entrance to the stock rooms being 
a door with a full-length mirror 
panel. 

The balance of the display room 
is given over to open display 
tables, open display panels and 
open shelving, all merchandise, 
with the exception of a few bulk- 
ier items, being where 
customers may easily handle and 
examine. 

With the exception of three 
white display tables used for gift- 
wares and small appliances in the 
center of the store, fixtures are 
finished in a uniform light brown 
finish. The ceiling lighting units 
are equipped with lamps of ample 
wattage but all of the display units 
on one side of the room are equip- 

(Continued on page 100) 


shown 
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This attractive 
modern kitchen 
set-up is used for 
demonstrations for 
groups and indi- 
viduals. New mod- 
els are shown as 
soon as available. 





Model Kitchen Builds | § 
and Helps Sell Nh 


J.B. Rudert of Tarentum, Pa., sold 250 
gas ranges, 244 electric refrigerators 


and an impressive total of radio sets, PECIAL demonstrations for 
home washers and commercial refrig- groups of women, an al- 

, f - f tractive model kitchen set- 
eration in 1937 with the assistance of up. outside salesmen, flexible in- 


stallment plans and a big store 
display of electrical and gas ap- 
pliances and radio sets sold 
hundreds of dollars’ worth of 
these lines. last year, for the J. B. 
Rudert hardware store in Taren- 


this kitchen and store demonstrations 


tum, Pa. 

Rudert’s sold 250 gas ranges. 
244 electrical refrigerators, a num- 
ber of radio sets and a quantity of 
electric washing machines. In 
1937 and during the past year an 
outside salesman has sold more 
than $10,000 worth of commer- 
cial refrigeration including bee) 





Part of a crowd attending a semi-annual demonstration coolers. dairy refrigerators and 
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1, Major 


S Store Traff 


store refrigerators. When it is 
considered that Tarentum, a town 
of 10,000 population, is within an 
hour of Pittsburgh with _ its 
numerous larger competing out- 
lets this becomes even 
more noteworthy. 

The model kitchen now being 
used by Rudert’s has an approxi- 
mate retail value of $1,000 which 
valuation includes appliances. 
kitchen — sink, lighting 
equipment and wall and floor cov- 
erings. The kitchen is complete in 
every detail, even to curtains on 
the “window.” Atmosphere has 
been added by means of an ex- 
terior scene or background done 
in color by a professional artist 
“outside” of the window. 


record 


cabinets, 
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ppliances 


Russell E. Elliott, manager of 
the appliance and radio depart- 
ment, holds period:cal demonstra- 
tions with emphasis on the mod- 
ern kitchen and its layout and 
equipment. During the past four 
years the store has held seven of 
these demonstrations. These have 
always been well attended, some 
of them accommodating as many 
as 350 women at a single session. 
When 
curred the program has been re- 
peated to other groups in the eve- 
ning and on the following after- 
noon. Special demonstrations for 
domestic science students have also 
been held on several occasions. 
All of these gatherings are held 
in the store instead of in a hired 


such instances have oc- 


Three complete 
lines of radio sets 
are shown in this 
attractive and in- 
viting display 
space. Sets are 
hooked up and 
ready for demon- 
stration at once. 


hall in order that those attending 
might have an opportunity to see 
all of the store. 

Major appliances are demon- 
strated in the store and seldom in 
the prospect’s home; thus the out- 
side salesmen usually have the 
prospects visit the store for that 
purpose. This plan enables the 
firm to sell additional items. All 
equipment in the modern kitchen 
‘s ready for immediate demonstra- 
tion. The cabinet sink has a 
permanent water connection and 
the electric refrigerator is con- 
nected at all times. Gas and elec- 
tric ranges are displayed alter- 
nately and permanent gas and 
electric connections are available 
for e‘ther type of range. 

Whenever a prospect is inter- 
ested in remodeling her kitchen 
with entirely new equipment or in 
replacing part of her existing 
equipment with new merchandise, 
the firm has an architect draw up 
plans of the proposed improve- 
ments. In addition to the plans, 
the architect also 
illustration in color show:ng how 
the kitchen will look when the im- 
provements have been made. 


furnishes an 


In four years the store has sold 
three complete kitchen moderniza- 
tion projects, each of which was 
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practically the same as the set-up 
shown in the store. Customers 
purchasing complete kitchen instal- 
lations on an installment basis are 
given from 12 to 36 months to 
complete payments, according to 
the credit rating of the customer 
and the value of the merchandise 
sold. 

Another outstanding display on 
the second floor is that of the radio 
department. Three different lines 
of radio sets, covering a wide price 
range, are shown together with 
display units and display pieces 
offered by the manufacturers of 
those lines. There is always a 
chair or two and a lounge in this 
display space together with a rug 
and floor lamp to add a homelike 
atmosphere. 

Rudert’s usually has at least five 
outside salesmen, each of whom 
is a specialist in his line or lines. 
Each salesman is authorized to 
close sales on items on which other 
salesmen are specializing. There 
are two service men to take care 
of radio and appliance installation 
and servicing. Particular care is 
taken when a radio set is installed 
to have the customer thoroughly 
familiar with the tuning of the set 
so that he or she will be entirely 
pleased with the transaction. The 
radio and appliance repair and 
service man, who was formerly 
with a department store, spends 
his entire time servicing radios 
and appliances sold by Rudert’s 
and has the services of a capable 
assistant. 

With the exception of electric 
refrigeration sales, which are 
financed through the manufac- 
turer, the company handles its own 
paper on installment sales. Al- 
though there are definite sales 
terms, exceptions are made for 
particularly good credit risks. The 
carrying charge on appliances and 
radios sold on time payment plans 
is one-half of 1 per cent. Pay- 
ment plans usually call for 12 
monthly payments of equal 
amount. Customers with good 
credit ratings, who have fallen be- 
hind in their monthly payments 
are allowed 30 days grace on sales 
of less than $50 and 60 days grace 
on sales of $50 or more. 

Despite the flexibility of the 
store’s deferred payment policy. 
repossession of major units has 


AR 


not been any greater than orie-half 
of 1 per cent. When a prospect 
asks to buy appliances or radio 
sets on a deferred payment plan, 
his credit rating is promptly 


checked with a local credit bureau. 
Of the 244 refrigerator transac- 
tions last year only 22 involved 
trade-ins and many of the sales 
were on a cash basis. 


Century Old Hardware 
Wholesalers 


NE hundred years or more 

of successful business opera- 
tions is a creditable record and 
one of which to be justly proud. 
Several well-known hardware 
wholesalers have more than a 
“Century of Progress” to their 
records as have another group, 
closely related, in the heavy hard- 
ware jobbing field. Dealing in 
basic essentials, needed in pioneer 
days and in all community growth, 


the hardware business was natur- 
ally among the early businesses of 
this country. According to our 
records there are 22 wholesale 
hardware firms and 10 heavy hard- 
ware jobbers in the “over hundred 
years in the business group.” 
These are given below. If there 
are any omissions or errors, please 
furnish full information to this 
publication. The list of the firms 
follows: 


Wholesale Hardware Houses In Business 100 Years Or More 


Established Name 

1744 Steinman Hardware Co., Lancaster, Pa. 

1780 Barker, Chadsey & Co., Providence, R. I. 

1798 Stichter Hardware Co. Inc., Reading, Pa. 

1805 Anderson & Ireland Co., Baltimore, Md. 

1809 J. M. Warren & Co., Troy, N. Y. 

1809 P. A. & S. Small Co., York, Pa. 

1811 Edw. K. Tryon Co., Philadelphia, Pa. 

1817 Rice & Miller Co., Bangor, Maine. 

1818 Joseph Breck & Sons Corp., Boston, Mass. 

1818 Weed & Company, Buffalo, N. Y. 

1822 Delaware Hardware Co., Wilmington, Del. 

1823 A. Baldwin & Co. Inc., New Orleans, La. 

1826 Beals, McCarthy & Rogers, Inc., Buffalo, N. Y. 

1826 Lewis & Bennett Hardware Co., Wilkes-Barre, Pa. 

1826 Belcher & Loomis Hardware Co., Providence, R. I. 

1828 Roberts Hardware Co., Utica, N. Y. 

1829 The Geo. Worthington, Cleveland, Ohio. 

183] Logan-Gregg Hardware Co., Pittsburgh, Pa. 

1833 Geo. Krause Hardware Co., Lebanon, Pa. 

1833 Goshorn Hardware Co. Inc., Charleston, W. Va. 

1836 Ott-Heiskell Co., Wheeling, W. Va. 

1837 Supplee-Biddle Hardware Co., Philadelphia. Pa. 
Heavy Hardware Wholesale Houses In Business 100 Years Or More 
Established Name 

1790 Congdon & Carpenter Co., Providence, R. I. 

1801 L. L. Ensworth & Sons, Inc., Hartford, Conn. 

1809 Hannibal Green’s Son & Co. Inc., Troy, N. Y. 

1816 Peter A. Frasse & Co. Inc., New York City. 

1828 Morris. Wheeler & Co. Inc., Philadelphia, Pa. 

1829 Egleston Bros. & Co. Inc., Long Island City, N. Y. 

1833 H. D. Taylor Co. Inc., Buffalo, N. Y. 

1834 C. H. Tiebout & Sons, Inc., Brooklyn, N. Y. 

1835 Orr Iron Company, Evansville, Ind. 

1835 Sligo Iron Store Co.. St. Louis. Mo. 
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A section of the gift card 
display in Harman’s store. 


Gift Cards Help 


Sell Hardware 


W.M.Harman, Oaklyn, N.J., has found that 
they bring many customers to his store 
who eventually purchase hardware items 


IFT, anniversary and _holi- 

day cards, so W. M. Har- 

man, hardware dealer in 
Oaklyn, N. J., has found, are 
“tops” as a customer-attracting 
medium. “There is yet to come a 
day,” says Mr. Harman, “when 
we have not sold at least two 
cards. Out of curiosity we once 
made a special study for a year 
and a half, to see how many cards 
were sold daily. During that pe- 
riod we sold from 2 to 35 cards 
every “day.” 

The. majority of these card 
customers come into the store es- 
pecially to buy cards, and are 
thus potential buyers of hardware 
merchandise. As soon as the Har- 
man store had built-up a reputa- 
tion for carrying a complete line 
of cards, customers started com- 
ing from distant towns. The 
store soon became known as the 
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card headquarters in that local- 
ity. In other words, without the 
line of gift cards to attract them, 
many of these customers would 
not have come in the store at all. 
Mr. Harman relies on his attrac- 
tive displays of hardware and 
household merchandise to stimu- 
late in this large turnover of card 
customers, a desire to buy his 
regular merchandise. That he 
considers his line of cards an ef- 
fective merchandising policy, is 
best attested by the fact that in 
four years he has increased his 
card display from a single rack 
to its present extent of occupying 
half the length of an entire wall. 

Aside from their effectiveness 
as a customer-attracting medium. 
cards sell at a 100 per cent profit. 
In addition they practically sell 
themselves, as the customers look 
over the racks, make their selec- 





A chair, table and pen and 
ink are provided for those 
desiring to address cards. 


\ 


tions and carry their purchases 
to the nearest clerk. The only real 
expense, therefore, is the amount 
of space that is required to pro- 
duce a good-looking display. 

In building up an effective card 
business, Mr. Harman offers the 
following valuable suggestions: 

1. Install a display elaborate 
enough to attract attention. 

2. Keep the display “alive.” 

3. Keep the stock fresh look- 
ing. 

4. Provide 
dressing the cards. 

A fairly elaborate display is 
imperative if it is desired to 
build-up a reputation for han- 
dling cards. A small, single rack 
stuck off in some corner is worse 
than no display at all and will 
prove utterly ineffective in attract- 
ing customers. The display should 


facilities for ad- 


be arranged in a conspicuous and 
well-lighted place. Mr. Harman 
has arranged inexpensive lighting 
fixtures to properly set off his 
cards on dark days and at night. 
His racks are arranged in steps 
with glass fronts, so that the en- 
tire card can be viewed. 

Keep the display “alive.” By 
this is meant to have not only a 
sufficient variety to suit all tastes. 
but also to continuously change 
styles by showing new and up-to- 
date samples. Mr. Harman never 
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A “Christmas tree” stand is used to 
advantage for the window display. 


re-orders the same card, no mat- 
ter how fast it has sold. He gen- 
erally orders two dozen of each 
type of 5-cent card, and one dozen 
of the 10-cent cards. When these 
are sold he buys entirely different 
varieties. His displays are always 
presenting something new, and 
customer interest is not lost 
through. staleness. 

Put only a few of each type on 
display. By keeping all but two 
or three of each variety of card 
in a box, designated by a conven- 
ient file number, the cards are 
kept fresh and clean. As soon as 
the displayed cards are sold, 
fresh ones are put out. Such a 
system is necessary because the 
fragile paper soon ‘becomes soiled 
by dust or handling, and will be- 
come unsalable. Mr. Harman 
carries his stock of extra cards in 
‘boxes on the shelves below his 
displays. Each display and box 
of extras are tied together by a 
file number. 


Customer Convenience 


A small table and chair are 
provided for customers wishing 
to address their cards as soon as 
they buy them. A bottle of ink 
and a good pen are available on 
the table. In addition, a stock of 
stamps are kept on hand for last 
minute mailers. -This creates ad- 
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ditional goodwill and further cre- 
ates a reputation for handling 
cards in the right way. 
Everyday cards are displayed 
throughout the year. The Harman 
store displays over 350 varieties 
of these types. About 120 vari- 
eties of birthday cards are always 
on display and these are the best 
sellers. Anniversary and convales- 
cent cards are second best and 
require a sizeable variety. In ad- 
dition to these there are gift, 
sympathy and birth cards. Over 
his long display of cards, Mr. 
Harman has placed signs that 
segregate his displays into the 
following titles: “Gift Cards,” 
“Friendship,” “Wedding Con- 
gratulations,” “Wedding Anni- 
versary,” “Sympathy,” “Relative 
Birthday,” “Special Birthday,” 
“Belated Birthday,” “General 


Birthday,” “Baby Congratula- 
tions,” “Thank You Cards,” and 


“Convalescent Cards.” 


Seasonal Cards 


For special seasonal demands, 
such as Christmas, Easter, Valen- 
tine’s Day, Mother's Day and 
graduation time, Mr. Harman sets 
out additional display — racks 
showing only these special cards. 
For such occasions he also ar- 
ranges card trees in his show 
window, set off by displays of 
colorful hardware and household 
items. One Christmas season he 
sold nearly 3000 Christmas cards. 

Mr. Harman has found that the 
5- and 10-cent cards are the best 
year-round sellers. At Christmas 
time he puts in a few varieties 
that sell at 2 for 5 cents. 


Converted Screw Stock Case 
Helps Boost Key Business 


Y converting an old screw 

stock rack into a key dis- 
play rack, the Sam Speir Hard- 
ware Co., 127 Losoya St., San 
Antonio, Texas, increased its key 
business considerably, because 
more people were attracted to the 
key department. 

Various sample keys are placed 
outside on the drawers of this key 
display stand where they can be 
seen easily by the customer. The 
rack revolves, and this is an im- 
portant aid in finding the type 
of key wanted and in servicing 
the customer. 

Each drawer contains the num- 
ber of the key displayed on the 
side, and spare stock is kept back 
on other shelves, with correspond- 
ing numbers. This makes the find- 
ing of stock very easy, according 
to George Potchernick, president. 

Because of this key display ar- 
rangement and fine key stock, 
people come from great distances 
just to seek keys at this store. 
These key customers, too, often re- 
main to buy other items which are 
well displayed at the store. Thus 
the key rack serves more than one 
purpose. 

The key display stand is quite 


high and can be seen from many 
sections of the store. The area is 
always kept well lighted, which 
also helps to turn the attention of 
key prospects to this department. 
The customer viewing the many 
samples of various keys displayed 
on this revolving rack, can’t help 
deciding that a firm with such a 
large stock of various keys must 
do a large business and, there- 
fore, is worthy of additional pa- 


tronage. 





Key sales have increased, and this 
case has been largely responsible. 
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A light soffit is 
used over the sink 
and a work-shelf 
light over the 
working area next 
to the refrigerator. 
The ceiling unit is 
a semi - indirect 
light with the low- 
er portion denser 
than the upper 
portion. 


Courtesy General Electric ( 


HERE are many kitchens in 

every community so poorly 
lighted that they are an ac- 

tual menace to the health and 
comfort of those who use them. 
Perhaps the fixtures are all right 
but the lamps are not of sufficient- 
ly high wattage to give adequate 
light. Some kitchens need addi- 
tional or new types of fixtures as 
well as more powerful lamps. 
Many of them would be lighter 
places in which to work if a dif- 
ferent painting scheme was used. 
For efficient electrical lighting 
in the modern kitchen, General 
Electric Co. says: “A generous 
useful amount of light at the work 
surfaces with complete freedom 
from both glare and shadows is 
a requisite. A central fixture 
alone will seldom suffice as it 
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casts the shadow of the operator 
upon the work before her. In the 
average kitchen a central ceiling 
unit of 100 watts capacity will 
give good results provided it is 
supplemented by a light soffit over 
the dishwasher-sink and additional 
lighting at each work area and 
over the range.” 

A “kitchen unit” or an enclos- 
ing globe, approximately 10 in. 
in diameter, is usually satisfac- 
tory when mounted close to the 
ceiling. Such a unit diffuses the 
light and being high above the 
operator's head it minimizes shad- 
ows and eliminates direct eye con- 
tact with the light. A 100-watt 
lamp or 150-watt daylight lamp 
is recommended for this type in- 
stallation. 

For a quantity of light directly 





An outline of the principles 
of present day illumination 
for the up-to-date kitchen 


over the sink a pendant type fix- 
ture, centered over the sink, may 
be used. This type fixture should 
be about 6 ft. above the floor, with 
a shade about 51% in. deep and 
Where possible the 


fixture should be hung so_ that 


7 in. across. 


‘raw light” does not objectionally 


strike the eyes. For this a 40- or 
60-watt lamp or a 60- or 100-watt 
daylight lamp should be used. 

Where a home owner prefers a 
bracket fixture over the sink a 
shade should be used, as a glare 
from “bare bulbs” must be avoid- 
ed. A milk shade or newer type 
half shade will protect the eyes 
and direct light down upon the 
sink. This type fixture should be 
located about 5 ft. from the floor. 
\ 40- or 60-watt lamp or a 60- or 
100-watt daylight lamp is suggest- 
ed for this installation. 

In a kitchen equipped with a 
low back range, a wall bracket 
centered directly behind the range 
will provide good lighting. For 
this type of illumination — the 
bracket should be about 5 ft. from 
the floor, with the light bracket 
shaded. 

For the range with a hood over 
it, a pull-cord bracket fixture 
placed on the inside and to the 
front of the hood will usually 
provide adequate lighting. In this 
type installation the cooking units 
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of the range are lighted and the 
lamp is in a position that will not 
cause trouble for the eyes. A 40- 
or a 60-watt lamp or a 60- or 100- 
watt daylight lamp is recommend- 
ed for use with the low back or 
hooded range. 

“The soffit, which is becoming a 
part of modern kitchen design, of- 
fers a means of building a panel 
of glass for the lighting of such 
work areas as the sink, range and 
planning desk,” says G. E. “The 
complete lighting unit consists of 
a metal box carrying an inner re- 
flecting surface, sockets, lamps and 
a glass panel of flashed opal glass. 
This unit is inserted and fastened 
in an opening prepared for the 
purpose and is of course controlled 
by a switch at the right of the sink. 
\ good size for the purpose mea- 
sures 25 in. in length, 9 in. in 
width, with a 9 in. allowance for 
the depth. This unit would be 
supplied with three sockets and 
three 75-watt lamps.” 

Outlining some of the principles 
of lighting a modern kitchen and 
the pantry, where one is used, 
Westinghouse Lamp Co. says, “It 
is best to have the ceiling fixture 
controlled by a switch at the door. 

. » Lumiline lamps are ideally 
suited for installing over the 
range, the sink and the work 
table.” Lumiline lamps are cylin- 
drical lamps | in. in diameter. in 
12 and 18 in. lengths. They are 





connected at both ends and can be 
mounted end to end for a continu- 
ous line of light. 

“In the pantry,” says Westing- 
house, “a lamp shaded with an 
oval glass reflector should be 
hung so as to light the shelves. 
In many cases it is desirable to 
have lights with a simple reflector 
installed inside of the cupboard 
and shelves. For the breakfast 
alcove, a decorative enclosed glass 
pendant fixture or pendant light 
with a gay-colored shade is very 
satisfactory. Here it is possible to 
work out a very novel effect with 
appropriately decorated wall 
brackets.” 


Eye-Comfort Illumination 


Modern lighting, whether in the 
kitchen or any other part of the 
home, should provide “eye-com- 
fort illumination” and be of deco- 
rative nature. In many instances 
the idea of style, as reflected in 
decoration trends, will make the 
average housewife take real no- 
tice, as much of her thinking is in 
terms of style. Health and_ its 
effect on a woman's appearance is 
another mighty powerful wedge 
for selling the idea of proper light- 
ing. but real tact must be used 
when touching on this subject. 
Although eye-strain will some- 
times cause the eyes to be red. 


inflamed and sore it will often 


affect other parts of the body. 
Straining the thin muscles in the 
eye can cause wrinkles in the face 
—something all women wish to 
avoid. A general feeling of weari- 
ness, or headaches, nervousness 
and irritability can easily be the 
result of eye-strain. 

For proper lighting in the 
kitchen or any other room, lighting 
should be of sufficient intensity for 
the task to be done. For general 
lighting in the kitchen light in- 
tensity of from 5 to 10-foot can- 
dles is recommended. Local light- 
ing at work counters and the sink 
should have an intensity of from 
10 to 20-foot candles. Glare 
should be avoided by having all 
bulbs properly shaded. Lighting 
contrasts must be avoided so that 
there will be adequate light on the 
work without shadows. Light 
must be so provided that the per- 
son using the kitehen may work 
in a healthful and comfortable 
posture. 

Interesting is Westinghouse’s 
outline of some of the reasons for 
improper lighting in the home: 
“Before the introduction of the 
electric light all artificial light 
sources were flames. The lighting 
fixtures had to be located in such 
a manner as to protect the walls, 
ceilings and decorations. They 
had to be placed in such a man- 
ner that it would be easy to light 
and extinguish them. This was the 





Courtesy Brooklyn Edison Co., Inc 


The ceiling light is a semi-flush fixture using a prismatic lens plate designed to 


distribute general illumination over the kitchen. 


A light soffit is over the sink 


and over the work table at the left is a lumiline light with light metal reflector. 
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Courtesy General Electric Co. 


The light between the windows is a wall bracket light as is the unit 
under the cabinet at the left. The ceiling unit is a white glass enclos- 
ing globe. The two small lights shown on each side of the windows 
are combination work lights and convenience outlets—a practical idea. 


tradition of centuries of artificial 
light which greeted the advent of 
electric light. It was only natural 
that this tradition was followed in 
the design and location of the 
electric lighting fixtures in the 
home. 

“Unfortunately, practically 
every home today bears evidence 
of the old tradition of artificial 
light. Lighting fixtures resembling 
the candle-stick and the oil lamp 
are found everywhere Lamps 
resembling a flame, but much 
brighter than a flame are found 
unshaded. In most cases lighting 
of this nature is not only harmful 
to the eyes but completely out of 
keeping with the new era of de 
sign and decoration.” 

With new discoveries as to the 
relationship of light to sight and 
of new decorative possibilities of 
electric light, an entirely new era 
in’ modern illumination has_ar- 
rived. You will have to sell light- 
ing for the modern kitchen as the 
proper combination of lighting 
equipment, both as to lamps and 
fixtures and the proper wall, ceil- 
ing and floor colors. Selling the 
idea of proper lighting in the 
kitchen gives you an excellent 
entree toward selling proper light- 
ing-—“Better Light — Better Sight” 
—for the entire home. One of the 
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best aids for determining just ex- 
actly what amount of light is 
needed in your customer’s kitchen 
is by the use of a light meter. a 
very accurate instrument which is 
available from various manufac- 
turers. While the cost of such an 
instrument is not exactly low it 
will enable giving your customer 
exact information as to her light- 
ing problems and their solution. 
By getting her kitchen properly 
illuminated and showing her the 
advantages of good light, you have 
a good opportunity to sell the idea 
for the rest of the house. 


Light and Color 


The reflection and absorption 
characteristics of diflerent painted 
surfaces have to be considered 
when tackling the problem of light 
in the modern kitchen. — Interest- 
ing are the figures furnished by 
Sherwin-Williams Co., Cleveland. 
Ohio, as to the reflection charac- 
teristics of different colors. That 
company states that the follow- 
ing are the percentages of reflec- 
tion: white, 89 per cent; ivory. 
82 per cent; canary yellow, 77 
per cent; Caen stone, 76 per cent: 
orchid, 67 per cent; cream grey. 
66 per cent; ivory tan, 66 per 
cent; sky blue, 65 per cent; buff, 


63 per cent: pale green, 59 per 
cent; shell pink, 55 per cent: 
bright sage, 52 per cent: silver 
grey, 46 per ‘cent; olive tan, 45 
per cent; forest green, 22 per cent: 
cocoanut brown, 16 per cent and 
black, 2 per cent. 

“There is one general rule that 
can be safely followed.” savs Sher- 
win-Williams Co. “Keep the ceil- 
ing as light as possible, prefer- 
ably white to reflect the mest 
light.” Breaking down the ques- 
tion of paint as a source of light 
still further this company offers 
the following data on the reflec- 
tive qualities of semi-gloss and 
flat wall paints: 


SeEMI-GLoss 


Ivory White 78% 
Cream 73% 
Canary Yellow 75% 
Orchid 68% 
Cream Grey 3% 
Fiat Wau 
Ivory Plus 82% 
Caen Stone 76% 
Cream 7 
Canary Yellow TT 
Cream Grey 66°% 
Orchid 67% 


So in discuss:ng light intensity 
with some customers you may 
have to show them that the dark 
woodwork or wall surface—no 
matter how proud they may be 
of the quality of the woodwork o1 
wall surface—is not conducive to 
good lighting at reasonable cost. 
It requires greater waltage to pro- 
duce the same amount of illumi- 
nation in a dark finished room 
than in a room with lighter finish. 

If your customer wants colored 
walls and ceiling you would do 
better to sell her on the idea of 
lighter greens, blues. yellows. etc. 
Her kitchen floor covering should 
be very colorful whether linoleum. 
oil cloth. paint or other surfacing 
is used. A vari-colored floor cov- 
ering will of course add te the 
color of the entire kitchen. If it 
is too light or too dark she will 
have added cleaning problems. 

You may have to sell the home- 
maker on the idea of having an 
additional window. or a large) 
window or windows installed in 
her kitchen to give added light. 
While you want to sell lighting 
equipment you would be doing 
well to see that as much natural 
light is available in the modern- 
ized kitchen as is possible. 








Displays for Lawn and Home 


Hardware Age Original 
Window Display Ideas 
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Everything from seed to lawnmowers will be required for the lawn, and this window dis- 
play includes practically all of the essential requisites. This display is unbalanced 
in design, the varying height of the fixtures calling attention to the articles shown. 
Grass green should be the color of fixtures and background with lettering in black. 











SUMMER PREPAREDNESS 
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When spring arrives it's but a short time to summer, and this window features screens, 
screen hardware and wire essentials for summer. Of the unbalanced type, this display 
shows everything to the best advantage. Use yellow for fixtures and backgrounds with 
black lettering. The Hardware Age interchangeable fixtures are used for each window. 
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Courtesy Bank of New York and Trust Co. 


The ‘Iron Horse Does Its Job 





THOMAS M. ANDERSON 


S in the past, the railroads 
A continue to be one of the 
greatest influences in Amer- 
ican business, and are ready as 
America goes forward — ready 
with the means and the men to 
move, adequately and reliably, the 
tremendous tonnage required by a 
recovering nation. 

The railroads have been push- 
ing ahead—figuring ways to give 
better service on lessened income; 
they speeded up freight schedules; 
put billions into new and better 
cars and locomotives, heavier rails 
and improved roadbeds. Freight 
moves 50 per cent faster today 
than it did just a few years ago. 

Twenty-six multiple unit stream- 
lined passenger trains are now in 
operation on railroads in the 
United States, and orders have 
been placed for the construction 
of nine additional ones. 
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The railroads seek no monopoly but they 
believe that competing services should 
also assume equal responsibilities for 
the safety of the public and its goods 


By THOMAS M. ANDERSON 


Sales Manager, 


ow 


Riverside Mills. 
Augusta, Ga. 


They have faster trains, greater 
safety, more comfort, cleanliness, 
and air conditioning. And yet pas- 
sengers today pay an average of 
42 per cent less per mile than they 
did in 1921. 

It’s a great record—you couldn't 
ask for a better picture of how the 
railroads have been and are han- 
dling a tough job. On that record, 
the railroads have earned the right 
to ask for equality in regulation 
and treatment, for a chance to 
meet barge and truck competition 
on a basis fair to all. 

Barge lines and waterways have 
the advantage over railroads be- 
cause of Government subsidies. 
You indirectly pay for such Gov- 
ernment subsidies. Trucks have 
advantages especially in short 
hauls—they do not own their road 
bed. 


Essentially, the question is one 


of fairness to the railroads. They 
can only compete — successfully 
with other forms of transporta- 
tion on equal terms. Ordinarily 
the cost per mile of a long haul is 
less than a short haul, since the 
same amount of handling is re- 
quired in either case. It seems rea- 
sonable that the railroads should 
be allowed to take advantage of 
this fact, and particularly where 
they are so indispensable in the 
long-haul field. 

Due in part to the depression, 
also due in part to the inroads of 
competitors, the railroad problem 
remains acute. There is no likeli- 
hood, of course, that the rail sys- 
tems will eventually be discarded, 
as was the stage coach, but their 
problems warrant the sanest sort 
of handling. Government owner- 
ship is often suggested as one 

(Continued on page 131) 
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Dramatized Sales Meetings | 
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RAMATIZED sales meet- 
[ice in which one salesman 

takes the part of a “hard 
to sell” customer and the othe: 
that of an efficient clerk have 
proved an invaluable asset in the 
three stores of the Tuley Hard- 
ware Co., Oakland, Cal. 

Always covering timely, sea- 
sonable merchandise, the demon- 
strations keep the right merchan- 
dise before the salesmen at the 
right time and show them exactly 
how to sell it. Results are evident 
in three principal ways: a larger 
percentage of sales to inquiries, 
concentration of volume on better- 
grade merchandise and improved 
general selling efficiency. 

An analysis of garden hose 
sales last year—to take one sea- 
sonable item— illustrates the bene- 
fits of this type of educational 
work. The company carries three 
grades of hose, the best selling 
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lor 34.95 in 25-foot lengths, the 
medium grade for $3.49 in the 
same length and the competitive 
product for $1.00. ,Better than 90 
per cent of the total volume last 
season was done in the two upper 
brackets, 


Monthly Meetings 


The dramatized meetings are 
held the first Wednesday of 
every month. Employees of all 
three stores are required to at- 
tend. For their convenience, the 
meeting is held at one store one 
month, at another the next and at 
the third the following time. 

In every case, the meeting is 
held right on the sales floor 
rather than in a meeting room. 
Real merchandise is used, being 
“sold” from the department in 
which it is normally carried. 

The demonstration starts when 


One of the firm’s salesmen 
gives a demonstration of 
the proper method to use 
in selling an iron to a 
“customer.” Five essential 
steps must be demonstrated 
in the course of the “sale.” 


one salesman, representing the 
customer, walks in the front door. 
The salesman must demonstrate 
all of the following steps: 

|. Greeting the customer. 

2. Finding out what he wants. 

3. Showing the best article 
carried. 

1. Making the sale. 

5. Bidding the customer good- 
bye in a way that will make him 
want to come back. In connec- 
tion with this point, it is interest- 
ing to examine a_ worthwhile 
slogan which is constantly kept 
before the Tuley salesmen: “Sell- 
ing merchandise that won't come 
back to a customer who will— 
that’s good selling”. 

This company encourages the 
men to fit the customer approach 
to the individual situation rather 
than using a stock greeting. If 
a person doesn’t seem to know 
just what he wants or where it is 
located, the usual greeting: “Good 
morning, may I help you?”—is 
in order. But, if the customer 
goes immediately to a certain de- 
partment and starts to examine 
a specific article, the more ef- 
fective approach is along these 
lines: “How do you do? That 
(name of item) is a very good 
buy” or “If you want a (name of 
article) that will give you real 
satisfaction, | have another one 
here I’d like to show you.” The 
approach is always kept on the 
positive rather than the negative 
side. 

If the customer insists on buy- 
ing an inferior article, carried 
merely for competitive reasons, 
it is the salesman’s duty to in- 
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S Turn Clerks Into 


“Selling merchandise that won't come 
back to a customer that will” is the 
slogan of Tuley Hardware Co., Oakland, 
Cal. These meetings make it possible. 


form him that he is buying the 
merchandise, that it isn’t being 
sold him and that his satisfaction 
with it must be gaged accord- 
ingly. All of these points are 
clearly brought out in the selling 
dramatizations. 

It is the duty of the salesman 
playing the part of the customer 
to put up every possible bit of 
sales resistance. In some cases, it 
is arranged for him to be down- 
right cantankerous——and for the 
salesman to demonstrate the tact- 


ful way of handling people of 
that ly pe. 

As far as possible, the company 
selects for the demonstrations. 
items which are representative 
for the current season — items 
on which the methods demon- 
strated will generally apply 
through the seasonable period. 
Where several strong numbers 
which have entirely different sell- 
ing points need discussion in one 
meeting, the most important is 
selected for the actual demonstra- 


alesmen 


tion, the facts about the other 
items being summarized at the 
end of the meeting. Methods dem- 
onstrated, however, always apply 
quite generally throughout — the 
line. 

A few of the items on which 
demonstrations have been con- 
ducted are: electrical appliances 

‘ncluding irons. roasters and 
automatic — toasters—paints. 
sprays, fertilizers. lamps. pottery 
and garden hose. 

With irons. three important 
selling points of high-grade pro- 
ducts are stressed light weight, 
automatic feature and __ lasting 
quality. With roasters, the sales- 
man demonstrating bases his ap- 
peal on usage——-all the time a 
housewife can save by preparing 


(Continued on page 102) 





A typical Tuley sales meeting. They are held the first Wednesday of each month and 


rotate among the firm’s three stores. 
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All of the firm’s salesmen must be present. 
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BUSINESS MAY HOPE FOR INCREASED 
FINANCIAL AID FROM ADMINISTRATION 


Roosevelt appoints committee to plan broad program. Administration 
supports Glass bill enabling RFC to advance funds through purchase 


of industrial securities regardless of amount or 


Bureau 
Age) 


( Washington 
of Hardware 


Agitation for revamping the 
Government's lending facilities to | 
aid which 
reached new proportions during 
the February conference of small 
businessmen—has prompted the 
Administration to take two steps 
in that direction. 

l. As a 


February 


business—a move 


of the 
President 
Roosevelt has named a committee 
of five to program of 
financial assistance for business. 


direct result 


conference, 
chart a 


2. The Administration, through 


RFC Chairman Jones, has an- 
nounced support of the Glass bill 
which would broaden RFC au- 


thority, requiring it to continue 
to exercise precaution as to the 
soundness of collateral but em- 
powering it to funds 
through the purchase of indus- 
trial securities without regard to 
the amount of the loans or the 
periods of maturity. 

The committee named under 
the first move consists of Trea- 
sury Secretary Morgenthau, RFC 
Chairman Jones, Vice-chairman 
Ronald Ransom, of the Federal 
Reserve Board, SEC Chairman 
Douglas and the President’s son 
and secretary, James Roosevelt. 
It will analyze the demands for 
easier and more generous finan- 
cing made at the conference and 
report back to the President al- 
though no time limit was fixed 
for the completion of their study. 
In the words of Chairman Mor- 
genthau, the committee will con- 
tinue its sessions “indefinitely.” 

At its initial meeting the com- 
mittee had before it a Commerce 
Department resume of the small 
businessmen’s conference and of 
the thousands of letters which 
followed. Among other things 
the report said: 

“A high proportion of the 
comments emanated from small 
retail dealers who needed work- 
ing capital to clear up past in- 
debtedness, pay accumulated 
taxes and provide funds for fu- 


advance 
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operations. A number of 
these small indicated 
that, if a loan was not obtained 


retailers 


in the near future they would be 
obliged to liquidate their busi- 
ness.” 

The Presidential 
to resume RFC loans to business 


recent order 


was in part prompted by requests 
registered at the conference but 


RFC loans are limited to five 
years for “working capital” 
rather than fixed capital pur- 
poses and the Administration 


realized, although it did not pub- 
licize the fact, that the bulk of 
the applications from small busi- 
nessmen would have to be 
rejected. 

Chairman Jesse Jones has re- 
norted a substantial number of 
applications since RFC reoiled its 
lending machinery but he has 
not divulged the number of loans 
which have been granted. He 
has frequently and publicly char- 
acterized as unsound any move 
to lend money on “character,” 
which amounts to a mere promise 
to pay, unfortified by collateral; 


and has estimated that RFC’s 
past industrial loans, regarded 
by some as too conservative, 


were 26 per cent in default. 
The 


ment 


Administration’s endorse- 
of the Glass in 
the opinion of some observers, is 
likely to cramp the style of the 
Morgenthau committee whose job 
apparently is to loosen govern- 
ment loan requirements beyond 
the range contemplated under 
the Glass bill. 

The Morgenthau committee 
nevertheless may develop loan 
policies on its own initiative de- 
signed to aid small business pos- 
sibly by easing Federal Reserve 
requirements. While Secretary 
Morgenthau has said that “some- 
thing” is needed to ease business 
credit, other high officials are 
known to view with a great deal 
of skepticism any move involving 
further government action. 

Opinions expressed by the 
small business men, as analyzed 


measure, 


periods of maturity. 


by the Commerce Department, 
that collateral demands 
made by banks and the length 
of constituted “the prin- 
cipal difficulties” in attempting 


were 
loans 
to secure loans. 


GIBSON APPOINTS 
NEW DISTRIBUTORS 

The dis- 
tributors appointed by the Gib- 
Electric Refrigerator Co.. 
Greenville, Mich.: Roycraft Iowa 
Co., Des Moines, for the 
entire state; Co., In- 
dealers 


following are new 


son 


lowa, 
Pearson 
dianapolis, Ind., for 
the central Indiana 
Herrnstein Hardware Co., Chilli- 
cothe, Ohio; M. A. Hartley & 
Co., Gettysburg, Pa.. and W. B. 
Horton Co., Fargo, N. D. 


FAIRBANKS-MORSE NAMES 
DEALER SALES MANAGER 
R. W. Lewis has 


pointed manager of the dealer 
line sales division of Fairbanks, 
Morse & Co., Chicago, Il]. He 
will have complete charge of 
F-M washing machines, ironers, 
‘water engines, light 
plants, windmills, feed grinders, 
and other dealer products. 
Mr. Lewis first became 
ciated with the company in 1926 
as a scale salesman in the St. 
Paul branch office. In 1930 he 
went to the St. Louis branch as 
manager of the scale de- 
partment and a year later was 
made head of the dealer 
department there as well. In 
1935 when Fairbanks, Morse & 
Co. established its home appli- 
ance division, Mr. Lewis became 
head of the dealer line and home 
appliance sales departments. 


systems, 


asso- 


sales 


sales 


NATIONAL CONGRESS MEETS 
AT FRENCH LICK SPRINGS 
The National Retail Hardware 
Association will hold its annual 
congress at French Lick Springs 
Ind., July 11-14. Convention 
headquarters will be at the 
French Lick Springs Hotel. 
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B. &. 
as secretary and treasurer of the 
Milcor Steel Milwaukee, 
Wis., was announced in the 
March 24 of Harpwart 
Ace. Mr. Lipman succeeds A. J. 
Luedke. 


Lipman whose election 
Co... 


Issue 


J. C. PUSHEE & SONS 
ADD TO SALES STAFF 
William = T. 
joined the sales organization of 
J. C. Pushee & Sons, Inc., Bos- 
ton, Mass., for whom he will 
cover the Atlantic Seaboard. Mr. 
Campbell was formerly with the 
Rubberset Co. 


Campbell has 


WILSON AND REED ARE 
G-E DIRECTORS 


At the meeting of the board 
of directors of the General Elec- 
tric Co., held in New York City, 
March 25, Charles E. Wilson, 
executive vice-president and 
Philip D. Reed, assistant to the 
president, were elected directors 
to fill existing vacancies. 





CHARLES E. WILSON 
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KIMBALL SEES REDUCED WAGES AND LESS JOBS 
FROM BUILDERS’ HARDWARE TARIFF REDUCTIONS 


Tells State Department committee that Japan and Sweden 
would gain. American manufacturers have already reduced 
payrolls 25 per cent and weekly hours have fallen to 31. 


Bureau 
Age) 
George T. Kimball, of the 
American Hardware Corp., New 

Britain, Conn., told the State 

Department’s Committee on Reci- 

procity Information at a public 

hearing, on March 22, that the 

Administration’s trade agreement 

will not be furthered 


(Washington 
of Hardware 


program 
by granting tariff concessions on 





GEORGE T. KIMBALL 


builders’ hardware under the pro- 
posed agreement with the United 
Kingdom. 

On the contrary, Mr. Kimball 
testified, if imports from foreign 
manufacturers soar under re- 
duced tariff rates reduced wages 
and increased unemployment will 
result in the domestic industry 
“without advan- 
tages indus- 


corresponding 
to other American 
tries.” - 
Since the industry filed its 
brief with the committee last 
July protesting against reducing 
tariff barriers on hardware, 11 
manufacturers have reduced their 
payroll by 2,205 workers, or 25 
per cent of the industry’s total 
employees, he reported. While 
hours per week were averaging 
15 in July, they have declined to 
31 at the present time although 
thus far there has been no reduc- 
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tion in the hourly wage rate, Mr. 
Kimball said. 

He told the committee that 
Sweden and Japan primarily 
would be benefited by tariff con- 
under a_ British 
He estimated 
labor cost at one-half 


cessions made 
trade 


Sweden’s 


agreement. 


| of that paid by domestic manu- 


facturers and 
hardware imports from Sweden 

brass nuts 
small knobs and _ finished 
He exhibited a 
cupboard 


explained 


include 
turns, 
steel products. 
catch and 
of Japanese 
described 


transom 
manufacture 
them inferior 
of the American 
They are sold prin- 


catch 
and as 
reproductions 
products. 
cipally in this country, he said, 
through chain stores but to some 


extent in the small hardware 


| trade. 


and 





He testified that there is little 
possibility of imports increasing 
from Great Britain unless Brit- 
changes the style of its 
hardware which he termed ob- 
from the American 


ain 


jectionable 
point of view. 

Japanese imports for the years 
1936-37 were valued at $5,200 
$4,800, respectively, when 
the builders’ hardware industry 
submitted its brief to the com- 
mittee in July. Since that time, 
however, a survey of stocks held 
by wholesale merchants in New 
York City alone indicates, Mr. 
Kimball said, that imports of 
Japanese hardware must be sub- 
stantially greater than previously 
estimated. 

Mr. Kimball was 
last witnesses to protest against 
any tariff reductions during the 
week-long Henry F. 
Grady, committee chairman, said 
he hoped to have the treaty ready 
for Secretary of State Cordell 
Hull’s signature by June 1. 

In addition to receiving pro- 
tests from members of the build- 
ers’ hardware industry, briefs 
have been filed opposing any 
tariff concessions on a long list 
of products including 


among 


sessions. 


| tackle, toys. bicycles and parts, 


| steel chains, shovels, spades, and | 
hardware. | 


that | 


cupboard | 


briar pipes, turpentine, electric 
refrigerators and other electric 


appliances, copper wire and 


| cable, machine knives, pipe tools, 
and | 


metal window frames, iron 


saddlery and harness 


ROGERS GLUE MAINTAINS 
STOCK ON WEST COAST 


Rogers Isinglass & Glue Co., | 


| NEW ENGLAND ASSOCIATES 


| Gloucester, Mass., has established 


| the 





fishing | 


the | 





a complete factory stock of its 
packaged glues in San Francisco. 
This stock will be available for 
of its distri- 
western states, 


exclusive use 
butors in the 11 
for whom it was established. 
As representative in San Fran- 
cisco, handling this stock, will be 
the McCune-Merifield Co., with 
offices at 344 Sacramento St., San 
Francisco, and in Seattle, Wash. 


STAR BRUSH MFG. CO. 
PROMOTES FOULKROD 


L. E. Foulkrod for 15 
regional sales director of the Star, 
Brush Mfg. Co., Inc., Long 
Island City, N. Y., has 
elected vice-president in charge 
of sales and a director of the 
company. 


years 


been 





L. E. FOULKROD 














JOHN L. THERIAULT 


THERIAULT IS HEAD OF 


John L. Theriault, Samson 
Cordage Works, Boston, Mass.., 
was elected president of the New 
England Hardware Associates at 
the annual election of officers of 
that group which was held dur- 
ing the recent annual convention 
of the New England Hardware 


Dealers Association in Boston, 


Mass. Other officers elected 
were: vice-president, Hugh F. 
McAdam, Frank Bownes Co.; 


secretary-treasurer, John E. Pin 
gree, and directors, Ralph H. 
Tasker, Clarence F. Hill, James 
N. Jones, Aubin J. Horton, R 
Frank Grant, and George P. 
Doherty. 


HERCULES POWDER 
REELECTS OFFICERS 


R. H. Dunham, president, Her- 
cules Powder Co., Wilmington, 
Del., after the annual reorgani- 
zation meeting of the board of 
directors, March 23. announced 
the election of the following of- 


ficers and members of committees 
for the ensuing year: R. H. Dun- 
ham, president; vice-presidents: 
C. A. Higgins, T. W. Bacchus, 
C. D. Prickett, G. G. Rheuby, 
L. N. Bent, C. A. Bigelow; C. C. 
Hoopes, treasurer; H. F. Smith, 
secretary: E. B. Morrow, assis- 
tant treasurer; R. N. McAdams, 
assistant secretary and assistant 
treasurer. The executive commit- 
tee is composed of Mr. Dunham, 
chairman, and Messrs. Bent, Hig- 
gins, Rheuby. Bigelow, and 
Hoopes. 











DRUG TRADES ANTICIPATE ATTACK ON TYDINGS 
LAW WILL RESULT FROM FTC’S PRICE STUDY 


Ask for WPA study of current commodity price 
trends to show that price maintenance does not 


necessarily bring about 


Bureau 
Age) 


(Washington 
of Hardware 
Reports are current in Wash- 
ington that retail drug circles, 
fearful of the results of FTC's 
forthcoming price study and its 
anticipated attack against the 
Tydings resale price maintenance 
are pressing for a WPA 
study which they hope wiil paint 
a more favorable picture of cur- 
rent price trends and their re- 
lationship to the Tydings law. 
Mentioned to head the survey 
is Mark Merrell. former deputy 


law, 


ministration in NRA’s retail 
code section. The name of Dr. 
John Cove, University of Chi- 
cago economist, also has been 
linked with the contemplated 
white collar project. 

[he proposed inquiry, it is 


understood, would require an ex- 
penditure of $500,000 and might 


he expected to follow” studies 


made under NRA codes showing | 


that code provisions authorizing | 


resale price maintenance, while 


chain competition, did not neces- 
-arily result in higher 

Scope of the WPA 
would include in addition to the 
effects of the Tydings-Miller law, 
the Robinson-Patman Act, 
fair trade practice laws 
chain store legislation. Tentative 
plans, it is understood, call for 


prices. 
survey 


state 


and | 


a mere compilation of facts with- | 


out the inclusion of any recom. | , 
manager of dishwasher sales has 


mendations. 

Retail drug representatives are 
understood to have made similai 
overtures to the Commerce De- 
partment but the 


even though sympathetic reported 


a lack of funds would prevent | 


them from proceeding. 

WPA officials, while conceding 
that such a survey is under con- 
sideration, report that no funds 
earmarked for the 


have been 


study and that therefore further | 


details are not available. 

Another proposal to study cur- 
rent price levels of commodities | 
has been launched in the Senate | 
by Senator Bailey, Democrat of | 
North Carolina, and has been ap- 
proved by the Interstate Com- 
merce Committee. It is now in 
the hands of the Audit and Con- 
trol Committee but there is little 
indication that it will be favor- 
ably acted upon unless it is later 
considered expedient to bridge 
the gap between 
and next session with a Congres- 
sional investigation of that na- 
ture. 


adjournment 
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| inghouse 
department, | gh 





higher price levels. 
The study would require an | 
expenditure of $25,000—an 


amount described as far tuo in- 


adequate by Senators LaFollette 
Norris. They 


and opposed the 


; pages 
investigation only to that extent | 


10 
be 


and expressed the view that 
that would 
needed to launch a much broader 
inquiry which, they argued, was 
to cover the subject. 


times amount 


necessary 
There is some doubt, also, that 
the WPA study 


although 


will be author- 


ized proponents are 


favored with a reported trend in | 


WPA opinion that white collar 
projects offer of the best 
at the present time of 
easing the relief and unemploy- 


one 


means 


ment problem. 


THREE DALLAS FAN 
FIRMS CONSOLIDATE 
Three 
Dallas, 
and formed a new corporation to 


of 
consolidated 


fan manufacturers 


Tex., have 


: P | manufacture fans and other cool 
protecting the independents from | eRe ag Sins 


| ing 


the 
Engineering Corp... with 
1115 Hall St.. Dallas. 


devices under 


Dallas 
quarters at 


hame 





The companies are the Southern 
Sales Co., the Knight Mfg. & 
Sales Co., and the Dallas Engi- 
neering Co. Officers are Malvin 
W. Jackson, president; Bernard 


Sonntag, vice-president, and 
Harry Dedeaux, secretary-treas 
urer. Harry H. Knight is sale- 


manager. 


The Southern Sales Co. ope 
rated by Mr. Jackson, Mr. De- 
deaux and James Jackson has 


long been manufacturing circu- 
lators and attic ventilators. Tlic 
Knight company has been ope 


rated by Harry H. Knight and 
has made Silent Knight and 
| Knight Whirlwind circulating. 
exhaust, and attic fans. The 


Dallas Engineering Co. is said to 
be the originator of air 
lating fans. 


SAVOGRAN CO. ADDS 
WESTERN MAN 
The Savogran Co., India Wharf. 
Boston, Mas.. 
that Robert J. 


has announced 
Graham, 3750 N. 


| Second St.. Milwaukee, Wis.. has 


joined its sales organization and 
and the 
Minnesota. 


will Wisconsin 
Michigan Peninsula, 
Missouri, eastern Kansas. 
Nebraska, southern Ili 
southwestern) Ind’ana. 


cover 


lowa. 
eastern 
bois and 
Mr. Graham was formerly con- 
The Sherwin-Wil- 
Milwaukee. 


with 
in 


nected 
liams Co., 


NEW WATER HEATER AND DISHWASHER SALES 
MANAGERS APPOINTED BY WESTINGHOUSE 


The appointments of David S 
Gray as manager of water heater 
sales and Stanley G. Fisher as 


been announced by Reese Mills, 
manager of the range and water 
heater department of the West- 
Electric & Mig. Co.. 
Mansfield, Ohio. 

Mr. Gray has been afhliated 
with the central district of West- 
inghouse as its range and water 
heater supervisor. Previously he 
had served for five years as stores 





DAVID S. GRAY 


manager for Firestone Tire and 
Rubber Co. and prior to that 
served in of the 
Eureka Vacuum Cleaner Co. 
Mr. Fisher will he 
responsible for dishwasher sales 
but will to the 
development of the product and 
its promotional work. Mr. Fisher 


several offices 
not only 


continue direct 


at one time had been connected | 


with the Westinghouse merchan- 
He 


is a graduate of the Westing- 


dise advertising department. 


house student iraining course. 





STANLEY G. FISHER 





BOOSTERS SEE NORTH'S 
CAPE HORN PICTURES 


Approximately 60 members anc 
guests of the Hardware Boost 
ers met, March 25, to hear John 
S. North. president. North Bros 





JOHN S. NORTH 


| Mfg. Co... Philadelphia, Pa.. dis- 
cuss and exhibit motion pictures 
of his Cape Horn sailing trip. 
The movies were presented fol- 
| lowing dinner at the Circle Club, 
1819 Broadway. New York City, 
24 stories above the street. 


In his prologue to the picture, 
Mr. North said that in’ five 
months, the “Wander Bird” only 

| touched two ports after leaving 

Tangier, Africa. He pointed out 
that making an East to West 
| passage around the Horn is much 
more difficult and dangerous than 
a West to East trip as prevailing 
westerly wind- must be faced 
most of the time. It took the 
schooner 28 days to sail around 
the Horn. 

Mr. North’s pictures showed 
members of the crew swimming. 
climbing the rigging, scrubbing 
the decks, loafing, fishing, and at 
the helm. The films 
tained many vivid and exciting 


views of “high” seas. 


also con- 


HECKLAU JOINS SALES 
STAFF OF COOK & DUNN 


Louis J. 


Hecklau has joined 
the sales division of the Cook 
& Dunn Paint Corp., Newark, 
N. J. Mr. Hecklau has been ac- 
tive in the paint field since 1921. 
at one time having been a deco- 
rator. He later became asso- 
ciated with the Holdt & Mosch 
Paint Co. of Orange, N. J., in 
laboratory work and selling and 
then joined Frederick Bauder to 
| help him organize the Bauder 
Paint Co. Later Mr. Hecklau 
went with Shandler Brothers, 
large paint wholesaler of New 
Jersey where he served as sales 
manager and also as assistant 
buyer. 
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Officers of the Pennsylvania Wholesale Hardware and Sup- 
ply Association. Left to right: President, George A. Rick, 
Stichter Hardware Co.; secretary, Sam Smith, Steinman 
Hardware Co.; treasurer, Geo. Krause, Geo. D. Krause Hard- 
ware Co.; second vice-president, Max Krause, Geo. Krause 
Hardware Co., and first vice-president, S. H. Smith, Jere 
Woodring Co. 


GEORGE A. RICK HEADS PENNA. JOBBERS 
HELD 38th ANNUAL BANQUET. MARCH 24 


Leorge A. Rick, 
Stichter Hardware Co., Reading, 
Pa., was elected president of the 
Pennsylvania Wholesale Hard- 
ware and Supply Association at | ciation with a record attendance 


president,| Smith and Krause were _ re- 
elected. 


This was the 38th annual ban- 


quet and convention of the asso- 


ihe close of its two-day conven-| at the dinner. Seven New York 


tion at the Hotel Astor, New| State wholesalers were present 
York City, March 24 and 25,]/as guests and 38 members at- 
1938. He succeeds Adam Moore,| tended from various parts of 
president, Steinman Hardware | Pennsylvania. 
Co., Lancaster, Pa., whose illness| During the dinner Sam Smith, 
prevented his attendance at the using the public address system, 
meeting causing Mr. Rick, as| delivered a message from the ab- 
first vice-president, to preside | cent Mr. Moore 
during the sessions and at the greatly appreciated as was ex- 
banquet. ; 
Other officers elected are S. H. 
Smith, Jere Woodring Co., Hazle- 
ton, Pa., first vice-president; 
Max. Krause, Geo. Krause Hard- 
ware Co., Lebanon, Pa., second 
\ice-president; Sam Snfith, Stein- 
man Hardware Co., secretary, 
ind George Krause, Geo. Krause | 
Hardware Co., treasurer. Messrs. | derwood, Binghamton, N. Y., 


which was 


| Breseed later in a formal resolu- 
tion of happiness that Mr. 
Moore’s health is steadily im- 
proving. A_ similar expression 
for an early recovery from recent 
| illness was put in resolution 


form for H. J. Underwood, vice- 


president, Babcock, Hinds & Un- | 


| president of the New York State | 
Jobbers’ Association. 
| At the Friday luncheon meet- | 
jing Edwin George of Dun & | 
| Bradstreet, Inc., New York City, 
discussed methods for utilizing 


| business statistics as a guide for 


| keeping a business in a healthy 
state. 


RIKER AIDS TOASTMASTER 
COMMERCIAL SALES 
The Toastmaster Products Di- 
vision of the MeGraw Electric 
Co.. Elgin, Ul, has appointed 
| Burton’ M. Riker as assistant 
sales manager of its commercial 


| 


equipment department. Mr. Riker 
will assist Kenneth C, 


general sales manager of the 


company. in directing the sales 





BURTON M. RIKER 


of the various Toastmaster prod 
ucts to hotels, restaurants, foun- 
| tains, clubs, and institutions. 


Gifford, | 





THOMAS J. FINN 


FINN COVERS NEW YORK 
FOR TRIANGLE CONDUIT 


Thomas - J. Finn has been 
added to the sales organization 
of the Triangle Conduit & Cable 
Co. Elmhurst. New York City 
He will represent the company in 
the Metropolitan District of New 
York City for its conduit, wire 


and cable. 


MOREHOUSE & WELLS 
RE-ELECTS OFFICERS 
All officers and directors of the 
Morehouse & Wells Co., Decatur, 
Ill., wholesale, were re-elected at 
the annual meeting. Wilbur 


Humphrey is president and trea 


surer. D. L. Johnson is vice 
Robert Humphrey is 
Walker is 


Directors in 


president. 
secretary and H. C. 
assistant treasurer. 
addition to the officers are R. J. 
Monroe, Charles Ruedi, and L. E. 
Dillehunt. 





The 38th annual banquet of the Pennsylvania Wholesale Hardware and Supply Association, Hotel Astor, New York 
City, Thursday. March 24, 1938. 
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HARDWAREMEN CELEBRATE FRED SCHOLL’S BIRTHDAY 


Fred Scholl, Long Island Hardware Co., Long Island City. 


thanks the 50 hardwaremen 


who tendered him a surprise 


party on his birthday, March 28, at the New York Athletic 
Club, 7th Ave. and W. 59th St., New York City. W. W. Ed- 


wards, Federal Hardware Co. 


. New York City, seated to the 


left of Mr. Scholl, presented him with an umbrella with the 


advice, “Let a smile be your umbrella.” 


James Browning. 


Topping Bros., New York City, is seated at the right hand 


of Mr. Scholl. 
arranged 


GEORGE T. CURTIS 


CURTIS RETIRES FROM 
SIMONDS SAW & STEEL 


George T. Curtis, for the past 
representing the Sim- 
onds & Steel Co., Fitch- 
burg, Mass., retired on April 1. 
Mr. Curtis entered the employ 
of the Simonds company in 1901 
as a hardware salesman in New 
England and New York state. 
Later as a general Simonds line 
representative he was located in 
Cleveland, Ohio, where he had 
been for several years. 

The Chicago sales and office 
force of the Simonds Saw & 
Steel Co. presented Mr. Curtis 
with a beautiful wrist watch and 
on March 24, the executives and 
sales force of the Strong, Car- 
liske & Hammond Co., in Cleve- 
land, Ohio, gave a complimentary 
dinner to Mr. Curtis. 


37 years 
Saw 
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Ralph S. Allen, Diamond Expansion Bolt Co., 


the party. 


LUCAS AND LAWRENCE AND CO. ENTERTAIN 


On March 10. 


Pittsburgh 


1938, 260 mem- 
the Retail 
Association were the 
guests of John Lueas & Ce. Inc., 
Philadelphia, Pa. and 
| Lawrence & Co., at a dinner 
| served in the company’s plant in 
| Pittsburgh. The meeting was pre- 
sided over by Walter E. White- 
of the associa- 
James Pettit, eastern sales 


| bers of 
| Hardware 


president 


| head, 


| tion. 
| manager of Lucas, acted as toast- 
| master. 








W. W. | 


} factory 
| Lawrence 


EASY’S SERVICE CLUB 
TOTALS 5009 YEARS 


At the fifth annual dinner of 
the Easy Washing Machine Cor- 
poration’s Ten-Year Service Club, 
376 persons accounted for 5009 
years of service. The dinner was 
held in the Turnverein Hall, 
Syracuse, N. Y., the company’s 


| home city. 


WESTINGHOUSE RESALE 
PERSONNEL ANNOUNCED 


The newly formed Resale De- 
partment of the Westinghouse 
Electric & Mfg. Co., to promote 
the company 
among machinery manufacturers 


use of products 


and other secondary distribution | 
channels such as industrial agents, | 


jobbers, contractors, etc., will be 


divided into three sections: ma- 


| chinery electrification. appliance 


electrification. and construction 
section. 

W. D. Turnbull, manager, ma- 
chinery electrification, will head 
the development and handling of 


company business with machinery 


| manufacturers. 


Guests of the evening were 
W. A. Gorrell, vice-president and 


general manager and William 


Taylor, advertising manager, both | 
of Lueas, and George H. Martin, | 


president and James K. White, 
superintendent of 
company. Mr. Gor- 
the assemblage 


rell welcomed 


and urged all dealers present to | 


get behind the spring movement 
of paint, thereby increasing 
profits for the retailer, the manu- 


The Pittsburgh Association, dinner guests of John Lucas & Co., Inc., 








the | 
| right paint for the right job. 


J. M. STAPLES 


J. M. Staples as the manager 
of appliance electrification, heads 
a new section responsible for 
household, office and store ap 
pliance manufacturers’ industries. 

L. F. A. Mitchell as manager, 
construction 
sible for general 
electrical wiring companies and 
heating, ventilating and other 
contractors. 


section, is respon- 


contractors. 


PITTSBURGH ASS'N 


facturer, and also the distributor. 

Mr. White discussed, “Taking 
the Mystery Out of Paint,” in 
which he described the manufac- 
ture and use of paint products. 
He emphasized the necessity for 
serving the consumer with the 

Following the dinner, the deal- 
ers were escorted on a_ trip 
through the plant, which was in 


complete operation from 7:00 


| p.m., to 11:00 p.m. 


and W. W. Lawrence & Co. 
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HOUSTON DUDLEY 


WAS BUSINESS AND CIVIC LEADER 


Had long career and 
industry as most 


The passing of Houston Dud- 
ley brings to a close the dis- 
tinguished career of a fine friend 
and gentleman. His death on 
March 18, 1938, at his home, 
followed a very brief illness and 





HOUSTON DUDLEY 


has saddened a host of personal 
and business friends. He was 68 
years old and had been con- 
nected with the hardware busi- 
ness practically all of his life. 
Since 1883 he had been with 
Gray & Dudley Cog Nashville, 
Tenn., of which company he had 
been president for the past 11 
years. In his early days with the 
company, then doing a wholesale 
hardware business as well as 
manufacturing stoves, young Mr. 
Dudley was an outstanding sales- 
man. He specialized in selling 
opening stocks which in those 
days represented a sizeable order 
and were much sought by all 
competing wholesalers. 

For many years Houston Dud- 
ley had been a dominant figure 
at national hardware  conven- 
lions, a genial host and much 
sought for his happy disposition. 
\ convention was hardly com- 
plete without a visit with Mr. 
Dudley, and his quarters were 
open house for his many friends. 

For the past five or six years 


he had served the American 
Hardware Manufacturers’ Asso- 
ciation as vice-president and 


prior to that served several years 
as chairman of the 
committee, 
of the Harpware Ace Fifty-Year 
Club. 

The concern to which he gave 
~«» much of his spirited leader- 
ship was founded in 1862 when 
tus uncles, Major Houston Dud- 


executive 
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genial host and _ sincere 
friend. Always a dominant figure at conventions. 


He was also a member | 


PASSES MARCH 18, 


was known throughout 


ley and Guilford Dudley, organ- 
ized the wholesale hardware 
firm of Dudley Brothers. About 
the same time the late John M. 
Gray, Sr., organized Gray, Fall 
& Co. These firms were consoli- 
dated in 1895 as the Gray & 
Dudley Co., of which Mr. Dud- 


ley was secretary. Later he was 


made sales manager. He then 
became vice-president and in 


1927 bought control of the com- 
pany, since which time he had 
served as president. 

In Nashville, Mr. Dudley was 
a civic leader as well as a busi- 
ness leader and for years, as a 
member of the Chamber of Com- 
merce, promoted his city’s wel- 
fare. In 1912 he served as presi- 








gan working in the company’s | 
New York City warehouse. After 
three years he was promoted to 
delivery clerk at the city desk 
and timekeeper and within the 
following two years he became a 
road salesman with eastern New 
York and western Connecticut | 
and a portion of Canada as his | 
territory. Later he was given 
some western states as his terri- 
tory. In 1904 he was appointed 
manager of the company’s 
Chicago office which remained 
under his supervision until 1921 
when he was named sales mana- 
ger of Russell & Erwin’s auto | 
hardware department. He con. | 
tinued in that capacity until | 
1928 when he was placed on the 
company’s inactive list. Mr. and 
1936, had cele- 


Mrs. Usher, in 
brated their golden wedding 
anniversary. He is a member 


of the Harpware Ace Fifty-Year 
Club. 

Surviving Mr. Usher 
widow and two sons, Harold, of 
Montclair, N. J.. and Thomas J.. 


are his 





dent of the Nashville Board of 
| Trade, now the Chamber of 
| Commerce, and had served on | 


| its board of governors, and as a 
| prominent member of the Nash- 
ville Boosters Club. He also 
held membership in the United 


American Revolution. 

Mr. Dudley leaves his daugh- 
ter, Mrs. Foskett Brown, of 
Nashville, a granddaughter, 
Frances Dudley Brown, and a 
sister. His wife, Mrs. Claudia 
Martin Dudley, passed away in 
1928. 


THOMAS J. USHER 


Thomas J. Usher, 
president of the Russell & Erwin 
Mfg. Co.. New Britain, Conn.. 
away March 25, in 
Chicago. Mr. Usher had been 
actively identified with Russell 
& Erwin for the past 59 years. 

Mr. Usher was 16 when he be 


vice- 


io, 


passed 








THOMAS J. USHER 





States Chamber of Commerce 
and was active in the Andrew | 
Jackson Chapter, Sons of the 


Jr.. of Birmingham, Mich. 


GEORGE R. BENJAMIN 

George Ross Benjamin, 68, 
prominent for more than 50 years 
| in the ammunition business and 
| affiliated with the Peters Car- 
tridge Division of the Remington 
Arms Co., Inc., passed away on 
March 21 at his home on Long 
Island, New York. Mr. Benja- 
min began his career in 1889 as 
an office boy with Schuyler, 
Hartley & Graham, New York 
City, who controlled The Union 
Metallic Cartridge Co., Bridge- 
port, Conn. In 1902 he became 
associated with the Peters Car- 
tridge Co. as sales representative 


in the New York territory. He 
was promoted to district sales 
manager of the New York di- 


vision in 1928 and served in that 
capacity until 1935, when he was 
retired from active service. How- 
ever he continued to represent 
Peters in New York City. 








AUGUSTUS P. LORING 


Augustus P. Loring, 81, re- 
tired president of the Plymouth 
Cordage Co., Boston, Mass., 


passed away suddenly March 17, 


at his home in that city. Mr. 
Loring’s connection with the 
| Plymouth Cordage Co. began 
over half a century ago. He 


served as clerk of the corpora- 
tion from 1884 to 1897 when he 
he held until 1936, which 
time he retired from office. 

Mr. Loring was also prominent 
in the civic life of Boston as a 
lawyer, former state senator and 
a member of the board of regents 
of the Smithsonian Institute. 


at 


was elected president, a position | 








Jacob S. Disston, formerly vice- 
president of Henry Disston & 
Philadelphia, Pa., whose 
announced in the 
of Harpware 


Sons, 

death 
March 
AGE. 


was 
10 


Issue 


REGINALD F. SEDGLEY 


Reginald F. Sedgley, 61, fire- 
arms manufacturer and inventor 
passed away March 29, at his 
Philadelphia, Pa. An 
expert Mr. Sedgley 
was acquainted with 
hunters, riflemen and 
in this and many foreign coun- 
tries. As president of R. F. 
Sedgley, Inc., he manufactured 
rifles for sporting needs and was 


home 
rifles, 
big 

collectors 


game 


frequently called in for consulta- 
tion by the United States Ordi- 
nance Department, Washington. 


Mr. Sedgley invented many 
improvements for rifles, _ma- 


chine guns, revolvers and pistols. 
His recent inventions included 
the Sedgley-Very signal gun and 
gas pistol and the Sedgley line- 
throwing and parachute — flare 
pistol. He also invented a foun- 
tain pen gas pistol and the Sedg- 
ley Bakelite gas police club. 


WINTHROP C. NEILSON 


Winthrop C. Neilson, a vice- 
president of the Aluminum Co. 


of America, Pittsburgh,  Pa., 
passed away at his Ardmore, 
Pa., home, March 12. He was 
60 years old. Mr. Neilson had 


held the position he occupied at 
the time of his death since 1931 
but was concurrently president 
of the Republic Mining & Mfg. 
Co., a subsidiary of the Alumi- 
num company. He was a member 
of the American Institute of Min 
ing and Metallurgical Engineers 
Besides his activities in the 
Aluminum Co. and the Republic 
Mining & Mfg. Co., Mr. Neilson 
held offices and directorates in 
a number of other companies 
such as the Clinton Mining Co.. 
the Righter Coal & Coke Co., the 
Brookside-Pratt Mining Co., and 
the Keystone Drop Forge Works. 
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JOSEPH M. HOTTEL DIES MARCH 22 
WAS PIONEER HARDWARE SALESMAN 


Joseph M. Hottel, better known 
“Lincle Joe” Hottel to 
host of friends he made in 


as 
his 
salesman and 
executive of the 
Philadel phia, 
22. He 


many 
later as an 
Delta File Works, 
Pa., passed away March 22. 
had been ill for weeks. 

Mr. Hottel was of that 
generation of business men who 
did the pioneer, barehanded sell 
ing for the early manufacturers. 
but he always kept 
tune with the times. 
his career as a young 


years as a 


several 


one 


himself 
He started 
man with 


in 


George and Henry Barnett. both 
of whom had learned their trade 


as file makers in England, and 
after an unsuccessful start in 
this country at Pittsburgh. Pa. 


established a firm in Philadel- 
phia, the Black Diamond File 
Works. With this company Mr. 
Hottel first gained his practical 
experience in the factory 
becoming a_ traveling 
tative. His territory at various 
times included the New En 
gland states, the Maritime Prov 
the 
western states, but it was in the 
South that he made his greatest 


represen 


inces of Canada, several of 


success as a salesman 

After the death of George and 
Henry Barnett, the heirs sold the 
business to the Nicholson File 
Co. Mr. Hottel remained with 
Nicholson for a short while and 
then organized his own company, 
the Delta File Works. Fayette 
R. Plumb, Ine., Philadelphia, 
later acquired an interest in Mr. 
Hottel’s the com- 


concern and 


the | 


pany was moved to Philadelphia. 
For the last several years of 


| his life, Mr. Hottel was an in- 





before | 


JOSEPH M. HOTTEL 
| valid and confined to a whee! 
| chair, but even this did not de 
ter him from his business. Each 


| day found him at his desk at- 


vice 


tending to his duties as 

president and secretary of the 
Delta File Works. He was a 
familiar figure at national hard 
ware and mill supply conven 
tions. Active in association work 


he held various capacities in the 
American Hardware Manufactur- 


ers’ 


& Manufacturers Assn. and of 
the American Supply & Machin- 





ery Manufacturers Assn. 


HARRISON WARNER STEELE | 


Harrison Warner Steele, presi- 
dent of The Shelby Spring Hinge 
Co., Shelby, Ohio, passed away 
suddenly March 13 after a brief 
illness. He was 79 years old. 

Mr. Steele began his hardware 
career in a small retail store in 
Shelby. He associated 
the manufacture of build- 
hardware 1900, 
president of the Shelby 


became 


with 
and 
Spring | 


ers in as | 


| Hinge Co., he fostered its growth 


| and prosperity. His widow and a 


Assn. and was a past-presi- | 
dent of the Hardware Merchants | 


| 


| the Atkins Pioneer Club. 


daughter survive. 


PLASKON, TOLEDO SCALE 
ENTERTAIN EDITORS 
Toledo Seale Co. and Plasky 
Co., both of Toledo, Ohio, hel: 


luncheon and exhibition = jv 
editors at the Biltmore Hotel. 
New York City, March 16, at 


which large moldings in plastic. 


were shown and described. A. F. 


Wakefield, president, Wakefiel: 
Brass Co., discussed the use 
plastics in lighting reflectors ai 
showed an example of his co/ 
pany’s use of a molded reflect. 


Geoffrey R. Bei 


for store use. 


| nett, vice president, Toledo Seal: 
| Co., discussing the use of plastic 


JOHN C. CAMPBELL 


John C. Campbell, president of 
the Newark Wire Cloth Co., 
Newark, N. J.. passed away re 
after a brief He 
and had spent more than | 
60 cloth 
facture. tle began his career in 
Stephe n’s Mills. later called the 
De Witt Wire Co... of Belleville. 
of which his was 


superintendent. Surviving are his 


cently illness. 


was 78, 
in wire 


years manu 


erandfather 


widow and two sons, Leggett C.. 
Alvin A, 


three daughters. 


and Campbell. and 


CHARLES S. BRONSON 


Charles Ss. 


Bronson. associated 


with KE. C. Atkins and Co., 
Indianapolis, Ind.. for 55° years. 
during which he held = many 
responsible positions with the 


recently 


firm, passed away on 
Long Island, New York. Mr. 
Bronson was 81 years old. He 


was an honorary life member of 





EMPIRE CITY SUPPLY ASSOCIATION AT ANNUAL PARTY 


housings in industry, showed 
new models of scales made hy 
his company which utilize plasti: 
housings and other parts, con 
paring older models made wit! 
out the use of plastic material-. 

Speaking on “Large Molding- 
Indications and Trends,” A. I 
Marshall, consulting enginec: 
briefly outlined progress made i: 
the molded plastics industry and 
told of the history of the molded 
plastic industry in this country 


N. Y. PAINT MEN PLAN 
MONTHLY GOLF PARTIES 


More than 170 members anid 
guests attended the March 21 
meeting of the New York Paint 
Varnish & Lacquer Association. 
in the Music Room of the Hote! 
Biltmore, with Stanley C. Dun 
ning, Mrualo Co., Inc., Staten 
Island, N. Y., president of the 
organization, presiding. The asso 
ciation voted to hold golf parties 
once a month, except in the coli 
months. 





On March 19, 1938, members and guests of the Empire City Supply Association gathered for its fourth annual dinner- 

dance at the Hotel New Yorker, New York City. Entertainment was presented in night club fashion, with a review of 

Broadway stars. Dance music was furnished by Harold Kahn and his Society Orchestra. The association was organized 

five years ago. Harry B. Sale is secretary of the group which makes its headquarters at 11 West 42nd Street. The fourth 
annual dinner-dance was under the personal direction of President Mack Rosenberg. 
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Russ Atkinson Heads New 
National Assn. of Electrical 
Appliance and Radio Dealers 





RUSSELL A. ATKINSON 


President 


HE National Association of 

Radio and Appliance Retail- 

ers was*formed at the Hotel 
Commodore, New York City. on 
March 21, 1938. More than 60 re- 
tailers, from all parts of the country, 
interested in the distribution of elec- 
trical appliances and radio, at- 
tended the organization meeting. It 
is the intention of this new body to 
seek membership from the ranks of 
retail hardware, electrical specialty. 
department store and all other re 
tail fields interested in’ improving 
the retail sale of electrical appli- 
ances and radio, believing that such 
a horizontal or cross-section mem- 
bership has common ground and 
should cooperatively support such a 
group's activities. Membership in 
the new national organization will 
be restricted to members of organ- 
ized local groups but where there 
are no organized local groups. in- 
dividual memberships will be ae- 
cepted. 

Russell A. Atkinson. Brooklyn. 
N. Y., hardware dealer, and _presi- 
dent of the Metropolitan League of 
Electrical Retailers, served as tem- 
porary chairman and was _ later 
elected president of the new associa- 
tion. B. H. Poucher, executive sec- 
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New body seeks horizontal growth among all types of retail 


merchants handling electrical appliances and radio which 


will include hardware, electrical, radio, department store 


and specialty stores, seeking common ground and coopera- 


tive support to improve retail distribution of these lines. 


retary. Home Appliance Dealers’ 
Association, Philadelphia, Pa., acted 
as secretary in which post he will 
continue, 

H. M. Capron, Verona, N. J.. sec- 
retary, Radio Electric Appliance 
League of New Jersey, said that 
there should be greater cooperative 
effort to make the retailing of elec- 
trical appliances and radio more 
profitable as the result of more plan- 
ning. He declared that dealers as 
individuals could not cooperate with 
manufacturers and distributors, who 
are organized. unless the dealers 
were also organized in a national 
group. Dealers must, he held, con- 
sider not only their own interests 
but those of manufacturers and dis- 
tributors as well. Although favoring 
the idea of fair trade practice law- 
he declared that they are not satis 
factory as they are now. written. 
These laws should require that all 
manufacturers of branded and trade 
marked = merchandise — set retail 
prices on their lines, he suggested. 
Maintained retail selling — prices 
should be based on the manufac 
turers’ cost of the product said Mr. 
Capron. 

Activities of the Electrical Appli- 
ance Dealers Association of Brook- 
lyn, as to the Feld-Crawford Act 
were outlined by Martin Tarzian. 
Brooklyn, hardware dealer, who told 
of this organization’s conferences 
with manufacturers and distributors 
regarding fair trade contracts. Mr 
Tarzian said that today customers 


set the selling price for dealers as 
a result of trade-in allowances 
given, the amount of the allowance: 
being determined by the bargaining 
ability of the dealer and the cus 
tomer. He held that repair guaran 
tees on appliances should only be 
given when sales are made at full 
standard list prices. 

O. Fred Rost. New York City. 
editor, Radio Retailing, speaking on 
radio price structure and produc 
tion, said that by the medium of the 
trade-in allowance list prices go by 
the board. He disagreed with the 
theory of some people that lower 
discounts would prevent price cut 
ting, urging instead — education 
through a national vroup of dealers 

(Continued on page 10) 





B. H. POUCHER 
Secretary 
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The Yale Line 
of Builders Hardware 


A supplementary builders’ hardware educational 
article furnished by the manufacturer of this line 


HE manufacture of Yale 

locks was begun nearly 

three-quarters of a century 
ago when Linus Yale, Jr., and 
Henry R. Towne founded the 
company, which today is known 
throughout the civilized world as 
The Yale & Towne Mfg. Co., Stam- 
ford, Conn. Having achieved out- 
standing success in producing and 
marketing locks of various types. 
it was a natural and logical step 
from lock making to the designing 
and manufacturing of builders’ 
hardware. 

Yale entered the field of build- 
ers’ hardware 65 years ago. Today, 
the Yale line embraces almost 
every article of hardware that is 
needed in the equipment of build- 
ings of every class, from the mod- 
est residence to the towering com- 
mercial structure. The variety of 
articles manufactured by Yale for 
the equipment of buildings now 
numbers many thousands. 

The two elements essential in 
bu‘lders’ hardware are utility in- 
sofar as its efficiency and opera- 
tion are concerned, and security 
wherever locks are a part of the 
equipment. Yale hardware em- 
bodies both of these qualities to 
an outstanding degree and to them 
is added the highly important ele- 
ment of distinctive appearance. In 
the broad series of Yale patterns, 
there are designs to conform to 
practically every architectural mo- 
tif. 

The accompanying illustrations 
and descriptions are presented to 
set forth a few of the predominant 
and, in many cases, exclusive fea- 
tures which distinguish Yale build- 
ers’ hardware. 

The unique self-lubricating 
latch bolt was designed and built 
by Yale to overcome a frequent 
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Editor’s Note—The material and illustrations for this article were fur- 
nished in their entirety by The Yale & Towne Mfg. Co., Stamford. Conn., 
at the invitation of this publication. This article is offered our readers 
as a supplement to the editorial educational series entitled “Taking the 
Mystery Out of Builders’ Hardware,” in the belief that such supplemen- 
tary information has genuine value in the study of this subject. Harp- 
ware AGE has invited all American manufacturers of builders’ hardware 
to supply similar illustrations and explanations of their respective lines. 
stressing any unusual or patented features. We believe that this is a 
constructive program that will give our readers very tangible additional 
value in the study of our series “Taking the Mystery Out of Builders’ 
Hardware.” In no sense is the publication of this article an endorsement 
of the statements, therein, on the part of the publishers. It is our sole 
desire to inform our readers as completely as possible on this subject. 
All manufacturers have been and are again invited to furnish similar 
material, at their earliest convenience. This article is by Walter B. 
Dodge, general sales manager, The Yale & Towne Mfg. Co. 














A few examples of 
Yale Hardware design 
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FAST MOVING WINCHESTER 
.22 CARTRIDGES 


For leadership in performance, depend 
ability, popularity—sell Winchester .22s.... 
Winchester Super Speed Staynless for ex- 
tra speed, extra power, extra range. Rec 
ommend them especially for shooting 
small farm pests and predators. .. . Sen- 
sational new Leader Stayniess for all other 
general .22 shooting. Both have the clean, 
no-rust Winchester Staynless priming. Both 
are smokeless. Both are available in 
.22 Long Rifles, Longs and Shorts. Tie in 
with the biggest Winchester .22 ammu- 
nition advertising in years—right NOW! 
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JOHN R. WARK, of Buffalo, N.Y., 
who on January 22-23 set the new 
Western Hemisphere small-bore 
rifle record for 100 yards with me 
tallic sights—500 x 500—38Xs. He 
used a Winchester Model 52 Tar- 
get Rifle. Shown below, the New 
Model 52 with Marksman stock 
and heavy barrel. 


STYLES! VALUES! PRICES! 


ROM the new, just-out single shot Model 67 Junior to 


America’s dominant small-bore target rifle, Model 52— 
you can show every customer a Winchester .22 that is a bull’s- 
eye buy for him... . The world’s best-known line of firearms 
and ammunition—kept constantly, vitally NEW by intensive 
engineering development work and progressive precision 
manufacturing. 

The rifles shown here are selected to suggest the variety 
obtainable in Winchester .22 rim fires. They are only a portion 
of the styles you can offer—all ready sellers. Your Winchester 
catalog shows the line and gives full specifications. Special 
Winchester folders and booklets give complete details on in- 

dividual models— FREE and valuable sales helps to give to 

your customers. ... Order Winchester .22 Rifles and Ammu- , 


nition NOW for more business. 


F {sf yom lobbe rs Sale sian for / ull De tails 
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Self-Lubricating Latch Bolt 


source of complaint in the latch 
bolt operation, namely, the even- 
tual hard closing of the door——or 
lack of complete closing without 
extra force—after the latch bolt 
and strike had become worn and 
dry. This was particularly true 
in the case of doors that were out 
of alignment or had sagged due to 
wear upon hinges or pins. The 
self-lubricating feature. as shown 
in the picture, was accomplished 
hy inserting in the latch bolt a 
piece of oil-impregnated wood. 
It is carried completely through 
in order to provide a constantly 
lubricated surface on two sides 
of the latch bolt head. Years 
of performance prove that the lu- 
bricating quality of the wood in- 
sert lasts indefinitely with little. 
if any, perceptible wear. The self- 
lubricating latch bolt is standard 
in all pin-tumbler cylinder mort'se 
locks. 

The Triplex type of spindle has 
been an exclusive Yale feature for 
many years. It provides accurate 
adjustment of knobs without the 
use of washers. The Triplex spin- 
dle consists of three parallel bars 
which together form a square rod 
as indicated in the illustration. A 
set screw in the knob shank bears 
upon the center bar which is 
wedge shaped, forcing the other 
two bars apart into tight frictional 
contact with the knob shank. The 
three bars are pinned together at 
one end and one knob is perma- 














Reinforced Knob 
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nently pinned to this end of the 
spindle. The entire adjustment is 
made with the other knob. The 
groove in the spindle fits over a 
corresponding raised member in 
the shank. This assures the set 
screw always engaging on the 
proper member of the spindle. 

The compensating lock hub is 
another highly important Yale 
device, the purpose of which is 
to insure perfect alignment of 
spindle (B), Fig. 1, at all times 
and thereby eliminate knob bind- 
ing. The binding of the knob 
prevents the latch bolt from work- 
ing freely. 

Binding may be 
expansion and contraction of the 


caused by 


door due to climatic conditions. 
It may also be caused by faulty 
application of the lock. If the 
lock is not mortised absolutely 


true. the compensating hub will 





Triplex Spindle 


make up for this fault. It will 
also allow ease of operation even 
if the lock has been mortised as 
much as a quarter of an inch out 
of line, which might happen 
when a flat face lock is applied to 
a beveled edge door. The com- 
pensating hub was developed by 
Yale as indicated by “A” in Fig. 
1. The compensating action is ac- 
complished by a horizontal elon- 
gation of the spindle opening in 


the lock hub (C), Fig. 2. 





Screwless Knob Shank 





ati 


FPR PP Py 
) 
\ 
{ 


ween 
K 
“ 
2 < 
y 
. 
| 
hk. 
by / 
e x 
CAL AY 























Compensating Lock Hub 


The reinforced knob designated 
as No. D35 in the Yale line 
is regularly packed with most 
of the high-quality Yale lock 
sets having plain cast or wrought 
brass or bronze trim and is noted 
for its strength and resistance to 
abuse. 

The reinforced knob is really a 
knob within a knob, because the 
inside (A) is made in two parts 
of sheet steel, dovetailed togethe: 
as shown in (A-1). A_ brass 
or bronze outer knob or scalp (B) 
is spun over this inner knob. com- 
bining a highly attractive appear- 
ance with remarkable durability. 

The screwless knob shank is 
another Yale development, par- 
ticularly important on __ public 
buildings where it is a protection 
against the loss or theft of knobs. 
The knob cannot be removed from 
the spindle without a_ special 
wrench. 

The French type solid threaded 
=pindle (C) is employed. The out- 
side knob is fastened to this spin- 
dle with a pin and the knob (D) 
is screwed up on the spindle to a 
point where the square open‘ng in 
the knob shank (E) engages with 
the lock nut (B). The special 
tool is then inserted in the hole 
in the sleeve at (A) and the lock 
nut is turned, drawing the knob 
to the thimble or rose providing a 
close adjustment. 

A lock spindle is practically a 
short piece of shafting with a 
wheel or pulley (the knob) on 
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Bracket Bearing Thimble 
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on the Trend to 


More BEAUTIFUL BATHROOMS with 








modernization program. 





ican Bathroom”. 





Above illustration shows Miami Cabinet fitted with the 


new, distinctive Tubular Light Bracket No. 3—exclusive 
with Miami. Recommended for medium size and the 
smaller bathroom. Cabinets fitted with light brackets 


are completely wired at factory. 





Model 1622-CF 


An inexpensive cabinet that has large 
mirrors, set in beautiful, one-piece 
ehromium frame. Adjustable shelves. 
razor blade drop and_ toothbrush 
wolders, 


Model 620-G 
Gothic Top Cabinet with Full Mirror 
Door. High Quality — Low price 
For modest homes and apartments 


Model 2030-P 
‘Top Cabinet, with Full Mirro: 
Equipped 
glass shelves, razor 
aml toothbrush racks 


Square 
Door. 
with 
blade 


Stainless Steel Frame. 
adjustable 
drop 








Miami Chromium Bathroom Accessories 


Made of forged brass, heavily nickeled, then covered with 
chromium. Retain their brilliance through years of hard 
use. Accessories for every modern bathroom requirement. 











No. 5008—Tumbler 
and Tooth Brush 
Holder 


No. 5005—Soap Dish 


No. 5023—Square Chromium Plated Towel Bar 


MIAMI CABINET DIVISION -- Zhe PHILIP CAREY COMPANY, 


IAM 


BATH ROOM 


CABINETS 


Profit from the current home remodeling and 


Miami Cabinets, the result of over seventeen 
years specialized manufacturing experience, are 
known for their superior quality ... 
advertised the cabinets that “Glorify the Amer- 


nationally 


The Line includes models in every price range 
—from the modest wall type cabinet to lux- 
urious ensembles. Send for catalog. 





New! 


MIAMI TOWEL 
SUPPLY CABINETS 











Model 500 
For the bathroom where extra 
storage space is required 
Made of selected steel Has 
five glass shelves Regularly 


finished in white baked enamel. 
Special colors extra 











Middletown, Ohio. 
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The 
Mushroom 
Driver 





each end. Obviously, the bearings 
of such a shaft should be as fat 
apart and as near to its ends as 
possible. The accompanying draw- 
ings contrast the common type of 
hearing with the bracket bearing 
thimble featured by Yale. 

In ordinary locks the bearings 
are at the surface of the door 
and, therefore, near together. This 
eventually permits play or “wob- 
ble” of the knob. In the case of 
the Yale lock, this difficulty has 
been remedied by the use of a 
bracket bearing thimble. The con- 
struction of the knob shank and 
its supporting thimble brings the 
bearings or points of support close 
to the knobs. This feature, com- 
bined with the Triplex spindle 
previously pictured and described, 
permits perfect adjustment of the 
knob and firm operation free from 
looseness or rattle. 

The mushroom driver is an 
exclusive Yale feature which 
greatly increases the security of 
the pin-tumbler locks. The ac- 
companying drawing shows how 
this feature is responsible for the 
picking resisting quality of this 
product. The term, “mushroom” 
was derived from the shape of the 
driver (A) which, it will be ob- 
served, resembles an inverted 
mushroom. 

The first requisite in picking a 
lock is to apply torque or twist 
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Yale Concealed Door Closer—also phantom view 
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to the plug, thereby gripping the 
drivers with the plug held in this 
cramped position. When an at- 
tempt is made to move the tum- 
blers by means of picking instru- 
ments, the driver is thrown into a 
tilted position so that the mush- 
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Armored Front Locks 


room end (B) engages with the 
scoring (C) around the pin hole 
in the cylinder. In this position, 
the joint between the pin and the 
driver cannot be detected. Thus, 
maximum protection is assured. 
The armored front lock is an- 
other feature of Yale protection 
and is standard on practically all 
Yale cylinder mortise locks. It is 
a plate made of rolled brass or 
bronze attached to the steel front 
of the lock (B) by two machine 
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screws (C and D) one on each 
end of the lock front. In this 
way, a protective covering is 
provided for the set screw (E) 
which fastens the cylinder into 
the lock. This reduces the 
possibility of someone remov- 
ing the cylinder and operating a 
lock without a key. The armored 
front also prevents the set screw 
from working loose due to vibra- 
tion caused by frequent closing 
of the door. Extra convenience 
in application is also provided 
because the lock itself can be 
mortised into the door before 
paint or varnish is applied and 
the armored plate attached after- 
ward, insuring an unmarred lock 
front. 

For many years architects have 
sought a concealed door closing 
device—one that would perform 
efficiently and at the same time do 
away with the objectionable ap- 
pearance of the exposed type. 
Yale solved this problem by de- 
veloping the concealed door closer. 
This is for metal doors and also 
for wood doors at least 134 inches 
thick. This unusual door control- 
ling device is mortised into the top 
rail of the door like a lock. The 


only visible member is the slender 





Yale Door Closer—Hospital Type 
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One folding Counter Display as illus- 
trated above, is packed with each box 
of 6 Scratch Awls. A simple, colorful 
attention-getter that really makes 
sales itself. 








Here’s a simple little tool with surprisingly wide sales appeal. 
Not just an ordinary Scratch Awl... but a business-like tool 
that really looks like something. You have to see it and handle 
it to know what we mean. The handle, for example, is natural- 
finished hard maple securely locked to the blade; the tool-steel 
blade is hardened full length and can be resharpened; it ex- 
tends clear thru the handle and is capped ftush to insure a 
smooth grip; the knurled ferrule is turned from a solid bar of 
steel and forced on the blade under pressure. Overall length is 


6 5/8 inches. 


Put in a stock of No. 73 Seratch Awls...display them on your 
counter and watch the turnover. Your jobber can supply you. 


CRESCENT TOOL CO., JAMESTOWN, N. Y. 


CRESCENT itemenvay TOOLS 
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Yale Mono-Lock Sets 


and almost unnoticeable arm which 
controls the door. In the case of 
metal doors, the door must be 
prepared for the closer at the 
factory when it is made. 

The Yale concealed door closer 
closes the door steadily, quietly 
and firmly, possessing the eflici- 
ency and durability of the stand- 
ard type Yale door closer with the 
additional advantage of virtual 
invisibility. It is especially recom- 
mended for interior doors. 

The hospital door closer designed 
and built by Yale is equipped with 
holding device 
which holds the door open at two 
or three given points from a few 
inches to 130 degrees. Holding 
open the door a few inches in- 


an automatic 


sures privacy for the _ patient. 
and at same time, facilitates 
ventilation. At the wider open 
position (90 to 130 degrees) it 
holds the door in a position to per- 
mit the moving of patients and 
furniture. The holding positions 
are independently adjustable al- 
lowing any desired setting. The 
utility and convenience of this 
special door controlling device in 
hospitals is obvious. 

Much of the work and many 
of the difficulties encountered in 
the application of regular mortise 
locks—and in their subsequent 
operation—are eliminated by the 
Yale Mono-Lock set. This set is 
constructed so that the lock and 
trim form a complete metallic 
unit. The illustration above shows 
the simple type of mortise re- 
quired for this lock, and shows the 
general appearance of the Mono- 
Lock set and the manner in which 
it is applied without separation of 
its parts. 

In the Yale mono-lock set, the 
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mechanism is enclosed in a case 
of metal which fully protects it 
against dirt and tampering, both 
in transit and in use. The case is 
attached to the bronze front which 
is integral with the outside es- 
cutcheon plate. The inside es- 
cutcheon plate, carrying the inside 
knob. is similar to the outside 
plate. It is separated from the 
front of the lock with which, how- 
ever. it is adjustably interlocked. 
The bolt is of the hinged type, ex- 
tremely smooth and quiet in op- 
eration. 

To apply the Yale Mono-Lock 
set, the carpenter simply makes a 
rectangular cut in the door the 
exact height of the lock front. 
\fter slightly loosening the two 
machine screws, he can apply the 
lock and its trim complete with- 
out separation of its parts. Tight- 
ening the machine screws clamps 
the lock in the door, wood screws 
are then inserted, and the lock is 
ready for service. 

The Bicentric cylinder is an ex- 
clusive Yale development. Because 
of the high degree of security 
which it provides, the great num- 
ber of key changes possible, and 
the simple, efficient supervision 
which it permits, the company 
recommends this cylinder as the 
best system of master-keying. It 
is particularly adapted to the re- 
quirements of very large and com- 
plicated locking systems. 

The bicentric cylinder contains 
two pin-tumbler nmiechanisms, in- 
stead of one as in the standard 
cylinder. Each of these mechan- 
isms is complete and independ- 
ent, controlled by its own key. 
The two key-ways have reversed 
sections so that each key will en- 
ter only its own key-way. The 
lower plug is operated by the oc- 


cupant’s private key and the up- 
per plug is operated by the 
master-key. Each plug is free to 
rotate independently of the other, 
but in doing so, operates one of 
two cams, both of which engage 
the bolt work. Either key, there- 
fore, can operate the lock. 

Because it is identical in size 
with the standard cylinder, the bi- 
centric cylinder can be substituted 
for the latter in any Yale cylinder 
door lock. 

The main purpose of this article 
is to describe and illustrate cer- 
tain outstanding features of con- 
struction and application which 
are typical of Yale products. It 
would not be complete, however, 
without mention of the compre- 
hensiveness of the Yale line of 
locks and builders’ hardware. 

Yale covers the entire field of 
lock protection. There are exten- 
sive series of padlocks, auxiliary 
rim locks, mortise locks, cabinet 
and trunk locks, automotive locks 
and locks for many special pur- 
poses, all identified by the inter- 
nationally known trade name, 
“Yale.” They are made in a wide 
range of models and sizes. 

Because of its completeness, the 
Yale line of locks can provide out- 
standing convenience and simpli- 
fied supervision of locking sys- 
tems by means of master-keying. 
All of the locks in one building 
can be arranged so as to be con- 
trolled by one master-key. Yale 
master-keyed locking systems are 
in use in many of the country’s 
great industrial plants, hotels, of- 
fice buildings, schools and other 
public buildings. 

In the world of banking, Yale 
is likewise a name of importance 
and distinction. Yale timelocks are 
depended upon for the protec- 
tion of funds and securities in 
many of the world’s banking in- 
stitutions. The bank lock depart- 
ment of The Yale & Towne Mfg. 
Co. comprises a very large busi- 
ness in itself. 
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‘THERE’S MONEY IN THIS 
NEW UNIFORM For You! 


Here you see it—the new colorful Martin- 
Senour label that is the talk of the industry. 
Brilliant of color. Smart in design and full of 
that priceless thing called shelf appeal. 
Martin-Senour quality has always been 
ace high, always been responsible for sales. 
Now this new shelf appeal and store win- 
dow appeal—makes this famous 50-year-old 
line the outstanding money-maker of the day. 


“The House 


MARTIN- 


To get the full effect of this new label in 
soldierly array on a shelf or counter, you must 
see it. Any Martin-Senour man can give you 
the picture in actuality—also a picture of the 
profit possibilities of the Martin-Senour line 
that is sure to please you. Write us for 
information. 

The Martin-Senour Co., 2520 Quarry Street, 
Chicago, Illinois. 


of Quality” 


SENOUR 


PAINTS * VARNISHES e LACQUERS © ENAMELS 
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One Advertisement 
In One Issue 


Of HARDWARE AGE 
Pulled 1,461 Inquiries 


The HAMLIN Advertisement 
Appearing On The 
OPPOSITE PAGE IS REPEATED 


HERE’S THE REASON— 


HAMLIN METAL PRODUCTS CO. INC. 








« Maeva. STAMPINGS-HOUSEWARES « 
Sree. Gooos-Screw Macnine Paooucts 


CRCHAMOE AT waTeR ST® 
Torerwone MEmioce 2161 AKRON-OHIO 
Merch 23, 1938 
Hardware Age 
239 W. 39 th St. 
New York City 
Att'n: G. H. Griffiths, Pres. 
Gentlemen: 
We know that you will be as interested as we are pleased 
with the results obtained from the one page advertisement 
featuring our new PACKAGE PLAN for buying Shovels, Hoes 
and Rakes, which appeared in your February issue. 
To date, we have had 1461 inquiries as a result of this 
advertising and they came from everywhere. While our 
sompany 1s comparatively new to the manufacturing of Steel 
Goods, I have placed considerable advertising in ay twenty 
years experience and have never seen results like this. 
Of course, the Package Plan is entirely new with ‘definite 
appeal in the quality items it offers of the "best sellers” 
at prices which really bring profit. In these times of 
limited profits, aggressive hardware buyers are sure to be 
interested in opportunities such as Package Plan sffords. 
Nevertheless, the reception received by this one advertise- 
ment proves conclusively that the way to reach the greatest 
number of better hardware people who "do things” is to tell 
them through the pages of Hardwére Age. 
We would be neglecting further opportunity if we did not 
re-run this advertisement. Please repeat it in your next 
issue for other of your readers who might be interested. 
Gratefully yours, 


THE HAM EMAL DUCTS CO., INC. 
‘ 


e. W. Hamlin, President 


Fven if this repitition should not bring another 
inquiry Our money will have been well spent with 


AMEN tas you. 


Of Course We’re Proud 


First, because Mr. Hamlin’s letter came to us 
entirely unsolicited. 


Second, because it showed the faith that this 
well known Metal Products Company had in 
Hardware Age. 


Third, it proves that Hardware Age is not only 
SEEN and READ by aggressive hardware buy- 
ers, but PULLS results for its advertisers. What 
Hardware Age can do for others— it can do 
for you. 


HARDWARE AGE 
239 West 39th Street, New York, N. Y. 
Send for Rate Card 
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Do You Carry Public 
Liability Insurance ? 


NE of the most useful forms of insurance we know of is 

what is called public liability insurance. That means 
insurance to protect you from any liability in which you may 
become involved, to pay damages to some member of the 
general public on account of some act of negligence of which 
you may have been guilty. 

The most familiar form of public liability insurance is in 
connection with the operation of automobiles. Almost every 
car owner carries that. But it has other forms, and it is one 
of those which we are discussing. We refer to insurance 
against accidents which might occur in and around your 
place of business, causing damage suits and possible damage 
verdicts. 

Of course, you can get such a policy against accidents hap- 
pening to outsiders in and around your home, but we are 
speaking of it in relation to places of business. 

This form of insurance is quite inexpensive, but a surpris- 
ing percentage of business men of all classes do not carry it. 

As an example of the sort of cases which public liability 
insurance can protect you from, let us briefly cite a few 
cases: 

Case No. 1.—A business house had two entrances, or ap- 
parent entrances. One led directly into the main part of the 
store, the other led into a stairway leading to the basement. 
There was nothing on the second door which indicated that 
it was not a regular entrance. A customer, thinking it was. 
entered by it, stepped forward and fell-down stairs. He was 
badly injured and got a verdict against the owner for $2,750. 
The court held that the door should have borne some indica- 
tion that customers should not enter there. 

Case No. 2.—A business firm failed to sufficiently light a 
hallway through which customers had to pass; a customer 
passing along it fell down a flight of stairs, was injured. sued 
and recovered damages. 


Case No. 3.—A business house, when waxing its floors, left 
a piece of wax on one part; a customer slipped on it, fell, 
was injured, sued and recovered damages. 


Case No. 4.—A grocery house left a 100-pound bag of salt 
on its sidewalk; a woman stumbled over it and fell. The 
court held that the storekeeper was negligent. 

Case No. 5.—On a dark day a customer entered a drug 
store which was not adequately lighted. She slipped on the 
floor because of a greasy, waxy substance with which the 
floor was being treated. struck her spine against the soda 
fountain and recovered a verdict of $4,000. 


Case No. 6.—-A customer of a retail grocery store fell over 
a box left in one of the aisles, fell and badly injured her 
right knee. This developed into a permanent injury and her 
verdict was $12,000. 

Case No. 7..-A woman visiting a place of business got her 
heel caught in a hole in the floor, fell, hurt her foot and 
ankle, and collected a verdict of $1,200. 

Case No. 8.—A business man who was having some re- 
building done on his premises allowed a pile of lime to re- 
main unprotected. Children were attracted and played in and 
about it. One of them threw a ball of it, which struck a 
passenger on a passing trolley in the eye. The eye was de- 
stroyed, the passenger sued the business man who allowed 
the lime to stay there and recovered substantial damages. 

Now every one of these business people, forced to pay 
damages, may have carried public liability insurance for all 
we know. We are not citing these as horrible examples of 
what actually happened from failing to carry it, but merely 
to show you the type of accidents from which public liability 
insurance can protect you. 
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A New Way ts Buy 





TO WIN 
NEW 


INDEPENDENT 
FRIENDS 


MANUFACTURER 





now—the Hamblin Line is Available ta You. In four short years as Independent 


Manufacturers belonging to no “‘trusts’’ or “combines” our entire production has gone to 
large buyers. Now we've expanded and increased production and are ready to give YOU the 
EXTRA PROFITS that come with the sale of Hamlin Shovels, Hoes and Rakes. The Package Plan 
has been originated by Hamlin to introduce you to Hamlin Quality — and More Profit than 
you are now getting. Write for Particulars of Package Plan, a new type of merchandising 
you'll like—and learn of the Sensational Savings you can make starting RIGHT NOW! 


WRITE TODAY AND LEARN THE SAVINGS WITH PACKAGE PLAN 


GROUND 
Ss _ HOG 

COUNTRY 
GENTLEMAN 
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WILLIAM H. FOEGE, 
who recently retired as as- 
sistant to the vice-president. 
American Steel & Wire Co.. 
Chicago, IIL, started with one 
of the predecessors of that or- 
ganization in July, 1887. He 
was a young man 19 years old 
when he became a_ stenogra- 
pher in the former St. Louis 
Wire Mill Co., St. Louis, Mo. 
He later took on additional re- 
sponsibilities. such as checking 
freight invoices and prices on 
wire goods. He took care of 
dictation from John W. Gates, 
vice - president, and Alfred 
Clifford, treasurer. When Mr. 
Gates was transferred to Chi- 
cago, in 1893, Mr. Foege moved to that city. Later the 
St. Louis company and other wire concerns were merged 
to form the Consolidated Steel & Wire Co., Chicago. Mr. 
Foege was sent, in August, 1893, to take charge of his 
company’s offices in Portland, Ore. Six months later the 
Portland office was closed and he moved to Pittsburgh, 
where for a few months he was given charge of collection 
activities. The next year he was transferred to New Or- 
leans, La., where he managed the local office and ware- 
house, until that branch was discontinued. From New 
Orleans he was transferred to the company’s Chicago 
office as assistant to C. S. Roberts, manager, Baker De- 
partment, Consolidated Steel & Wire Co. The Baker 





WILLIAM H. FOEGE 
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department promoted the sale of barb wire, nails, sta- 
ples, etc. When the Consolidated company and other 
manufacturing concerns were merged to form American 
Steel & Wire Co., Mr. Foege was made a member of the 
former Merchant Trade Department, later taking charge 
of that department. His next important promotion came 
when he was appointed assistant to the vice-president, the 
position he held at the time of his recent retirement. 
Although his interests are many, his favorite sports are 
and long have been golf and fishing. 


JAMES F. BINGHAM, 
founder and senior partner of 
the Bingham Hardware Co., 
Superior, Wis., has been a 
hardwareman since the fall of 
1887, when he left the family 
farm, at the age of 21, to work 
in a hardware store in Friend- 
ship, Wis. His employer gave 
him room and board as pay- 
ment for his services. A few 
months later he and a class- 
mate, George Roberts, went to 
Superior to start a tinshop in 
the rear of a hardware store, 
James’ salary being $30 per 
month. In 1888 the two friends 
entered business as Roberts & 
Bingham Co., and were soon 
employing several men to do roofing, cornice and furnace 
work. Mr. Bingham’s younger brothers, Albert and Hiram. 
went to work in the Roberts & Bingham shops in 1891 
and two years later the firm was dissolved, the three 
Binghams entering the roofing, cornice and hot air heating 
business. In 1897 the Binghams bought a hardware store 
and tinshop which was operated as the Bingham Hard- 
ware Co.. the company’s present name. In 1925 the 
Bingham business was moved to larger. more centrally 
located quarters. where the firm now conducts one of the 
largest hardware stores in northern Wisconsin. Mr. Bing- 
ham served on the City Council from 1897 to 1899, was 
a member of the Board of Trustees of the Douglas County 
Asylum for 13 years and has been vice president of the 
Community Savings Bank for several years. He and his 
two younger brothers, who are associated with him, are 
members of the same church and the same lodges— 
Masonic, Modern Woodmen and Odd Fellows. Mr. Bing- 
ham’s son-in-law, Val Wiesner, manages the sporting 
goods department of the store. 


JAMES F. BINGHAM 
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BODIES OF SOLID METAL plus ..... 


Mechanism of the highest quality. Built by expert lock makers 
with generations of experience. 


Finishes — Durable plus ‘‘eye appeal”’. 


Balanced Line, covering price classes from 25¢ to $2. retail. 


Catalog, Sales Aids, and other data furnished on request. 





Also manufacturers of Cabinet Locks, Trunk and Suit Case LINE 
Locks, Miscellaneous and Cabinet Hardware, House and 
Apartment Letter Boxes, Keys and Key Blanks, Post 
Office Equipment. 


CORBIN CABINET LOCK CO. 





9 
The American Hardware Corporation, Successor wer 
new york — NEW BRITAIN, CONN. — cnicaco 
CORBIN LOCK COMPANY OF CANADA, LTD., BELLEVILLE, ONT. National Hardware Week 
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How the Tydings-Miller Law 


Will Alter Distribution Trends 





WILLIAM H. INGERSOLL 


6 UR customers come to 
our store and ask for it,” 
Percy Straus of Macy’s 


urged some years ago in explana- 
tion of why he insisted upon car- 
rying goods that the manufacturer 
would not sell to him and that he 
had to obtain in round-about 
ways. 

“Our customers!” There’s the 
rub! Who “owns” the customers? 
That’s the kernel of the whole 
controversy over national brands 
between the manufacturer and the 
big retail organization. 

Whose customer is she when a 
woman goes into Macy’s and asks 
for and insists upon getting a 
tube of Colgate dental cream? 
If she’s Macy’s customer why 
doesn’t she take Macy’s tooth 
paste? If she’s Colgate’s customer 
why does she go to Macy’s where 
they prefer to sell their own? 

Evidently she is Colgate’s cus- 
tomer in this particular instance, 
if she requires Macy’s to sell her 
the Colgate product against their 
will, though she is _ probably 


Macy’s customer as to some of 





*Reprinted from Sales Management 
by special permission. 
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There will be new developments in the field of 
business resulting from the passage of this law 
says the author, and among them will be the 


following: 


Smaller manufacturers will grow more impor- 


tant in the national sense. 


Initiative will be stimulated with respect to the 


introduction of new products. 


The position of the wholesaler will be greatly 


improved. 


Small dealers will have a much better chance 


of success. 


There will be less inducement toward mergers 


in the manufacturing field. 


By WILLIAM H. INGERSOLL* 


President, 
Ingersoll, Norvell & Babson, Inc. 
New York 


her other requirements or she 
wouldn't be in their establish- 
ment. 

But the law provides the most 
satisfying test of the question over 
which business men have squab- 
bled for years. Legal principle 
decrees that a bargain is struck 
when there is a “meeting of 
minds”; in other words, when the 
parties have agreed. When you 
offer me a proposition and I say 
“ves” the deal is closed and we 
are bound. 

Now the “demand” that exists 
for a national brand represents a 
meeting of minds between the 
maker of the brand and the user 
of it. The maker offers his pro- 
duct and the user says “yes.” In 
essence, it is a transaction be- 
tween these two principals. The 
fact that the maker is in one 
place and the user a thousand 
miles distant and that they never 


meet personally doesn’t impair the 
nature of the transaction in the 
least. Nor does the fact that the 
bargain is consummated across 
the counter of a third party alter 
its character. For the moment, 
the dealer takes the place of the 
manufacturer in carrying out the 
understanding; in short, he acts 
as the agent of the manufacturer 
in the meeting with his customer, 
the user. 

That’s what rankles the big re- 
tailer. He doesn’t want to be the 
agent of the manufacturer. He 
wants to “represent the consum- 
er,” as Mr. Straus put it on an- 
other occasion. He doesn’t want 
the consumer to represent himself 
but wants to be his buying agent, 
do his selecting for him, and have 
him take what the retailer thinks 
is best for him at the price the re- 
tailer recommends. 

The retailers resented it (and 
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The safest and handiest spool 
of barbed wire you ever used. 
Protects hands and clothing 


when handling. 





J&L Safety-Grip Handle lies 
flat when stacking. No humps 
to interfere in piling spools. 


Fast Turnover — Quick Profits 
...with J&L Wire Products 


Extra Features Mean 
Added Sales 


When you carry J & L Barbed Wire 
... Woven Wire Fence. . . Nails 
and Staples... you are sure of de- 
mand that moves these items off 
your shelves in short order. 


J&L Barbed Wire . . . with the special 
Safety-Grip Spool at no extra cost... isa 
favorite. The wire is heavily galvanized and 
made of high quality steel by Jones & Laughlin 

. maker of quality iron and steel products 
since 1850. 


~ ¥ 
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J) &L Barbed Wire on the Safety-Grip Spool 
has maximum sales appeal and “pick-up” 
value because of the ease and safety with 
and your 


which it is handled and used... 
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customers get higher quality barbed wire. It 
has the durability to give long dependable 
service. Customers like these added features 
and prove it by buying. , 


Other high quality J&L Wire Products 
. woven wire fence, nails and staples... 
are equally good profit items. Your customers 
get complete satisfaction with these better 
quality products, because of the extra strength 
and durability that quality steel gives them. 


For fast turnover ... quick profits . . . stock 
J&L Wire Products. Feature the Safety-Grip 
Spool. Your sales and profits climb. See your 
J&L distributor today. 


This J&L book will boost your Sales 
“Low Cost Protection for Stock and Crops” will 
help you sell more J & L Barbed Wire and J & L 
Fence. A sufficient quantity of these books, carrying 
your imprint, will be supplied through your jobber 
for distribution to your customer. 
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J. & L. Mastercraft 
Galvanized and 
_ Siding. 
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the big ones still resent it) when 
brands were inaugurated and Mr. 
and Mrs. Consumer came in and 
asked for the goods of certain 
manufacturers without consulting 
them and knowing the prices with- 
out asking. It threatened thei: 
independence, they thought. when 
the maker and user came togethe: 
in the “meeting of minds.” It put 
them in a straight jacket when 
they had to have goods which 
they could get from only one 
source, paying the prices asked by 
the makers and selling at prices 
also named by these makers. 


Resentment Understood 


One can understand the resent- 
ment. Theretofore they had had 
things pretty much their own way. 
Consumers had been helpless. 
They knew nothing about where 
the goods they bought came from 
or who made them. They were 
dependent upon the retailers. If 
they found a satisfactory article 
there was no way of being sure of 
getting the same thing again. Nor 
could they avoid repeating on an 
unsatisfactory product when 
goods were not identified. Con- 
sumers were quick to respond to 
the direct appeal of the manufac- 
turers. [t was a relief to them to 
know the source of their supplies 
and to be able to get the same 
article again and again. 

Consumer confidence — drifted 
from the dealers to the manufae- 
turers. That was what stung the 
large merchants. They did not 
relish the role of an agent. 
Though they were neither the 
maker nor user of what they dealt 
in, they wished to play the part 
of a principal. They aspired as 
middlemen to stand between the 
two principals and prosper by 
keeping them apart. To be sure. 
they had grievances when some 
of the  manufacturers—feeling 
their new power—became _ar- 
bitrary in reducing profit margins 
and in other respects. 

Most of all, the large retailers 
were nettled to find such a readi- 
ness among their customers to 
transfer their loyalty to the pro- 
ducts of strangers. The real bone 
of contention was and is over who 
shall have the stronger hold on 
the consumers’ confidence. That 
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is the issue underlying the nation- 
al vs. private brand controversy. 

The private brand is a device 
by which the retailer seeks to keep 
the consumer from knowing the 
producer. He accepts the respon- 
sibility for quality and value and 
the expense of finding buyers 
without the maker’s aid. He im- 
personates the manufacturer. and 
though to save his life he could 
not write the specifications for 
making a typewriter or watch, he 
offers these and countless other 
articles under his own brand with 
assurance to his customers that 
they embody values and skills be- 
vond those obtainable in the 
products of specialists in these 
fields. 

The fact that sometimes the re- 
tailer is justified in these actions 
does not disguise the  cirenm- 
stance of his dropping the role of 
the middleman that he is and as- 
~uming that of the producer, 
which he is not. It may indicate 
that there is something basically 
wrong with the distributive ‘Sys- 
lem when it gives an incentive to 
practices intrinsically unreal and 
deceptive. but that is not my text 
today. 

Neither shall | dwell upon the 
inconsistency of owners of na- 
tional brands in selling to their 
competitors. For that is what it 
amounts to when a retailing or- 
ganization adopts its own brand. 
It then becomes in effect a manu- 
facturer, the competitor of other 
brand owners, and should be 
treated as such. Thereafter the na- 
tional brand is only a decoy in 
such establishments to draw cus- 
tomers to be switched. Otherwise 
there would be no object in hav- 
ing the private brand. 


No Fenee-Straddling 


In logic, brand owners should 
take the position that distributors 
must be on one side of the fence 
or the other but not straddling it. 
Heinz would not entrust the sale 
of its soups to Campbell, which 
has its own competing brand. If 
retailers have their own brands 
they should stand or fall by them. 
But they should not be counte- 
nanced in trading on the manu- 
facturer’s brand and good will to 
huild a competing brand. And 


that in a moment will bring me 
back to the Tydings-Miller Fair 
Trade bill. 

1 shall only add before leaving 
this point that logic alone does 
not prevail in the world as it is. 
Expediency, opportunism, mo- 
mentary gain tempt man to sacri- 
lice ult!mate salvation for deliver- 
ance from immediate pain. Large 
retailers controlling substantial 
markets have business to dispense 
which few manufacturers are able 
to summon courage to forego. In- 
deed, individually such a_ policy 
would be ineffectual, for one con- 
cern would be penalizing itself 
for the benefit of others if it took 
such a position. But collectively 
it is time for brand owners to get 
together and assert their interests. 
Then distributors could take their 
choice between going on their own 
or having the help of the manu- 
facturers) demand. 


**Meeting of Minds” 


All of the foregoing leads up 
to the fundamental principle un- 
derneath the Fair Trade Act. 
This act is a practical application 
of the principle of the “meeting 
of minds” to the processes inher- 
ent in trade-mark merchandising. 
It is a recognition of something 
of which the brand owner had 
heen denied ever since, in 1911. 
the Supreme Court ruled in the 
case of Miles vs. Park, that the 
manufacturer had no further in- 
terest in this branded merchan- 
dise after he had sold it to deal- 
ers. That ruling is now revised to 
say that he has no interest in the 
physical merchandise itself but 
that as long as his trade-mark. 
which he does not sell, is attached 
to his goods, he has a right to stip- 
ulate the price at which they shall 
he resold. 

In other words, it is new estab- 
lished in law that the consumer- 
buyer of a branded article is not 
solely the customer of the retail- 
ing outlet, but that the brand 
owner is a party to the transac- 
tion and entitled to a voice in it 
to the extent of setting the prices 
because it was presumably his 
trade-mark which determined the 
customer’s choice. The trade-mark 
was the agency through which 
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In your interest...Wwe UI'LE 


STANDARD WEIGHT 





Y EMPHASIZING standard weight in our 
B advertising of Bronze Screens, we are do- 
ing a service to the home-owning public — and 
helping you as well. 

Only standard weight bronze screen cloth lies 
flat, has high strength, gives the long, expense- 
free service which your customers expect of 
Bronze. U. S. Government and Wire Screen 
Cloth Manufacturers’ Institute consider .0113’’ 
wire standard for 16 mesh cloth. Such cloth 
weighs 15 pounds per 100 square feet. 

Adopt these standards as your own in sell- 
ing bronze screen cloth to your customers. 


They'll thank you for it. 3814: 





An advertisement for Screens of Anaconda 
Bronze. It appears in The Saturday Eve- 





ning Post, American Home, Better Homes 






and Gardens, and Parents’ Magazine. 






These magazines reach over 6 million 






subscribers and newsstand buyers, and are 






read by many more than that number. 
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THE AMERICAN BRASS COMPANY, General Offices: WATERBURY, CONNECTICUT 
. In Canada: ANACONDA AMERICAN BRASS LTD., New Toronto, Ont. 
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the minds of the maker and the 
user came to meet. 

That is not only good law but 
it is good sense. Gradually, as 
the strains and stresses of read- 
justing ourselves to a forgotten 
viewpoint have been assimilated, 
it will infuse a new health into 
the business structure. 

The new legal status which the 
brand-owner now enjoys is going 
to work far-reaching changes in 
the business world. It will reverse 
tendencies which have been gath- 
ering momentum during the past 
instantaneous 
expected 


two decades. No 
revolution is to be 
or desired. It took years after 
price maintenance was withdrawn 
for the effects to be felt. Chain 
merchandising, for example, did 
not spring full-blown into power 
at once. Time was required to 
learn the technique of using well- 
known brands at cut prices and 
the other devices that go with it, 
to capture public confidence and 
absorb the patronage. Similarly 
now, time will be required to re- 
learn the technique of standard- 
price merchandising. But the re- 
sults will be none the less de- 
cisive. What will they be? 


Smaller Manufacturers 


Well, to start 


manufacturers will grow in im- 


with, smaller 


portance in the national scene. 
They can now insure their deal- 
ers and distributors a definite 
profit for their services, as they 
could not do before. Consequently 
the trade will have an incentive, 
formerly lacking, to take on their 
lines and stay behind them, whieh 
was impossible as long as price- 
cutting raids were certain to 
break out as soon as a line gained 
popularity enough to make it use- 
ful as a bargain-leader to the sen- 
sation-seeking dealers or jobbers. 

The new condition will give a 
stability, hitherto missing, to the 
efforts. 


He can count on holding the dis- 


smaller manufacturer’s 
tribution that he establishes as 
long as his goods merit the sup- 
port. He can begin advertising 
his product, knowing that if he 
creates a demand his distribution 
will not be disrupted by a price- 
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cutting war that would make it 
necessary to start over again. 

As manufacturers acquire con- 
fidence in the new stability, they 
will be encouraged to launch new 
products. Initiative on the part 
of great numbers of producers 
will be stimulated. There will be 
a flowering of fresh enterprise 
from all directions. We shall wit- 
ness a rebirth of ingenuity. “Yan- 
kee” venturesomeness will again 
be on the march and the benefits 
will be widespread instead of con- 
fined to the big concerns. 


Wholesalers and Dealers 


Wholesalers, too, will contrib- 
ute a new force. Their customers, 
the million independent dealers, 
will not be harassed by the under- 
cutting of the big retailing organ- 
izations. The wholesalers can now 
handle manufacturers’ brands 
safely, knowing that they are pro- 
tected against grinding demoral- 
ization. The smaller manufacturer 
can obtain the services of the 
wholesalers in quickly gaining 
the spread of his goods through- 
out the trade. Thus he can go 
ahead with his own job of pro- 
duction with reliance upon a pow- 
erful jobbing cooperation that he 
has not had for years. He will 
wage-earners. 
markets 


provide jobs for 
Purchasing power and 
will expand. Better times will be 
promoted. The wholesaler will 
not be driven to developing pri- 
vate brands of his own which he 
did only because He could make 
nothing on producers’ brands as 
long as price maintenance was im- 
possible. 

The retailer, in the mass, will 
also prosper more. The hocus- 
pocus of substitutes will no long- 
er be a necessity with him. He 
can offer standard goods with con- 
fidence that he will get a fair re- 
turn without being undersold. 
The plague of having to be al- 
ways searching for something 
“just as good” to offer in place of 
profitless leaders will be spared 
him. An integrity that has long 
been missing will return. 

The smaller dealer, if compe- 
tent, and the smaller town will 
share in the better times. The use 
of nationally known goods as cut- 


price leaders will not be so wide- 
ly practiced to centralize trade in 
the big stores and pull it from the 
small town to the city. 

There will be less inducement 
to mergers and _ consolidations 
among manufacturers. When the 
individual factory can set its prices 
at all stages of distribution it 
does not need to combine with 
others to cope with the buying 
power of the big distributor who 
heretofore could destroy its dis- 
tribution by price-cutting on its 
products if it did not come to 
terms. Thus collectivist tenden- 
cies will be minimized all the way 
along the line and individual in- 
itiative will thrive again. 

These are a few of the broad 
tendencies that will flow from the 
new legal dispensation. At first 
the trends will be weak. But they 
will gather force and come to 
equilibrium in time with the op- 
posite forces which the undisci- 
plined conditions of the past 25 
years have fostered. I look for a 
slow but constantly accelerating 
realignment of interests in the 
merchandising world, with plenty 
of disappointments in the process. 
| have consciously made an ideal- 
istic presentation. But what I 
have pictured are the inevitable 
tendencies and the reality will fall 
short only in degree. 

It is important to understand 
the drift of our environment. If 
we perceive the direction of the 
currents on which we float we can 
make allowance for the side- 
eddies and winds which 
may deflect us somewhat from 
our destination. 


cross 


Sets a Quota 


An Illinois dealer believes that 
every man who owns a business 
should really operate as if he 


were working for an_ invisible 
boss. He sets a quota for himself 
on the amount of merchandise he 
thinks he should be able to sell 
each month and usually makes it. 
The idea, he explains, keeps him 
on his toes and gives him a mark 
to shoot at. The help also gets 
the spirit and does everything 
possible to assist him in attaining 
his goal. His quota also includes 
the winning of at least one new 
customer each month. 
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Common steel has no extra strength 
—it gives way rapidly to rust, re- 
gardless of its galvanizing. 


CLEAN STEEL 


ELECTRIC 









Sterling Electric Steel is the best foun- 
dation steel for wire products — it has 


4 to 6 times more resistance to rust. 


ugher.. Stronger.. Lasts Years Longer 


Send Today for Full Details 
of Sterling Electric Steel 


NORTHWESTERN BARB WIRE CO... STERLING, ILLINOIS 
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DECLINES 


Mazda Lamps. 


Binder Twine. 
Hygrade Lamps. 
J I 


Putty. Turpentine 
Corn Knives. 


ADVANCES EXPECTED 


Carriage, Machine Bolts. 


Mazda Lamp Prices—As of 
April 1 reductions averaging 17.3 
per cent were announced on stand- 
ard Mazda lamps in the 75 to 500- 
watt range. Types of lamps de- 
signed to provide sight-saving light 
in homes, schools, stores, offices and 
factories are included. The new 
prices bring present average prices 
of Mazda lamps approximately 70 
per cent below those of 1921. The 
reductions have been the tesult of 
increased demand for higher watt- 
age lamps which permitted manu- 
facturing economies. 


” * * 


Rope Prices Reaffirmed 
Prices on manila and sisal rope 
have been reaffirmed without 
change, by Plymouth Cordage Co. 
and others, to be effective through- 
out the second quarter, to June 30. 
These prices f.o.b. central or zone 
2 jobbing points, include No. 1 
manila rope, *4 inch and larger, at 
21%% cents base per pound, No. 2 
manila, 1914 cents base, No. 1 sisal 
at 16 cents base, and No. 2 sisal at 
144% cents base. 

* a * 

Binder Twine Prices—Re- 
duced prices were put out about 
March 20 on binder twine, by lead- 
ing American producers, dropping 
one-half cent per pound, or 25 
cents per bale, below last season’s 


schedule. 
* * * 


Fruit Jars—Although increas- 
ed freight rates have substantially 
increased their delivery costs, the 
manufacturers of Ball and Kerr fruit 
jars have announced their “opening” 
prices for the new season will be the 
same as last year. The manufactur- 
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Paint Brushes 


ers state that they cannot guarantee 
these prices to prevail for any defi- 
nite length of time. 

x * * 

Paint Supplies—Shellac 
prices are at a_ several-year low 
mark. Lead prices, sharply reduced, 
seem to have not yet carried white 
lead quotations to a proportionate 
decline. Putty prices have just been 
reduced 25 cents per 100 lbs. Tur- 
pentine is weak, declining 2 cents 
per gallon on March 18, but govern- 
ment loan support may provide later 
strength. Paint brushes will be af- 
fected by high Chinese bristle prices, 


with war interference promising 

higher prices and greater scarcity. 
* * * 

Hygrade Lamps—Hygrade 


Sylvania Corp., Salem, Mass., has an- 
nounced reductions in the list price 
of Hygrade lamps, ranging in size 
from 75 to 500-watts, reductions 
varying from 5 to 25 per cent. In 
addition to reductions in the prices 
of standard size incandescent lamps 
there have been price reductions on 
special service lamps of various 
types. 
* * * 

Garden and Farm Tools, etc. 
—Prices were chiefly established last 
fall upon the lines now selling. Corn 
knives have been reduced about 10 
per cent, however, restoring the ap- 
proximate prices ruling before last 
year’s advance. Shipments of lawn 
mowers and garden hose are grad- 
ually gaining volume, after a slow 
start. The rush call upon jobbers 
for rakes and other garden tools, 
from late buyers, indicates a fair 
total tor the season as a whole. Sales 
of lawn seed are moderate, due to the 





mild winter in most sections—but 
the same cause is bringing a good 
volume of insecticide orders. 


am * * 


Carriage and Machine Bolts 
-Leading bolt manufacturers feel 
that their quotations have reached 
too low a bottom and should be 
raised moderately at the first favor- 
able opportunity. 


* * * 


Candid Cameras—The hard- 
ware stores which have acquired 
representation of this new “neces- 
sity” of American life, are finding 
demand greater than the supply. 
Home-made snapshots today have 
taken on not only motion, but color. 
Eight and 16 millimeter movie cam 
eras have been developed to the point 
where they require no more skill or 
training to operate than an up-to- 
date still camera. Costs both for 
the cameras and the necessary film 
are surprisingly low. Films, once 
exposed, are developed by the seller. 
ready for showing, at no additional 
cost. Home movie films make a 
priceless library of family history 
and personal adventure. Usually 
the merchant who is himself an ar- 
dent “fan,” is the one who takes up 
and develops this profitable distri- 
bution in his community. 


* 2 


Baseball Goods, etc——The 
newspaper stories from the training 
camps—the imminence of the reg- 
ular season—and the contributions 
of the radio, all fan the nation’s 
early baseball fever these days. Re- 
tailers are carrying simpler stocks, 
but with a good showing of softball 
equipment, and are now finding this 
section one of the liveliest in their 
stores. Roller skate sales, too, are 
helped first by the weather, then to 
a considerable extent by the chil- 
dren’s hour radio publicity. 

* *” * 


Steel Production—Under the 
stimulus of a mild seasonal improve- 
ment, steel ingot production has 
risen for the third consecutive week, 
being estimated at 351% per cent for 
the week, or five and a half points 
above the level at the beginning of 
March. according to the March 30 
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issue of The Iron Age. As in previous 
weeks the better volume of buying 
has come from miscellaneous sources. 
Light products, especially wire fenc- 
ing, barbed wire, nails, galvanized 
sheets and strip have gained more 
than the heavy products such as 
rails, plates. shapes and pipe 
Whether steel production makes 
much further gain in April depends 
to a considerable extent on the three 
major consuming groups—automo- 
biles, railroads and building. 
* * * 


Goodyear —_Sales-—-Goodyeat 
Tire & Rubber Co. net sales for the 
year 1937 totaled $216.174,513 as 
compared with $185,915.674 in 1936. 
or a gain of 16 per cent. According 
to the company’s announcement last 
year’s sales were the largest in any 
year since 1929. 

* * * 

Washing Machine Volume 
Household washing machines ship- 
ped in January, 1938, totaled 94,734 
units, according to industry’ figures 
released by J. R. Bohnen. executive 
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secretary American Washing Ma- 
chine Manufacturers’ Association. 
This was an increase of 30.6 per cent 
over the 72,611 units sold in Jan- 
uary of this year. February ship- 
ments this year were 36.6 per cent 
below those of the same month in 
1937. 
* % x 
Railway Hardware Purchases 
Railroad expenditures for hard- 
ware in 1937 totaled $3.655.000 com 
pared with $3,695,000 in 1936, ac 
cording to the Association of Amer 
ican Railroads. 
. *« * 

Commodity Prices—-The 
wholesale commodity price index as 
reported by the Bureau of Labor 
Statistics. at Washington. declined 
during early March to a rate of 79.5 
per cent on March 19. This stood 
at 87.6 for the same week a year 
ago. A sharp decline in wholesale 
prices of agricultural commodities 
largely accounted for the late weak- 
ness, as metals and materials in gen- 
eral have held without much change. 


LaSalle Map of Business Conditions 


For April, 1938 


Vargo 

















It is interesting, however, to note 
the sharp declines from a year ago. 
in all materials, except steel, upon 
which the hardware price structure 
largely depends. Pig iron, steel bars, 
sheets, and nails are holding at the 
prices of last March. Tin, over the 
year has dropped from about 66 
cents to 41 cents per pound, whole 
sale; copper from 1614 cents to 10 
cents, lead from 7 1/10 to 4.35 cents; 
zinc from 71% to 444 cents, cotton 
from 1414 to 8 2/3 cents, hides from 
about 161% to about 914 cents, and 
rubber from 24°4 to about 13% 
cents. Except on zinc and on hides, 
only a small part of these declines 
have occurred since January 1, show 
ing clearly the leveling tendency 
toward price stability. 


% * * 


First Quarter Business—-None 
of the constructive factors, which 
favored the progress of the hardware 
trade at the beginning of 1937, was 
in evidence during the first quarter 
of 1938 says Dun & Bradstreet, Inc. 
Year-to-year gains for the initial 
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three months of 1937 ran 20 to 40 
per cent in production, 20 to 35 
per cent in wholesale volume, and 15 
to 30 per cent in retail sales. In 
similar comparisons for the 1938 
period, the decreases for these three 
were respectively, 30 to 60, 5 to 16, 
and 3 to 12 per cent. Neither pro- 
duction nor distribution losses were 
uniform, as some divisions went 


ahead of 1937. 


* * * 


W heat Outlook—While spring 
wheat is of course a matter of esti- 
mate, based upon acreage, seeding 
plans and coming growing condi- 
tions, there is a fine early soil con- 
dition, with good prospects dulled 
only by somewhat depressed prices. 
The bumper nature of the winter 
wheat crop, if reinforced by only an 
average spring wheat yield, brings 
an estimate of the year’s total har- 


vest, from the Department of Agri- 
culture. to perhaps 830,000,000 
bushels, or 160,000,000 bushels 
larger than the average annual yield 
in the years 1932-1936. Less than 
normal acreage abandonment be- 
cause of winter killing is expected. 
and the production of winter wheat 
is placed at 630,000,000 bushels. 
* * * 

Freight Loadings—Freight 
carloadings, contrary to seasonal ex- 
pectations, dropped in the week 
ended, March 19, to 540,332 cars, a 
figure 28.4 per cent under the corre- 
sponding 1937 period. The latest 
figure was 2.9 per cent under the 
preceding week, 5 per cent under 
the same 1936 week, and also was 
the lowest for comparable weeks 
since 1933. Sharply curtailed move- 
ment of coal was the chief factor 
that accounted for the loss, though 


“miscellaneous” freight, the largest 
classification from the standpoint of 
volume, broke 28.7 per cent under 
1937. All other classifications showed 
declines, except grain, which ad- 
vanced 4.7 per cent. 
* *% x 

Cost of Living—The cost of 
living of wage earners in the United 
States declined 0.9 per cent from 
January to February, due primarily, 
to a sharp decline in food prices, as 
well as reductions in rents and cloth- 
ing prices. In February of this year, 
the cost of living was 0.6 per cent 
lower than a year ago, and 13.0 per 
cent lower than in February, 1929, 
but 20.9 per cent higher than at the 
low of 1933. The purchasing value 
of the dollar was 115.3 cents in Feb- 
ruary, as compared with 114.3 cents 
in January, 114.7 cents in February, 
1937, and 100 cents in 1923. 











INDEPENDENT HARDWARE DEALERS’ SALES 


February, 1938 











Number Sales Reported Number of Firms Showing 
of Percentage Change Change in Sales 
States by Regions Firms From From Thousands of Dollars From Feb., 1937 From Jan., 1938 
Report- Feb. Jan. eb. Feb. Jan. In- De- Lessthan In- De- Less than 
ing 1937 1938 1938 1937 1938 crease crease 1% change crease crease 1% change 
East North Central 529 —I32 + 0.6 1536.7 1770.1 1527.5 175 338 16 216 292 21 
Illinois 161 523 =a 400.9 459.5 4128 61 9% 6 61 97 3 
Indiana 73 — 93 he 239.5 265.4 2148 24 48 1 37 32 4 
Ohio 163 —17.0 + 16 580.1 698.5 571.2 42 118 3 70 84 9 
Wisconsin 132 — 82 => oe 316.2 346.7 328.7 48 78 6 48 79 5 
West North Central 320 —12.3 — 1.6 496.3 565.9 5043 139 172 9 118 192 10 
ME ey scant. 80 —218 —38 1681 2150 1747 41 34 5 3643 1 
Kansas 81 +56 —06 1014 %.0 1020 33 45 3 29 «50 2 
Missouri % —50 —08 1458 1535 1470 44 51 0 31 60 4 
Nebraska _ 64 —20.1 + 05 81.0 1014 806 21 42 1 22 48039 3 
South Atlantic 39 — 335 + 44 141.0 158.9 135.1 15 24 0 22 17 0 
Georgia 27 —13.4 + 44 92.2 106.5 88.3 11 16 0 16 11 0 
South Carolina 12 — 69 + 43 48.8 52.4 4168 4 8 0 6 6 0 
East South Central 29 —148 + 6.1 114.0 133.8 107.4 9 18 2 18 1] 0 
Alabama 29 —14.8 + 6] 114.0 1338 1074 9 18 2 18 11 0 
West South Central 163 —10.7 —07 5712 6399 5754 76 85 2 74 8685 4 
Arkansas are 34 + 3.6 + 91 114.6 110.6 1050 17 #15 2 19 15 0 
Oklahoma 46 —79 —24.6 122.9 133.4 163.1 22 24 0 8 38 0 
Texas 83 —15.7 +86 333.7 3959 3073 37 46 0 47 (32 4 
Mountain 100 — 8.0 = 23 319.4 3473 3265 36 58 6 42 57 1 
Arizona 13 F716 — 39.1 45.3 55.0 50.4 3 610 0 2 10 1 
Colorado 32 —14.9 1.0 69.9 82.1 69.2 10 22 0 21 11 0 
Idaho 23 + 91 11.1 92.4 84.7 832 ll 1 9 14 0 
Montana 18 —15.7 — 34 46.1 54.7 47.7 8 8 2 8 10 0 
Nevada 3 + 19 —15.7 22.0 216 26.1 1 1 1 1 2 0 
New Mexico 5 —122 —185 28.7 $2.7 352 1 3 1 0 5 0 
Utah 2 00 —83 33 3.3 3.6 1 1 0 0 2 0 
Wyoming 4 —114 + 5.4 11.7 13.2 11.1 1 2 1 1 3 0 
Pacific 297 ELS — 74 11268 1266.7 12168 137 153 7 84 203 10 
California 224 —13.4 = $9 901.6 .1040.9 980.5 96 123 5 56 161 a 
Oregon 28 — ae —16.4 104.4 1149 1249 14 13 1 6 20 2 
Washington 45 + 8.9 + 84 120.8 110.9 1114 27 17 1 22 22 1 
TOTAL 1477 —118 — 2.0 4305.4 4882.6 4393.0 587 848 42 574 857 46 
Total adjusted for the num- 
ber of working days 
Per Cent 100.0 39.7 57.4 2.9 38.9 58.0 3.1 





Compiled by U. S. Department of Commerce. 
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THAT REALLY BUILD UP PROFITS! 


@ Here are three colorful, striking 
Carborundum displays that will make 
extra profits for you. They’re like hav- 
ing extra salesmen in your store. Put 
them on the counter, om display tables 
or in the window . . . they'll attract 
attention anywhere. Best of all, they’re 
free. You get a free display with every 
assortment. So don’t wait. Order yours 


today from your jobber. 


AL@HT E 
Grindine Whee 


Pred 
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GRINDING WHEELS There are 14 different 
wheelson this red metal display. You'll sell car- 
penters, home workshop fans and mechanics 
with this wide assortment. Order the No. 8275 
Display Assortment from your jobber. 


, 


Don’t forget NATIONAL HARDWARE WEEK MAY 9 TO 14 
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( 
SHARPENING STONES Here’~ a profit-producing window display with plenty of action, 
color and eye-appeal. It’s 34’’x 28’. Surround it with chisels, plane irons, draw knives 
and other edged tools. Pair up your sales. Display is free with the No. 767 Assortment 
of twelve stones ... If you prefer a counter display assort- 
ment containing only 6 of the sharpening stones shown 
above. ask for the No. 384 assortment. The display that 


comes with this assortment is only 2214’’x 1634”. 









SCYTHE STONES Put this scythe stone display in 
a prominent place on your counter this spring. It 
takes only 14 inches of space. Price tags and pins are 
included with every unit. Increase your sales and 
profits with the No. 16 scythe stone display box. 





THE 


REG. U.S. PAT. OFF. 


CARBORUNODUM 


COMPANY ©*§ NIAGARA FALLS, N. Y. 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 
(Carborundum and Aloxite are registered trade-marks of The Carborandum Company) 
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New and Improved Merchandise—Display Helps—Sales Literature— 


Window Trims — New Packages — New 


*» 
“Win-Dor” Snugger 


This latch for small and medium. 
sized doors has a finger actuated by a 
spring with a four-pound pull which 





extends out one-half inch beyond the 
edge of the door stop, and is said 
literally to grab the door to pull it 
shut tightly and snugly. This device 
fits any door and is installed behind it, 
requiring only a pull. No mortising nor 
fitting and only a screw driver is neces- 
sary for installation. The “Snugger” 
may be attached to the top or bottom 
of the door, at the side, vertically, or 
on the top or under-side of a cabinet 
shelf. Primarily designed for small 
doors, it can be used efficiently on any 
door up to 1% inches thick. To per- 
form the same service on larger doors, 
the Win-Dor Series 45 top-closer is 
recommended by the manufacturer. 
The Casement Hardware Co., 406 N. 
Wood St., Chicago, III. 


Color in Door Hardware 


The National Brass Co., Grand Rap- 
ds, Mich., announces a complete mod- 
erately priced builders’ hardware line 
of all-plastic inside door trims in at- 
tractive color selections of ivory, yel- 
low, red, green, blue, orchid, walnut, 
and black, which will be marketed un- 
der the trade name, “Duralin.” A new 
type knob, having interchangeable in- 
sert tops and four new escutcheon de- 
signs are included in the line. These 
designs are also offered in metal of 





any finish, permitting many pleasing 
combinations of metal and plastic, with 
escutcheon and knob insert of metal 
and the knob body in “Duralin.” Many 
effective color combinations with con- 
trast between knob body and the es- 
cutcheon and knob insert may be had. 
The line is designed with the thought 
of replacement on remodeled buildings 
as well as new homes, as color brings 
a wide market in both modernizing and 
new construction. Featured is the ex- 
clusive tubular latch, the round latch 
having the tubular case, which the com- 
pany states, makes installation easy, re- 
quiring no mortising and only three 
round holes, bored with a drill. Appli- 
cation by use of the bit guide which 





directs the drilling, true and square 
with the door, is said to assure an ac 
curately installed latch on either new 
or old doors. A new 32-page catalog 
with illustrations in full color and giv- 
ing complete information on the “Dura- 
lin” line is available free to dealers. 


American Screw Bulletin 


The American Screw Co., Providence, 
R. I., has issued an attractive bulletin 
graphically picturing the various fea- 
tures of American Plus Screws with the 
Phillips recessed head. The bulletin 
also shows the varied application of 
this type of screw. 


Colors — Catalogs 


**Ant-Buttons” Display 


“Ant-Buttons” are mounted on atten- 
tion compelling display cards for 
counter or for hanging up, size 11 x 14. 








With each card ordered, two 25-cent 
packages are provided free. Each 25- 
cent package contains six individual 
“Ant-Buttons.” This product is an in- 
secticide put up in small metal con- 
tainers filled with a dry, odorless com- 
pound which destroys ants. “Ant-But- 
tons” should be kept moistened. Harris 
Products Co., Inc., P. O. Box 4, Miami 
Beach, Fla. 


“Simplex” Sprayer 

The garden hose sprayer proper is 
22 inches long and is composed of 
nozzle, cartridge chamber, and shut-off 
valve. Insecticides to be used with 
sprayer are made in stick form and are 
said to answer the requirements fo! 
every spraying purpose. Stick of in 
secticide is inserted in cartridge cham 
ber, and when sprayer is attached to an 
ordinary garden hose, the force of the 
water dissolves the insecticide which is 
expelled through the nozzle in even 
concentration in a forceful mist. Gar- 
den Hose Insecticide Co., Kalamazoo. 
Mich. 
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, Florence Range advertisements in Farm Journal 
will reach 1,350,000 modern farm homes — homes which right now 
are enjoying the largest income in seven years. 


Much of this income will be spent in hardware stores—for 76% of all ee 
retail hardware business is done by stores that look to farmers for Vo Ue 
two-thirds of their business. eh 


So Florence Stove Co. and other leading manufacturers seek to 
develop sales in your store, by pre-selling your best customers 
through Farm Journal — the magazine for the modern farm family. 


FARM JOURNAL 


WASHINGTON SQUARE, PHILADELPHIA 
The National News Magazine for the Farm Family 
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**Soil-Soaker” 
The “Soil-Soaker” is a_ hose-like 
watering device of porous canvas, 


open at one end only, which screws to 
the end of the hose in place of the 





{OEAL FoR 
BLUE GRASS 
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gently 


sprinkler. The water 
through the pores, the full length, and 
rolls directly to the ground. Maker 
states there is no spray and therefore 
no soil-washing and no run-off of water. 
The waterer is easily removed without 
shutting off the water or getting wet. 
“Soil-Soakers” are about two inches in 
diameter and built in 18-ft. and 30-ft. 
lengths. Small size retails at $1.80. 
Twelve of the small size and six of the 
large sizes are each packed in attrac- 
tive display cartons. Hastings Canvas 
Co., Hastings, Neb. 


seeps 


New Savogran Packages 

The Savogran Co., India Wharf, Bos- 
ton, Mass., is now offering new quarter- 
pound trial-size packages of its Savo- 
gran Crack Filler and Savogran Wood 
Putty, to retail at 10 cents each. 


Twelve packages of each of these two 
products are packed in an eye-catching 
self-selling display carton. 


The Crack 





Filler, a mineral product, is used for 
filling holes and cracks in wood, con- 
crete, plaster, tile, etc., for fixing loose 
rungs, casters, knobs, screws, etc. The 
Wood Putty, made with real pulverized 
wood, is used for repairs requiring cut- 
ting, woodwork, toys, etc. 


Close-Coupled Motor Pump 


Type H—is a_ close-coupled  cen- 
trifugal motor pump, designed for ca- 
pacities up to 25 gallons per minute and 
heads up to 250 feet at speed of 1750 
and 3460 r.p.m. Speed depends upon 
required capacity and head. Pump is 
single suction. Pump and splash proof 
motor are mounted together to form a 
complete and compact unit. Adjustable 
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bearing in the outboard end of motor 
compensates for wear between clearance 
space in the pump. All unnecessary 





parts are eliminated. Pump can be 
installed in any position—on floor, wall, 
or on ceiling and either horizontally or 
vertically. It can be used for portable 
and semi-portable, as well as stationary, 
operations. Detailed information avail- 
able from Gardner-Denver Co., Quincy. 


Il. 


“Wonder” Beater 


Manufacturer states the “Wonder” 
Beater has machined gear that will not 
skip. It has an adjustable handle: 





nickel finish, and all parts that come 
in contact with food dare of stainless 
steel. Suggested retail selling price. 
$1.95. Roos Mfg. Co., Chico, Calif. 


Rogers & Baldwin Catalog 


No. 38-—403 pages on shelf and heavy 
hardware and sporting goods. Rogers 
& Baldwin Hardware Co., Springfield, 
Mo. 








Sereen Door Lock Display 


This No. 1043 display mount demon- 
strates a Schlage screen door lock in a 
section of a screen door. The display is 
made of white sugar pine, natural wood 





finish with protective lacquer coating, 
bronze screen, red and blue lettering. 
Display is reversible showing the lock 
from either side. This display is being 
offered free for a limited time to 
dealers ordering two dozen Schlage 
G300 screen door locks. Schlage Lock 
Co., San Francisco, Calif. 


Townley Catalog 

No. 20B—2456 pages, showing gen- 
eral hardware lines—is the latest cata- 
log issued by the Townley Metal & 
Hdwe Co., Kansas City, Mo. 


Glass Knobs and Pulls 


“Tegco” glass knobs and pulls are 
made with chromium metal tops in a 
variety of new and distinctive colors. 
The No. 2110 line of drawer pulls and 
the No. 2100 line of drawer knobs are 
colored in royal blue, light green, red, 
light blue, orchid, yellow, orange, ivory, 
and black. Other colors available are 
opal, crystal, and transparent green. 
Pulls are packed 12 to a carton; knobs, 
24 to a carton. Technical Glass Co.. 
Inc., 2050 E. 48th St., Los Angeles. 
Calif. 
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A NEW PRODUCT... 
NEW PROFITS for you 


If-Pi 
A 10e Seller That Turns Single gay 10¢ 


Unit Sales Into 3 Unit Sales... y= gal 
One Gallon. 


No more messy paint jobs! The new HANDL-GRIP and wiping 
bar saves money, time and labor by giving the brush just enough Eze fl aaa D , 
paint for proper coverage. Keeps hands, can and furniture clean. ~~ == Ss 
Professional painters hail it as a time-saver that makes better jobs. N 


A snap and it’s on the can ready for use; the wiper removes excess 


paint at one stroke. A fast selling sales-builder you'll have to stock! 


This is the fastest selling novelty in the field, with a liberal earnings- 
plan for distributors. Manufacturers’ Agents, Jobbers and Salesmen are 
urged to write for our special introductory offer— and do it today! 


HANDL-GRIP CORFORATION NEW YC YORK CITY 





vy 
oe THE HAMMER 
THAT HOLDS THE NAIL 


Put a Cheney Sales Maker display on your 
counter, right now, and let it. sell more and 
more hammers for you. Show your customers 
the Cheney —the only hammer with a real 
selling feature, and you'll sell them — fast. 
Send in your order today for a Sales Maker 
display carton..In it are 

10—16 ounce Cheney Nailers No. 938 

2—20 ounce Cheney Nailers No. 937 


1—16 ounce Cheney Nailer No. 938 
chained to display for demonstration 


1—Cheney Nailer Sales Maker display 


HENRY CHENEY HAMMER CORP. 
Factory: Little Falls, N. Y. te 
Sales Office: 302 Broadway, New York 





APRIL 7. 1938 91 














New Type of Weeder 


“The Weedle” by means of a rapier- 
like point pierces the heart of the weed, 
enabling one to shoot by a thumb con- 





trol button a pre-measured amount of 
killing fluid right into the root itself. 
“The Weedle” is 34 inches long, elimi- 
nating the need for squatting or stoop- 
ing. It holds enough weed-killing fluid 
to kill from 75 to 300 weeds, depending 
upen their size. Carter Products Co., 
983 Front Ave., Cleveland, Ohio. 


“2800 Retailing Ideas” 


This is the title of a new edition of 
popular and successful selling helps 
used by retail merchants throughout 
the country. The books were compiled 
by Emanuel Lyons and actually list 
2,800 ideas on advertising, prize, dis- 
count, and gift, management and 
economy ideas that attracted Christmas 
crowds, home furnishing and hardware 
ideas, cash, credit and collection ideas, 
and numerous other’ merchandising 
efforts that have attracted customers to 
retail stores. The book is published by 
Mr. Lyons, at Pittstown, New Jersey. 


Door Holder Display 


This “Silent Door Holder Salesman” 
is being offered free to dealers with 
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their initial order. The attractively 
lithographed all-metal display offers a 
complete line of Grand lever-type door 
holders, retailing for 15 cents and up. 
It is valued at $3.50. Grand Specialties 
Co., 3101 W. Grand Ave., Chicago, III. 


Belknap Catalog 


No. 88—3,330 pages on tools, auto- 
mobile supplies, harness, builders’ hard- 
ware, glassware, electrical supplies, 
farming equipment, furniture, heavy 
hardware, housewares, paints, plumbing 
fixtures, cutlery, floor coverings, sport- 
ing goods, wheel goods, and other lines 
distributed by the Belknap Hardware 
& Mig. Co., Louisville, Ky. 


Streamline Tack Cartons 


The Tower Mfg. Co, Madison, Ind., 
is packaging its tacks, staples, small 





nails, etc., in new streamline modern- 
istic cartons of red, white, and blue. 


Plant Props 


These metal devices, finished in a 
garden-green colored enamel, provide 
sturdy props for plants, eliminating 

















i} 
16° 


Gavnnell 





wood stakes and unkempt rag and 
string ties. The props are termite and 
rot proof and can be saved from year 
to year. They are made in 16, 30, and 


42-inch overall sizes and are attractively 
packaged. Goulard & Olena, Inc., 140 
Liberty St., New York City. 


McClung Catalog 


No. 110—1051 pages on hardware 
and mill supply lines. Catalog contains 
a divisional index as well as a thumb- 
index to the entire contents. C. M. 
McClung & Co., Knoxville, Tenn. 


Milcor Expanded Metal Kit 


Actual samples of Milcor standard 
expanded and flat expanded metal are 
displayed in a new “Expanded Metal 
Sample Kit,” A.A. File Nos. 4-E-2, and 
14-M-l. Made from a single sheet. 
Milcor expanded metal has_ great 
strength and rigidity. Maker states 
the strands are clean and smooth; there 
are no burrs or rough spots and the 
sheets can be cut in any direction to 
form pieces of varying sizes and the 
strands will not loosen or ravel. Ex- 
panded metal is practical for factory 
partitions and guards for doors, win- 
dows, machinery, skylights, etc. Since 
it will not obstruct light and air, it is 
desirable for open partitions and win- 
dow guards. The smooth surface of 
Milcor flat expanded metal makes it 
sanitary and easy to keep clean. It is 
attractive in design and economical to 
use and therefore suitable for display 
racks, bakery racks, refrigerator shelves, 
household utensils, appliances, etc. Mil- 
cor Steel Co., Milwaukee, Wis. 
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MOSSBERG 
Jobbers and Dealers 


PLEASE BEAR 
WITH US 





We thought our new 1938 line of 
rifles and scope sights would click. 


But ...we could never have 
guessed that the response would 
be as great as it is. 


We're working three shifts to get 
your orders out and delivered to 
you—and it won't be long now. 


fel 


FOR YOUR COOPERATION! 


O. F. MOSSBERG 
& SONS, INC. 


201 Greene St., New Haven, Conn. 


SALES REPRESENTATIVES 
JOHN H. GRAHAM & CO., INC. 


113 CHAMBERS ST., N. Y. C. 




















APRIL 7, 1938 





The New 
VICTOR 


20" Gane 






























Ceiling 
Mounting 


Model 
EXTRA HIGH 
AIR VELOCITY 
Counter and e 


Wall Model 


SUPER POWERED 
VICTOR MOTOR 


* 
STRONG, SAFE 
CONSTRUCTION 
* 
QUIET, DEPENDABLE 
OPERATION 
* 


STANDS CONSTANT 
HARD SERVICE 








THE VICTOR 


“Breeze-Spreaders’’ 











: pe * 
ane che oa, eae 
reeze’’ with its no-draft,no-blast 
performance. A auality, line ATTRACTIVELY 
8” stat 2” sta- 
Pre ap Bo and 16" PRICED 
oscillating models. * 


VICTOR ALSO 
OFFERS A 22” 
TORNADO IN All 
MODELS 





WRITE FOR THIS 
FREE CATALOG NOW! 


Get the complete facts including specifications and prices 
on Victor's Tornados—the finest high velocity air circula- 
tors ever built. Also, learn about Victor's *‘Miracle Breeze’ 
’ There's a Victor fan for 


and new Victor ‘‘Streamliners 
every cooling need and at prices that will delight you 
Write for free catalog today! 


VICTOR ELECTRIC PRODUCTS, INC. 
785 Reading Road Cincinnati, Ohio 
Makers of Victor In-Bilt Kitchen Ventilators 
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New Ideas Brought 


This Hardware Man Promotion 


ECENTLY I was favored by 
R a call from an elderly hard- 
ware man who made his 
start in the hardware jobbing busi- 
ness and is today one of the lead- 
ing manufacturers in the country. 
We had a long chat about old 
times. I would like to tell you his 
name but he made me_ promise 
not to. 

He started his long and success- 
ful career as a stock clerk for one 
of the larger hardware jobbers in 
the West. It was just after he 
graduated from high school, and 
his salary was $5.00 a week. He 
went to work at 7.25 in the morn- 
ing and quit at 6 o'clock. In the 
spring and fall the employees 
worked three nights a week until 
11 o'clock. There was no extra 
money for over time. At first, he 
said, the management took the en- 
tire group of employees to a res- 
taurant, and paid for their dinners. 
However, the boys ate so much 
they found this plan unprofitable, 
so they adopted the plan of pay- 
ing each employee 50 cents for his 
dinner. What a change came over 
the appetites of the boys! Many 
of them found they could get all 
they wished to eat for 25 cents, so 
they were 25 cents to the good. 

In those days, my friend said, 
vacations were unknown. But on 
Saturdays the house made a great 
concession. They closed at 5 in- 
stead of 6 o'clock. In the stock 
department where he worked there 
were 50 clerks. In one corner of 
the room there were three wash 
basins and two long roller towels. 
When the closing bell rang, the 
best sprinters got the wash basins 
first and used the dry towels. 
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By SAUNDERS NORVELL 


Those who were slow found they 
might just as well wait until they 
got home to wash. 

This hardware house, one of the 
largest in the country at that time, 
was heated only on the first three 
floors. In winter weather, the 
stock clerks on the upper floors 
had to exercise to keep warm. But 
he said the strange thing was that 
the stock clerks in those days were 
all strong, healthy young men. Of 
course the answer to this is simple. 
It was a case of the survival of the 
fittest. Only the strong and healthy 
could stand the gaff. 


Three Grades of Clerks 


He told me that when the orders 
came up to the third floor from 
the office they were all laid out in 
“deals.” Each stock clerk would 
take as many deals as he could 
handle in two days-—-the third day 
was the deadline. A record was 
kept of the number of pages of 
orders gotten out by each clerk 
and the number of errors he 
made in filling these orders. When 
the time came every six months to 
raise salaries (if any) the amount 
of work done and the number of 
errors were taken into consider- 
ation. He said there were three 
grades of stock clerks. The low- 
est class, at the smallest salaries. 
kept track of the goods in the var- 
ious departments. They opened 
the cases and filled the shelves. 
In the case of cellar and ware- 
house goods, they transferred 
them on trucks to the main stock- 
room on the third floor. Then 
the boxes were opened and the 
goods placed on the shelves. 





The next class of stock clerks 
were order “pickers.” They took 
the deals, pushed a truck around 
on the main floor, picked the goods 
and laid them out on a table. They 
had books for the other floors. In 
these books they wrote the name 
of the customer, the list of items 
on that floor, and sent them up 
and down by elevator to the var- 
ious floors. When these orders 
were filled by the stock clerks on 
these floors, they placed them in 
box trucks with the book, and 
these trucks were pushed by the 
“receiving clerks” of the third 
floor to the stock clerk who held 
the original order. The goods in 
these trucks in turn were placed 
on the tables. 

When these stock clerks got out 
a salesman’s order, they would 
start at the end of the order, plac- 
ing those goods in the bottom of 
the truck. This was done because 
when the truck was full and the 
goods in turn were laid out on the 
table, they would start with the 
beginning of the order, as the first 
goods on the order were on top 
of the truck. 

The top class of stock clerks, the 
aristocrats, were known as “hear 
backs.” In other words, they 
checked up the order, kept a rec- 
ord of the number of pages, and 
also recorded ‘the errors. The 
“hear backs” naturally had to be 
stock clerks with some experience. 
When customers made claims, a 
record was kept of these claims 
and they were charged up against 
the “hear backs.” It was their 
fault if an error was allowed to 
slip through. 


“Now,” said my visitor, “I want 
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STOP WASTE! MAKE EVERY SALE OF 
BRIGHT WIRE GOODS SHOW A PROFIT! 


Wastes of bulk selling are turned into “fixed” profits 





with Androck Bright Wire Goods in easy-to-handle, easy-to- 


display, easy-to-sell 5¢ consumer packages. You save time, speed 





EASY TO BUY AND turnover—turn “nuisance” sales into money-makers. Get in touch 


SELL AT A“Fixed” PROFIT with your jobber today—or write our nearest office! 


Liberal quantity of each 

Bri ~~ Wire Sones oo 

packed in its own colorfu 

5c consumer package. Re- 

3cconsumer package. Re- LET PROSPECTS SELL THEMSELVES 
tive shelf storage carton. |. | with this eye-arresting, all-metal, self-vending 
aos oie bey? coon counter display. Loads easily. Prospects sell them- 
display—boosts sales. No selves, help themselves. Place one beside your cash 
guessing—you KNOW you register—watch the sales ring up. Ask for details on 
make a fixed, liberal profit Deal No. 1140, which includes display. 

on every sale! 














aNDROCK end-J-Pa 


THE WASHBURN COMPANY, WORCESTER, MASS., ROCKFORD, ILL. 


YOUR JOBBER 









\\ 


HERE’S one of the fastest selling items in the retail 
hardware trade . . . ball bearing casters that roll in any 
direction quietly, smoothly and without effort. 
MERCHANTS MAKE MONEY WITH “ACME" CASTERS 
Every customer is a logical prospect for “ACME” Ball 
Bearing Casters. All you have to do is demonstrate . . 
roll an “acme” along the counter or in the palm of your 
hand and the sale is made. Stock “acmes” and roll up 


profits. 
THE SCHATZ MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 
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tu tell you how I got my first 
raise. I used to take my lunch to 
work in one of those collapsible 
tin boxes. At lunch time the stock 
clerks would sit near a window. 
eat their lunch and watch the old 
time horse cars go by. That was 
before the days of telephones. 
typewriters, automobiles, electric 
cars, etc. Sitting at the window 
one day the fellow next to me hap- 
pened to be a ‘hear back’. I was 
a stock clerk of the lowest order. 
! asked this ‘hear back’ if the 
same errors were not made over 
and over again. ‘Yes,’ he replied, 
‘the boys never seem to learn, or 
if they do, new boys take thei 
places and they start in making 
the same old errors. There are 
certain errors we look out for all 
the time.’ ” “Well,” said my friend, 
“will you give me a list of the ten 
most common errors?” The “hear 
back” tore a sheet of paper off a 
roll and proceeded to write out 
these ten errors. The first one | 
remember, and this happened oft- 
enest, was that stock clerks would 
put double the quantity of .22 
shorts in an order. The “hear 
back” said the reason for this was 
that all cartridges, except .22 
shorts were put up 50 in a box. 
while .22 shorts were packed 100 
to a box. Therefore when a stock 
clerk was careless or in a hurry, 
and he wished one thousand .22 
shorts, he would grab 20 boxes, 
and of course be a thousand over.” 


Correcting the Error 


I will not take time to repeat 
the other errors here. The point 
is that this hardware boy during 
his next lunch hour got a large 
piece of pasteboard and with a 
marking crayon wrote on it in 
large letters: “Look out! .22 
shorts, not 50, but 100 in a box.” 
Then he placed this sign over the 
bins in which the .22 shorts were 
carried. He also wrote out paste- 
board signs on each of the other 
errors, and placed them near the 
goods in question. He said the 
following month the number of 
errors on this list of ten items was 
reduced 50 per cent. 

“That isn’t a bad idea,” I said. 
“It reminds me of the time when 
I went into the city room of a 
large evening paper. I saw all 
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over the walls warning signs, tell- 
ing the reporters the words and 
sentences to avoid. The newspaper 
was trying to cut out all the usual 
bromides of the average writer. 
Every time a writer looked up in 
this room he was confronted with 
these different cards. One of 
them read, I remember, ‘Accuracy, 
brevity.” Another was ‘Don’t write 
than whom.” 


Paper Package Troubles 


“In those days” said my hard- 
ware friend, “a lot of goods, espe- 
cially foreign goods, came to us 
wrapped in paper packages. They 
weren't even in boxes. As I said 
before, during the busy season, in 
the spring and the fall, we worked 
very hard, but along in June, July 
and August, business was dull. 
The stock clerks did a lot of loaf- 
ing. It occured to me,” he con- 
tinued, “that the slow time would 
be a good time for the clerks to 
open those large paper packages, 
like Stubb’s files for instance. 
wrap them up in packages of a 
dozen, as they were usually or- 
dered, and then tie these up into 
half gross packages. I got to- 
gether a number of clerks who 
would rather do this work than 
loaf. In other words, we did 
everything we could to get the 
stock in shape so it could be more 
easily handled when the rush 
came.” Bundles ef high priced 
goods in half dozens were re 
wrapped into quarter dozens. 

My friend said it was a curious 
fact that goods in the several stock 
departments were placed in the 
departments regardless of when 
they would be called for. As the 
seasons changed these goods were 
not moved, so it occurred to him 
that it would be a good idea, as 
the fall season approached, to 
move the winter goods, especially 
the smaller items, into the large 
stock room, and at the same time 
move out the summer goods to one 
of the other rooms. In other 
words, he recommended to the 
head of the department that the 
stock department be organized and 
changed for the different seasons. 
This of course would save time 
for everybody. The goods that 
were concentrated on the third 
floor. the large packing floor of 


the house, would not have to be 
written in books, handled by stock 
clerks in other departments, saving 
a lot of time and handling. 

Another change he suggested 
was that instead of pushing cart- 
ridges, for instance, to the shelves 
in original cases on the truck, 
opening the case, putting the goods 
on the shelf, then nailing the lid 
on the case and returning it to 
the empty box file, that they elim- 
inate the cartridge bins, and in 
their place a sort of pyramid in 
steps be built on which the orig- 
inal cartridge cases could be 
placed. The stock clerks could re- 
move the lids of the boxes and 
then place the boxes on their sides 
on each step, and when filling 
orders could take the cartridges 
right out of their original cases. 
This system of course saved the 
time of the stock clerk in empty- 
ing the cases into the bins, and 
led to quite a saving of time in 
handling. 


Tinware Not Packed 


Another thing he mentioned was 
that at first there was no packing 
done in the tinware department. 
Tinware was one of the hardest 
lines to handle. It was pushed 
from the tinware department into 
the packing department in large 
trucks. Then the stock clerk would 
stack up two-quart buckets, or 
whatever the bulkiest items hap- 
pened to be, and tie strings around 
the table in order to hold the 
goods in place. Of course, if the 
string broke, or someone shook the 
table, the whole stack of tinware 
would fall down, not only damag- 
ing the goods, but leading to a 
generous amount of profanity from 
the stock clerk. His suggestion 
was to have the tinware depart- 
ment pack and mark the goods in 
their department and then send 
a memorandum or book back to 
the original stock clerk with the 
number of cases. From this idea 
developed the idea of packing case 
lots in all departments, instead of 
sending the goods to the main 
stock department. Of course, how- 
ever, this only helped when there 
were enough goods to make a case. 
Then the stock clerk on the ship- 
ping sheet he sent down to the 

(Continued on page 134) 
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DOOR CLOSERS 


PRECISION BUILT 
sive manufacturer 
vices in the world. 





STRONG— 
by the largest exclu 
of door controlling de 







No. 4 
RETAILS AT 
$2.00 


housands of dealers selling sash cord 





and clothes lines have found these two 
booklets immeasurable aids in building up 
sales—and profits. 







“How to Sell Sash Cord” is now in a sec- 








NORTON 











Durable long life screen door closer ond, revised edition, and the supply of the 

HIGHEST made with non rust tube of seamless first printing of “How to Sell Clothes Line” 
brass. The bracket, spring holder and is rapidly becoming exhausted. The books 

oaskcaeiad hinge plate are engineered from heavy explain how sash cords and clothes lines are 
SCREEN steel stampings to prevent breaking. made, why one cord is better than another, 
Special piston construction assures and why it is worth more. If you have al- 

DOOR ready read either of these valuable sales aids, 


checking— No. 4 is packed in indi- 


CLOSER a vidual carton with full attachment 






you will want copies of the other for your- 
self and each of your salesmen. 

Facts are briefly and interestingly pre- 
sented. Numerous illustrations make the 
sales message more vivid. They help all your 
sales because customers have greater con- 
fidence in stores where clerks can give in- 
telligent advice about the products they sell. 
Write today for your supply of these book- 
lets free. 






instructions. 






No. 04 
RETAILS AT 
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Benefiting by the same expert work- 
NORTON manship the No. 04 carries a fine 


reputation for satisfactory service. 







EXCELLENT ow * 
The No. 04 has been simplified. re- 






VALUE quiring but two-thirds as many parts 






as model No. 4. Only the highest 






SCREEN ; bang 
quality materials are built into Nor- 


DOOR ton Screen Door Closers, and No. 04 








also is made of seamless brass and 
CLOSER ; see tig 
comes packed in an individual carton 






with instructions. 






Consult Your Jobber or Write to 


NORTON DOOR CLOSER CO. 


Division of the Yale & Towne Mfg. Company 
2900 N. Western Ave., Chicago, Illinois 
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because you have 


MORE to offer! 


Modern lines, eye-appeal, attractive 
color combinations, a style and price 
for every pocketbook it is no 
wonder that dealers never have to 
“high pressure” customers on the 
Savoil line of up-to-date oil ranges, 
stoves, and heaters. You offer more, 
and make more, when you let Savoils 
sell themselves from your floor. 
Write now for new, complete catalog. 








More Work Less 
Oratory Needed 


ESS oratory and more’ work, 
fewer conferences and greater 
application to the problem confront- 
ing us are the primary needs of the 
country at this particular time, 
Henry H. Heimann, executive man- 
ager of the National Association of 
Credit Men, declares in his Monthly 
Business Review sent to the associa- 
tion’s 20,000 wholesaling, banking 
and manufacturing members _re- 
cently. 

“People seem to be wearying of 
plans and dreams of panaceas, hy- 
podermics and other extraordinary 
solutions suggested by some of our 
Utopian economic architects. They 
are tired of looking at blue-prints. 
What they really desire is to be left 
alone so they may get to work. 

“The planners and economic sur- 
geons,” he states, “need a good long 
vacation so that the nation, through 
work, can forget the travail of its 
economic illness during the years 
which have passed. The newspapers 
of the nation need news other than 
accounts of tumultuous conferences, 
acrimonious debates, clashes between 
government officials and _ business 
men, capital-labor conflicts, internal 
labor squabbles and the promulga- 
tions of Messiahs who are ready and 
anxious to lead us to their particuiar 
promised land. 

“If certain government officials 
will decide that their job after all 
is restricted to the specific task of 
properly administering the depart- 
ment they are directing, it is rea- 
sonable to suppose that the nation 
would be grateful. Cat-and-dog 
fights may be amusing for a time but 
there rmeust come an end to every- 
thing of this sort unless the good 
things built up by years of effort are 
to be destroyed. 

“Indeed, as a matter of self- 
preservation, it becomes necessary 
that we strictly adhere to our busi- 
ness, cease our family quarrels and 
try to get our nation welded into a 
cohesive unit. For it is undeniable 
that, while we are quarreling among 
ourselves, potential dangers to this 
country lurk across the seas.” 


Auger Bit Manual 


A 32-page booklet, entitled “A Man- 
ual to Help You in Selling Auger Bits,” 
has been prepared by The Irwin Auger 
Bit Co., Wilmington, Ohio, for dealers’ 
sales people. This manual contains in- 
formation about the mechanical fea- 
tures of auger bits and how to select 
the type best suited for different pur- 
poses. Manual is offered free. 
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MAKE SURE YOU 
START RIGHT 
IN YOUR QUEST 
FOR MORE BUSINESS 


USE- 
Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts of Your Salesmen 


We can supply you with 


the following lists:— 


1371 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually 
For $15.00 


10926 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $7.00 per M. 


6264 Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 


For $7.00 per M. 


17566 Hardware Retailers whose sales are less 
than $20,000.00 Annually 
For $7.00 per M. 


34756 Hardware Retailers (Complete List). 
For $5.50 per M. 


1013 Department Stores handling Hardware 
and Housefurnishings. For $7.00 com- 
plete. 


9111 Lumber Yards handling Builders’ Sup- 
plies. For $7.00 per M. 


ALL LISTS ARE COMPILED IN LOOSE LEAF 
LIST FORM. WIEN DESIRED ON 3”’x5’ 
CARDS THERE IS AN EXTRA CHARGE OF 
60c PER M. FOR THE CARDS. 


WE ALSO DO ADDRESSING AND MAILING 
OF CIRCULAR MATTER AT REASONABLE 
RATES. 


Ask for Details 


HARDWARE AGE 
Direct Mail Addressing Dept. 


239 West 39th Street, New York, N.Y. 














APRIL 7, 1938 


INDESTRO 



























70 o/s For Service 
W PROFITS FOR 
3 

ALERS 























You have a fast-selling 
profitable line when 
you stock the new In- 
destro Tools. We’ve 
proven that by actual 
tests in hardware 
stores. Wherever they 
are introduced both 
mechanics and home 
owners are enthusias- 
tic. And so are dealers, 
for these tools have 
proven a real source of 
profit which YOU can 
tap without any special 
effort. 








HERE’S WHY INDESTRO 
TOOLS PUT NEW VIGOR 
INTO SALES 
1. Big eye appeal. Beau- 
tiful—-streamlined. 


2. Big value—they look 





like a lot more than 
the cost. 
~ 3. Big volume -you may 
@ sell them in sets or 
each individual tool by 
itself. 
4. Quick turnover all 


numbers popular. 












5. Tools made of finest 
materials. Result: sat- 
isfied customers,  re- 

peat sales. 
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/INDESTRO are 


2675 MRILGARE AVE.EE 
IT YDURS FOR 
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YOUR SALES TONIC for SPRING 
These Super-Fine TOOLS 


In the fast growing line of 
Millers Falls fine tools 
there’s a wealth of stimulat- 
ing new items — stimulat- 
ing to the eye and to retail 
sales. They feature improv- 
ed types, colorful new mate- 
rials, smartly streamlined 
designs, and other notable 
developments that _ spell 
better profits for you. Good 
stores can sell high quality 
tools like these. 


This famous line also in- 
cludes hundreds of stand- 
ard tools developed through 
seventy years of fine tool 
making and time-tested for 
the utmost in performance. 


They’re all described and 
beautifully illustrated in 
the big, new Catalog 42 — 
the Tool Book of 1938. 
Write for your copy today! 
Address Millers Falls Com- 
pany, Dept. A1, Greenfield, 
Mass. 


MILLERS FALLS COMPANY 
Greenfield, Mass. 
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Hack Saw 
Frame 











Boosts Housewares 
Volume 
(Continued from page 45) 


ped with concealed lighting units 
Shelving is adjustable to differen 
heights. To enable a clear view 
of the enamelware, chromium 
ware, chinaware, glassware, etc.. 
in these wall units each shelf is 
narrower than the one below it. 

The two outer lines of display 
tables are three deckers, with grad- 
uated shelves, so that all merchan- 
dise is easily visible to customers 
and salespeople. Most of the 
higher priced and better quality 
lines are shown on one side, the 
other side being devoted chiefly to 
tinware, gadgets and competitive 
priced merchandise. Gadgets are 
shown on open panels with green 
backgrounds. Wide aisles and 
plainly marked prices make the 
department an easy place in which 
to shop and a good quality lino- 
leum floor covering adds to the 
general appearance of the store. 

Deliveries of housefurnishings. 
giftwares, etc., are made to all 
parts of Cincinnati, and special 
gift wrappings are used when de- 
sired. The store also mails gift- 
wares to all parts of the country 
for its customers. Some customers 
want to be waited on by women. 
others by men, so the department 
employs three saleswomen and one 
salesman. 

Although featuring quality lines 
the department carries competi 
tively priced merchandise as well 
A quality line and a competitivel) 
priced line of aluminum ware are 
offered by the store. Enamelware 
is displayed in both quality and 
medium price qualities. Because 
many patrons object to the sale o! 
foreign articles the departmen! 
carries only domestic merchandise 

Pickering’s was founded in 1858 
and has kept pace with the times 
by making frequent changes in its 
lines and display methods. In 
1934 a brand-new store—in reality 
a hardware department store—wa- 
built in order to better serve th 
store’s customers. Like a depart 
ment store, Pickering’s has a pas 
senger elevator and a central cash 
ier’s department with cash carriers 
to enable quick handling of cash 
and sales slips. 
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RABBIT'S-FOOT RALPH 
HE RATES A RAISE 


TAB 


vit 
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STARTS TO EXPLAIN IN DETAIL HOW HE WON 
GOLF CLUB CHAMPIONSHIP 























GRABS HANDY BISSELL TO DEMONSTRATE HIS 
FAMOUS “DOUBLE-ACTION INTERLOCKING GRIP” 











FINDS AUDIENCE SUDDENLY CHANGED. SEVERAL 
SHOPPERS APPEAR, AND BOSS IS COMING 














STARTS TALKING BISSELL FOR DEAR LIFE —— 
AND SELLS TWO SWEEPERS 








we 
No. 920 
BEAMS AS BOSS SAYS: “THATS WORTH A Boost! 


CATALOG ON REQUEST 
, THATS THE WAY TO SELL ‘Em! ” 
| HE sight of a new, good-looking Bissell skimming over 
a carpet makes a woman yearn to own it. And that 
desire is increased to the sales-making point when you show 


1 ‘acturin Com an how efficient a Bissell is in action. That’s why it’s so profit- 
wh yy able to show Bissells in use—and speaking of profits, the 


one you make on a Bissell is always full and fair. They 











ERIE. PENNSYLVANIA 


move steadily with never a mark-down. 


| BISSELL CARPET SWEEPER CO. 


GRAND RAPIDS, MICHIGAN 


siege i = 


NEW YORK: 45 Warren St. 00 Purchase St. 
CHICAGO: - 162 N..( N. Clinton Se. SANLPRANCISCO: 703 Market S Market St. | 
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THERE’S NOTHING LIKE IT 
IN THE ENTIRE INDUSTRY 


sl it bridges the gap between 
household and commercial 
refrigeration. 


Refrigerates 
FOODS or 
Beverages 
Perfectly 
Either WET 
OR DRY! 


y 


THE C Ecunsuick BLUE FLASH 


TSeQVise- ter ELaCreie REFRIGERATOR 


The picture illustrates the wide range of Saves Shelf Space! 

this famous line of table-top Refrigerators The exclusive Brunswick 5-sided refrigera 
with the exclusive Brunswick 5-sided re- tion principle makes BLUE FLASH Table- 
frigeration principle that makes this amaz- Top Construction possible. Because of it, 
ing performance possible. All foods—fresh the cold stays in, even when the lid is 
or prepared; all meats; all vegetables; all open. Because of it, merchants save shelf 
fruits; all sea foods or fish; all dairy prod- space by using the Blue Flash—as a 
ucts and produce can be kept fresh and Table or as a Counter, or as an Island 
flavorful at any predetermined tempera- Display! It sells as it refrigerates! Owners 
ture desired WITH PRACTICALLY NO DE- like its “Slide the top and reach in” feature. 


HYDRATION. All beverages as_ well, 
whether canned or bottled, may be kept 


icy cold in WET or DRY storage—standing Dealers! Distributors! 

or corded. Opens a Brand New Market For You! 
Refrigerates Faster - Costs Less! Nearly every merchant on Main Street is 

Another reason for the tremendous popu- a real prospect for the Blue Flash! 

larity and salability of the Brunswick Here's a line that offers you a tremendous 

BLUE FLASH is that it cools faster, operates new source of extra sales and liberal prof- 

more economically, and costs less per cubic its. For full particulars, mail the coupon 

foot than any other refrigerator. below. Act NOW!, 


Here's the Complete line of BRUNSWICK BLUE FLASH Table-Top Refrigerators 





MODEL B—For smaller space, MODEL D—Extra-capacity with MODEL F—For larger require 
this model meets every need. two storage compartments on ments. Three storage compart- 
Its single top compartment can top for WET or DRY storage, ments on top for WET or DRY 
be used WET or DRY. Also has — the —— storage ‘pa storage. Has a capacity of 
. partment. Top compartment an approximatel 14 cu. ft. in 
ahpiee iy Se the side door compartment have the three a compartments. 
ment. Have combined capacitv a combined capacity of ap- (This model has no separate 
of approx. 9 cu. ft. proximately 13 cu. ft. side door compartment.) 


Appliance Division, THE BRUNSWICK-BALKE-COLLENDER Co. 
636 So. Wabash Ave., Chicago, Ill. 


Segtonce Division, The Brunswick-Balke- 
Collender Co., 636 S. Wabash Ave., Chicago 


DEALERS! DISTRIBUTORS! Tell us more about the Brunswick BLUE 
é : FLASH EXCLUSIVE FRANCHISE. Send full 
Send this Coupon for Con ete particulars. 
Details on the money makin ee 
Brunswick Blue Flash Franchise! a 

Address 
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Dramatized Sales 
Meetings 


(Continued from page 57) 


a variety of delicious meals with- 
out watching. Automatic features 
and lasting qualities are the 
points of stress in the toaster 
demonstrations. In selling fer- 
tilizer, the salesmen stress the val- 
ue of a product which gives re- 
sults both now and six months 
later. On light bulbs, they show 
that a high-grade domestic pro- 
duct is actually no more expensive 
than a cheap import because of 
the longer life of the former. The 
paint appeal is coverage per unit 
of cost, plus lasting quality. 

Each demonstration is con- 
ducted by a different salesman 
who is given his subject a month 
in advance and who may select 
anyone he wants to play the part 
of the customer. This spread of 
coverage means a variety of pre- 
sentations and also valuable ex- 
perience for the various salesmen. 

“The demonstration work is al- 
most as valuable to the men who 
do it as to the other salesmen,” 
says G. M. Tuley, head of the 
company. “It makes them do 
some serious thinking about their 
own sales presentations. It helps 
give them confidence in them- 
selves. And, it keeps them from 
‘losing’ the best points of their 
sales talks. When a man sells the 
same article day after day, he is 
likely to drop a point every now 
and then until the backbone of his 
story is gone. When he knows 
everyone around is going to pick 
what he says to pieces, he doesn’t 
miss anything.” 

The meetings are followed by 
open discussions on which good 
and bad points are brought out 
and suggestions made. Then. 
comes a question and answer 
period in which anybody in the 
organization can ask for informa- 
tion on any point—from_ the 
management on down. 


Bicycle Catalog 

A recently issued 15-page catalog 
features Schwinn-built bicycles with 
Schwinn knee-action spring fork, fore 
wheel brake and the Cycelock. Arnold 
Schwinn & Co., 1718 N. Kildare Ave 
Chicago, Tl. 
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' MYERS: 


CENTRIFUGAL 
SUMP PUMPS 


More snow——more ice—more 








rain—more flooded basements 
—more Myers Sump Pumps— 
more business—more profits. 





_— a 


Flooded basements need quick 
relief. Prompt action is neces- | 


sary. Customers demand rush 
installations. Be prepared to 
secure the sump pump busi- 
ness in your locality. Stock 


4 


Ve 
. Myers Sump Pumps now and be ready to 
serve your trade promptly. 


Myers Sump Pumps are made to take it. 





IMPROVED FOR 1938, they’re dependable 


for 


— automatic 
res drainage of cellar | 


srs 
aL 
- 


| or basement. | 
a Easily installed, | 
new performance | 
values, favorably | 
priced, be sure to 

send us your or- 

ders today. We are 

ready to serve you 

promptly. 


Write or 


wire. 





THE F.E.MYERS & BRO.co. 


ASHLAND, OHIO 


HAY TOOLS DOOR HANGERS 


PUMPS- WATER SYSTEMS - SPRAYERS 
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| AN ENGINEERING SENSATION! 


NEW! 


AUTOMATIC 





SEGAL sal MACHINE 


Does Twice the Work of Other Machines and 
COSTS LESS THAN HALF 





MORE AND EASIER PROFITS 


CUTS ALL KEYS 








Zz 








3 


@ BUILT-IN 1/12 H.P. WEST- 
INGHOUSE MOTOR AC OR 


@ AUTOMATICALLY  DUPLI- 
CATES CYLINDER KEYS. 

@ RECTIFYING FEATURE 
GUARANTEES ACCURACY 


DC CURRENT 
@ PATENTED 
TESTED AND APPROVED BY 


FEATURES 


@ VARIABLE SPEEDS FOR ALL 
TYPES OF KEYS. LOCKSMITHS. 

@ ECONOMICAL TO OPER @ MAXIMUM EFFICIENCY— 
ATE. SPEED AND CONVENIENCE. 

@ MADE TO LAST A LIFE- @ PAYS FOR ITSELF IN SHORT 
TIME. TIME. 


The First Real Practical Automatic Key Machine Made. 


No. 1825—Price $150 
F.0.B. So. Norwalk 





A SEGAL KEY MACHINE FOR EVERY PURPOSE 
No. 1925—SEGAL AUTOMATIC KEY MACHINE 


For Cylinder Keys only—complete 





Se EEE OPT RCC CCRC 
No. 1810—SEGAL KEY MACHINE~--For Cylinder 
keys--Bit keys—Cabinet keys-—-and Let 
terbox keys—NOT equipped with moto: 
NOT automatic BS he Tee $72 
No. 1815—SEGAL KEY MACHINE—Same as No. 
1810 with addition of bronze bearings in 
Pe aa : ; > ae ; ; $80 








SEGAL KEY MACHINES ARE THE STANDARD 
of the HARDWARE TRADE SINCE 1918. 


Complete catalog on request 


NORWALK LOCK CO. 


DIVISION OF 


SEGAL LOCK & HARDWARE CO., Inc. - 26) Broadway, N. Y. 
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Atkinson Heads 
New Association 


(Continued from page 65) 


toward a better understanding of 
discounts. Dealers should be edu- 
cated, he emphasized, to give better 
service rather than lower prices. Be- 
cause manufacturers making con-’ 
sumer goods must guess how many 
units consumers will buy, when they 
| will buy and what price they will 
pay he urged that the new group, 
when organization is completed 
study the potential market for new 
radio sets as a guide for radio pro 
duction. There are, he said, 41,000 
dealers handling electrical appli- 
ances in this country and 49,000 
selling radio sets. 

There are a large number of con 
sumers in this country who do not 
buy merchandise through retail 
dealers, buying through their com 
pany connection, cooperative groups, 
etc., said William H. Ingersoll, 
Ingersoll, Norvell & Babson, Inc., 
New York City industrial consul- é 


NAT SAYS... 


No odes are written to a nut, 
Or bolt or screw or rivet, 
But if they didn't do their job, 


Your life, you couldn't live it. 








tants. Many companies have, he 
stated, special departments for buy 
ing merchandise for their employees > 
at reduced prices, sales of this kind 
in New York City totalling $50,000. 


* 
Th p D 0 Th p | l J 000, while the amount is about $30, 
ses 000,000 in Chicago. He declared 
that getting laws on the books is not 


sufficient to stop price cutting but 
that effort must be made to have 











A istributor— |— 
sa hardware distributor—wholesale or retail—you want iaetiiin sak Gein oa 
a line of bolts, screws, nuts and kindred items that will give retail price maintenance contracts. 
: ° ‘ There are manufacturers who are 
your customers uniform satisfaction. Also, you want depend- oat sin anaes ux tol. ah 
able service and a fair profit. dealers will support their efforts to 
fix retail sales prices. There must 
4a . 4a 
In other words, you want what “National” has to offer be an unanimous desire on the part 
with its time-proved and exceptionally complete line of of Goatem to Coat 26 Maen saemies 
on policies they approve. Setting 
— maximum trade-in allowances for 
Nuts and Bolts Phillips Screws Stove Bolts appliances and radio would give 
Machine Screws Cotter Pins Wing Nuts greater firmness to the price struc 
. i ture. 
Cap and SetScrews SpokesandNipples Pipe Plugs ws 
Wood Screws Rivets, Tacks Help Small Dealers 


W. J. Cheyney New York City, 
managing director, National Retail 
Furniture Association, said that the 

bd new organization must figure out 

a La Of a things that will help small dealers. 
The purpose of a national group, he 

SELL ECe DHE FHREAPLS said, is not to run local busines: 
PROODOGCCE TS but to study information that can 
be referred to local groups. He 
urged that the association spend 








THE NATIONAL SCREW & MANUFACTURING CO. much money finding out about laws 
that are proposed as the group 
CLEVELAND » OHIO would spend in working for the pas 








sage of those laws. The group 
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When Making a New Connection 


fm IMPORTANCE of knowing something of our sources of supply is more im- 
portant than many of us think, for, while many suppliers can take care of us in 
slack times, it is quite important to know that our sources of supply are certain during 
periods of pressure. 

Coated Abrasives are highly technical products—require the highest type of en- 
gineering and chemical skill. 

The plant and its equipment must be modern at all times to assure results—the 
crude materials must be of the best. 

The entire process must be under efficient laboratory control at all times—from 
the specifying and testing of crude materials to the analyzing and testing of the finished 
product. 

All these qualifications are to be found in the new, up-to-the-minute plant of 
Clover Mfg. Co., Norwalk, Conn., which has a productive capacity of 11 million dol- 
lars a year, under the supervision of five experienced engineers who have specialized 
in this work. 





We crush and grade our own grain—we manufacture a complete 
line of Coated Abrasives—our entire product, both before and during 
manufacture, is under our own laboratory control. 

We are a strong, well-financed corporation, owning and operating 
one of the finest and most complete units in the industry, which is 
entirely free from debt of any nature—our products are second to none 
and our prices are right. 

What more could a discriminating and careful buyer ask? 


CLOVER MFG., CO., Norwalk, Conn. 


















AME KINNEY or 


Cost No More Than Ball Bearing Hinges 


Dealers everywhere are enthusiastic about McKinney Oilite 
Bearing Butts as applied to exterior doors. It's the one Butt 
Hinge that offers absolute silence, perfect alignment and 
long service—at no extra cost. 

These modern hinges are the result of two years textes 
with “Ojilite’—the self-lubricating metal that has been so 
successfully applied to automobiles, farm implements, wash- 
ing machines, etc. 

McKinney hinges are available in all sizes and styles. 
Let us send you complete information. 


McKINNEY MANUFACTURING COMPANY, PITTSBURGH, PENNA. 









McKINNEY OFFERS TWO NEW DESIGNS 
IN FORGED IRON—AMERICAN COLONIAL ao BEDFORD 


DESIGNERS AND MANUFACTURERS OF GOOD HARDWARE FOR 72 YEARS 


APRIL 7, 1938 105 











Here’s what dealers everywhere are saying 
about the new DAZEY DISPLAY pictured 
above. “It’s really next thing to a miracle 
the way it steps up sales from the moment it 
goes into a window!”’ Have you tried it? If 
not, there can be no better time than right 
now. Many thousands of Dazey Devices 
used by satisfied customers have put up just 


that many DAZEY WALL BRACKETS 










New 
Displays 
Have 
Proved 
Amazingly 
Effective 


and have created the desire for still more of 
these great kitchen helpers. Besides, there’s 
no better time than right now to push the 
sale of any kind of housewares. So, get a 
DAZEY DISPLAY in your window right 
away. You'll be delighted to see how all 
houseware sales come to life along with 
DAZEY’S. If you haven’t a display ask your 
jobber or write us how to get one FREE. 


DAZEY CHURN & MFG.CO., Dept. D-13,4301 Warne Ave., St. Louis, Mo. 


QUANTITY 
SALES 


through 


QUALITY 
LIGHT BULBS 


Satisfy your customers 
and build repeat volume 
with American - made 
Sun-Glo electric light 
bulbs. They give your 
customers their full 
money’s worth in light for 
every penny spent in lamps 
and current, and they 
bring you an_ attractive 
profit-paying margin. Write 
for full details. 


Sun-Glo Lamp Works, Inc. 
Subsidiary of Wabash Appliance Corp. 
Brooklyn, N. Y. 


335 Carroll Street 









OFFICES AND WAREHOUSES IN PRINCIPAL CITIES 





should consider the public good a 
well as the welfare of its member- 
he emphasized. 

Mr. Atkinson. as temporary chair 
man, pointed out that the purpose 
of the meeting was to form a na 
tional organization with its member 
ship from electrical appliance and 
radio dealer groups throughout the 
country but said that provision 
would be made for admitting indi- 


vidual dealers located in areas 


where there were no local groups af- 
filiated with the national association. 
with the understanding that such in- 
dividual members would become af- 
filiated with local groups when they 
were formed. The organization 
would be cooperative and not coer- 
cive, Mr. Atkinson declared. A mo- 
tion was made and passed that a 
national group be formed. 

Temporary committees were ap- 
pointed, at the morning session. by 
Mr. Atkinson, and were asked to 
make their recommendations at the 
afternoon session. Members of the 
resolutions committee were: Mr. 
Capron, chairman: Samuel Stein, 
Jamaica. N. Y.. a member of the 
Queens Association of Electrical Ap- 
pliance Merchants, and Homer C. 
Davis. Philadelphia, president, Home 
Appliance Dealers’ Association of 
Philadelphia. The by-laws. consti- 
tution and name committee members 
were: W. H. Frederick. Electric 
Trade Association of Wilmington, 
Del., chairman; B. H. Poucher, and 
Ss. F. Clutterbuck. Gambill Corp., 
Chicago. Members of the finance 
committee were: Joseph Dorsey. 
Dorsey General Appliances, Inc., 
Woodside. N. Y.. chairman: Max 
Schutze. Columbia Furniture Co., 
Richmond, Va.. and Ward Nicholas, 
Washington D. C. Men appointed 
members of the nominating commit- 
tee were Ralph Wegner, Fort Wayne, 
Ind.; J. C. Harding. J. C. Harding 
& Co.. Ine.. Washington, D. C.. and 
Percy Peters Brooklyn. 


Resolutions 


The resolutions committee offered 
a number of proposals as to policies 
and purposes, all of which were ap 
proved at the meeting. One resolu- 
tion dedicated the efforts of the 
group towards stabilization of radio 
and electrical appliance price strue- 
tures. Others favored sale of radio 
and electric appliances only through 
established merchants in position to 
properly merchandise the lines; op- 
posed sales of these lines through 
discount houses, consumer co-opera- 
tive groups and company employee 
buying groups; favored production 
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Complete Line of 


JEWEL ABRASIVES 


Packaged for Easy Stocking 
and Ready Sale 





Every type of moulded and coated abrasive in the Jewel line is 
packaged for factory-new delivery to you, in spite of the most 
adverse weather and roughest handling. Fastest selling to your 
customers. Properly protected, attractive in appearance, clearly 
labeled, compact, the Jewel line is easiest to handle in any store! 


BENCH STONES 


Aluminum oxide or silicon carbide 
abrasives, made in all popular sizes 











Wrapped to assure perfect condition 
when sold. 


GRINDING WHEELS 


For hand or power machines. 
Perfect balance and uniform 
composition make Jewel 
wheels a trouble-free line for 
you. 


SHAPED STONES 


A full assortment of square, 
triangular, round, taper, round 
edge, and special files and slips 
to meet any demand. 


“READY ROLLS” con- 
tain 50 yards—any stand- 
ard width. 





“MASTERPAK” keeps moisture out, 
flat sheets flat, corners unbent. 


Way. 
ne oe SAWDPADER 





JEWEL SHELF BOX has finger open- 
ing in end. Novel cover keeps contents 
clean yet gives ready access. 


“READY-PAK” displays as it holds 
12 packs of 20 sheets in assorted grits. 


A complete assortment of fast-selling Jewel Sandpapers, Abrasive 
Cloths, Shaped Stones, Bench Stones and Grinding Wheels will 
pay you dividends. The Jewel trade mark is your assurance of a 
sound and fast service from a progressive manufacturer. 


Ask your jobber or write direct. 


ABRASIVE €# PRODUCTS 


JEWEL EMERY © * NEW PRO 









JEWELOK @ JEWEL GARNET JEWELITE © 
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No. 8758'/4 H.R. 


When Your Customer 
Wants 4 Good Rox Lock 


Tm Eagle Box Lock meets requirements for 
tool and other boxes when the customer wants a 
three-in-one combination of security, fine appear- 
ance and moderate price. 

Eagle No. 8758's H.R. measures 35%” x 1/4”. It 
is a gracefully modeled steel lock, nicely brass 
plated, and has six changes of keys. It is self- 
locking and when snapped shut, the lock com- 
pletely covers the attaching screws, making it 
inaccessible to tampering. It is a lock you can 
sell—for many purposes. 


The Eagle Quality Line 


Night Latches Store Door Sets Wood Screws 

Trunk Locks Padlocks Stove Bolts 

Front Door Sets Cabinet Locks Machine Screws 
CNECTA ba CS 


26 Warren Street -: fs CO York. 
Branch Offices: 


521 Commerce St. 179 N. Franklin S#. 
Philadelphia, Pa. Chicago, Ill. 


Works at Terryville, Conn. 





EAGLE J 


114 Bedford St. 
Boston, Mass. 
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Now. Sine Customers “Bonus” Values 





Pom out to your customers that Dietz 
Lanterns have always represented the best 
value to be had. 

Today, Dietz Lanterns have been given "Bonus" 
Values in new features that make them hand- 
somer, different—BETTER—than kerosene lan- 
terns have ever been before. 


—Modern streamlining, with shapely curves that 














spill off wind and storm. 
—Very broad and stable fount and base. 
—High efficiency burner. 


—Coated with Grade A Charcoal tin in new 
process bright finish. 


Feature Dietz Streamlined Lanterns—play up 
the bonus values, and collect what's coming to 
you in increased sales. 


on ee ew Ae 


NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD. 


Founded 1840. 


Output Distributed Through the Jobbing Trade Exclusively. We 
Do Not Sell Chain Stores, Catalog Houses or Syndicate Buyers. 























with 2 Famous Programs 
Coast-to-Coast Coverage 


Big news! Fly Ded goes on the air from coast to coast 
right through the insect spray season! The ever- 
popular “Mrs. Wiggs of the Cabbage Patch” and the 
sensational “Easy Aces” BOTH sell Fly Ded for you! 
Chink what that’s going to mean. Increased volume 
on the one and only pepular-priced spray with na- 
tional advertising. Increased profits to you on the 
item that’s already the biggest value in its field! 


Full Pint Can 
Sells for 207 
6-0z. Can Sells for 107 
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MIDWAY CHEMICAL CO. (vistriburors Jersey City, N. J. 








geared to current consumer de- 
mand; favored uniform trade-in 
schedules; called for labelling and 
identification of electric appliances 
and radio sets with model number 
and price so marked that they can- 
not be eliminated; protested againsi 
cruises, etc., as sales volume build- 
ers; favored active fight against 
misleading advertising and favored 
free and frank interchange of ideas 
among members. Other resolutions 
pledged support for all national re- 
tail groups with aims similar to the 
new groups and pledged aid to man- 
ufacturers and wholesalers cooper- 
ating with the association. 

The report of the by-laws, consti- 
tution and meeting place committee, 
approved by the meeting, called for 
election of a president, vice-presi- 
dent, recording secretary, treasurer 
and executive secretary and later 
selection of 12 regional vice-presi- 
dents. Two possible names for the 
association were suggested the as- 
sociation selecting for its name— 
National Association of Radio and 
Appliance Retailers. 


Officers Elected 


Russell A. Atkinson was elected 
president. Homer C. Davis is vice- 
president, and W. H. Frederick, 
Wilmington, Del., is recording sec- 
retary. Ralph Wegner, Fort Wayne, 
Ind., is the treasurer. The com- 
mittee on finance recommended an- 
nual local association dues—$50.00 
per year for local associations hav- 
ing 25 or more members and $25.00 
per year for local associations hav- 
ing less than 25 members with each 
member of the local associations 
paying $1.00 per year. For indi- 
viduals in communities having no 
group affiliated with the national 
association the dues were set at 
$10.00 per year. A tentative budget 
for the first year was read. 

A banquet in the West Ballroom, 
Commodore Hotel, in the evening 
concluded the meeting. President 
Atkinson announced that B. H. 
Poucher, Architects Bldg., 17th and 
Sansom Sts., Philadelphia, Pa.. was 
elected temporary executive secre- 
tary of the organization at the meet- 
ing of the board of directors 
comprised of the officers of the 
association, and that Homer C. Davis 
was elected chairman of the board 
of directors. Mr. Atkinson an- 
nounced that the 1939 convention of 
the association would be held the 
first week in March, 1939, in Fort 
Wayne, Ind., with Ralph Wegner as 
chairman of the convention and en- 
tertainment committee and _ that 
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steps* had been taken toward the 
incorporation of the association. 
Dr. O. H. Caldwell, New York 
City, editor, Radio To-day, former 
member of the Federal Radio Com- 
mission, addressed the banquet and 
urged dealers, manufacturers and 
wholesalers to do all they can to see 
that the present system of radio 
broadcasting is maintained. There 
are, he said, 37.000,000 radio sets 
in use in this country. He urged 
dealers not to get discouraged as to 
progress in radio manufacturing as 
new things to sell are being de- 
veloped. He emphasized the need 
for co-operation between all 
branches of the radio industry. 
Outlining some of his experiences 
as a newspaper correspondent in 
foreign countries and as a roving 
radio commentator Linton Wells 
told of the censorship of radio and 
the press as exercised in European 
and other foreign nations. He 
urged a fight against censorship of 
radio programs in this country. 


Safety of Customers 
ERCHANTS and others main- 


taining places of business 
for the use of customers are re- 
minded by a recent New York deci- 
sion that walks, steps, and other ap- 
proaches to the business building 
must be kept in a safe condition. If 
a customer suffers any injury by 
reason of a “defect” in such ap- 
proaches, the proprietor of the busi- 
ness place will be held legally and 
financially responsible. 

In the New York case a man fell 
on a walk leading from the public 
street to the business place. His fall 
was apparently caused by ridges of 
ice on the walk. The jury found 
that the walk had been in a danger- 
ous condition for quite some time 
and that this condition had existed 
long enough to give the proprietor 
“constructive notice.” 

“Constructive notice” is a some- 
what tricky thing in the law. It 
means that where a defective condi- 
tion has existed in an approach to 
the business building or within the 
business building itself for a consid- 
erable length of time, the proprietor 
of the business is considered to have 
“constructive knowledge” of the de- 
fect whether he actually knew about 
it or not. 

Ice on a walk was the particular 
“defect” in the New York case, but 
any kind of hazardous condition that 
causes injury to a customer or other 
business visitor, is sufficient to make 
the proprietor of the place legally 
and financially liable. 
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... that’s your 
CASH RETURN 
on what these 
sponges cost you! 


1) 


FOR 1%, DOZ. YOU PAY $4.98 
YOU SELL FOR $8.30... 
YOU PROFIT $3.32! 


, 
¥. you get a 66% cash return on 
what these amazing new Du Pont 
Sponges cost you! Here’s a chance to 
cash in right on the “spring cleaning” 
fever! 
So useful are these nationally adver- 
tised Sponges that many hardware deal- 
ers report selling 2 or 3 to a customer! 


Housewives keep one in the bathroom, 
another in the kitchen (for windows, 
woodwork, silver or dishes)... and their 
husbands use a third for car washing. 

FREE... 


ing, small-space display material on 


consumer folders and strik- 






cellulose 


SPONGE 








66% PROFIT! 


.--on this housecleaning aid! 








HERE’S WHY THIS SPONGE 
IS SELLING SO FAST! 
a. SOFT when wet...cannot scratch 


or mar the most delicate surface. 

2. TOUGH... long-lasting. Resists di- 
luted household acids, alkalis, and 
cleaning compounds. 

3. ABSORBENT. -- holds 20 times its 
weight in water! 

4. CAN BE STERILIZED by boiling 
in water. 

5. FLUATS...won't pick up grit from 
bottom of pail. 

6. NATIONALLY ADVERTISED in 
Saturday Evening Post,” “Good 
Housekeeping,” “Better Homes & 
Gardens,” “American Home.” 



































request. Display these Sponges near your 
other spring cleaning items... they take’ 
up little space and will help you sell 
related products. Du Pont Cellulose 
Sponges come in 4 sizes, priced to retail 
from 25c to $1.10. Send the coupon for 
full information today! 






MAIL THIS COUPON TODAY 





E. I. du Pont de Nemours & Co., Inc., 
Cellulose Sponge Sales, Wilmington, Delaware. 


Please send us full information about 

the money-making opportunities of- 

fered by the Du Pont Sponge. 
reer: 


P66 vec nceccrscccas across , 


i er ee State. 
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Master 


Secret Service 


50c to 


4 $1.50 The protector of val- 


uable property clear 
around the globe. 





e World-famous for its rugged strength, 
perfected key security and scientific 


laminated construction — brass or 


steel. The finest in padlock security. 


Master Jock (6. 


Workda Largest Padkock Manufacturer 
MILWAUKEE. WIS. | 
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Tennessee Discusses the 
Dealer and His Town 


EETING for its first annual 
M convention at the Andrew 

Jackson Hotel, Nashville. 
Tenn., March 9 and 10, the Tennes- 
see Retail Hardware Association 
was shown the road to better mer- 
chandising. Emphasis was placed 
on two points. The hardware dealer 
now had assistance from the outside 
to help him strengthen his place in 
the community, and that by apply- 
ing intelligent methods of merchan- 
dising he could help himself. 

Rivers Peterson. editor, Hard- 
Retailer, told the dealers of 
association activities and explained 
the objectives of National Hard- 
ware Week, May 9-14. 

Paul Mulliken, Simmons Hard- 
ware Co., St. Louis, Mo., spoke of 
the extent to which 
were willing and prepared to go in 
the local dealer in 
what he 


ware 


Ww holesalers 


order to assist 
combating 
termed “snydicate distribution.” 

In explaining how the more pro- 
gressive jobbers were co-operating 
to assist the local dealer, Mr. Mulli- 
ken stated that his firm had spent 
$25.000 in shopping during the past 
two years, and that the findings of 
this exhaustive study would be 
passed on to each hardware dealer 
in the state. Mr. Mulliken said 
that his firm had shopped 6610 
different items and that they had 
been classified into three 
first the group on which the dealer 
could make 50 per cent; second 
the group which would allow not 
over 35 per cent, and the third group 
which would not allow enough profit 
to justify handling. Of these items 
the Simmons company had found 
that 60 per cent could be sold with 
a 50 per cent mark-up, 21 per cent 
could be sold with a 35 per cent 


successfully 


groups: 


. profit, and only 19 per cent were 


in the last classification. “The day 
is coming,” Mr. Mulliken said, 
“when the independent dealer will 
be able to sell as cheaply as the 
syndicates, but we are going to have 
to insist that the manufacturer place 
the independent dealer in a_posi- 
tion to meet syndicate distribution.” 

In discussing credits as they 
apply to the hardware dealer, D. E. 
Cross, credit manager of Belknap 
Hardware & Manufacturing Com- 
pany, Louisville, Ky., stated that his 
company carried over 30,000 retail 
hardware dealers on the books. On 
these dealers he stated that his 
company’s annual credit loss was 


less than one-tenth of 1 per cent. 
“It is my belief,” he said, “that we 
could not extend credit to any other 
class of people with so small a loss 
ratio.” 


Heavy appliances such as elec- 





HUGH C. ROSS 


Reelected President 


tric ice boxes. electric ranges and 
electric hot water heaters belong in 
the hardware store according to the 
statement of J. O. Kelso, Kelso 
Hardware Company. Brownsville. 
Tenn. “If you are willing,” he said, 
“to study appliances, and to devote 
a considerable amount of your time 
to soliciting business, after dark. 
then by all means add the heavy 
appliances to your line.” One point 
on which they were cautioned by 
Mr. Kelso was the location of the 
appliances in the store. “Place them 
in the back of the store,” Mr. Kelso 
said, “where they will be out of the 
way of the flow of trafic. I have 
seen a $100.00 appliance sale ruined 
by a 5-cent purchase of nails. so my 
advice to you is; get your appli- 
ances to the back of the store and 
out of the way.” 

J. B. Greer, Hardware 
Company, Loudon, Tenn., addressed 
the assembly upon the subject of 
“Installment Selling of Stoves and 
Ranges.” By pushing stoves and 
ranges. Mr. Greer stated that his 
company had been able to increase 
their sales of these items from nine 
ranges in 1927 to 78 in 1937. He 
advised his fellow hardwaremen to 
pay particular attention to the colors 
now used on the stoves, “My advice 
to you” he said, “is to handle a full 
line of stoves and ranges on the 
installment plan. These items are 


Greer 
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DID YOU EVER SEE 


lee Water Coolers 


WITH ALL THESE FEATURES? 


AT SUCH LOW COST! 


] Beautifully designed cab- 
inets—a credit to any 
modern, well-equipped 
office or business. 


2? Glass wool insulation. 
3 Entire cover removable 


for easy icing, insulated 
from body with rubber. 





4 Chrome plated fittings, 


MODEL T-50 


for connection with pressure 
watersupply and city drain- 
age. Holds 50 lbs. of ice. 
High gloss, pearl gray finish. 
List Price ... $49 


pressure cooler equipped 
with approved sanitary 
angle stream bubbler and 
self-closing, double 


action valve. 


§ Acatch all for used paper 
cups in Bottle Coolers— 
no separate receptacle 
needed. 





6 Compact cabinets 1412” 
' square — fits in minimum 
space. 


7 All welded skyscraper 
construction. 


ip . 


These are just a few of the high 
spots of these new and better 
—_ Cordley Water Coolers. They 
will help you geta profitable vol- 
ume of water cooler business. 


Write for details and discounts. 


MODEL B-38 CORDLEY & HAYES 


155 Hudson Street * New York City 


—Bottle Type Cooler with 
1% gallon cold water re- 
serve storage. Either bronze 
or white finish. List Prices; 
Bronze $25, White $26. 


Also Electric Coolers—A Complete Line 
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~ NATIONAL SCREEN — 


DOORS ~ WINDOW SCREENS 
WINDOW VENTILATORS 
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Get in on your share of profits on 
these extra feature screens . . 


NATIONAL Extension Window Screens have the 
Golden Centers (Angle Steel Center Bars) and 
special Kwik-Lok device. Kwik-Lok prevents 
rattling and removal from outside. These extra 
features (at no extra cost) have unusual mer- 
chandising value. 


Ask Your Jobber..-Your jobber can tell you 
about the complete line of NATIONAL Screen 
Doors, Window Screens and Ventilators. They 
are made in a wide variety of styles and at prices 
to please your customers and keep them pleased. 
He can give you quick deliveries. 






New York Office: 11 Park Place 
Southern Selling Agents 
SAND & HULFISH, Baltimore 


' ' 

' 
‘ NATIONAL SCREEN CO., Suffolk, Va. ; 
: Please send us a copy of your 1938 catalog showing ; 
' the complete line of National Screen Doors, Window ! 
' ’ , . ‘ 
1 Sereens and Ventilators. : 
Name ; eae : 
: Address H 
‘ City State : 

' 
e ' 
' ' 
' ‘ 
' ‘ 




















Don’t Miss This 
Profit Opportunity 


There’s healthy demand for garden 





tools this Spring! To get your share, | 
set up a prominent floor display...a_ | 
nice window showing . . . newspaper | 
ads. And do it NOW, as April and 
May are the big selling months. 


For nearly 50 years the NOR- 
CROSS trademark has stood for 
the utmost in quality, design, 
workmanship and finish. And the 
BUSHNELL popular-priced line 
enables the Independent Hard- 
ware Retailer to meet any com- 
petition. 





If your regular wholesaler doesn’t 
stock NORCROSS or BUSHNELL 
Garden Tools, write for 1938 catalog 
and name of wholesaler serving your | 
territory. 


C.S. NORCROSS & SONS 
Bushnell Illinois 


Sold only through “‘Independent 
Wholesaler-Retailer Channels 


Quality Garden Tools 
Since 1891 
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not so competitive and you can put 
on a good profit. If you are not 
doing an installment business on 
ranges, you are overlooking a good 
item on which you can make a nice 
profit.” 

A feature of the convention was 
the “Business Plus” plan as out- 
lined by Mr. Peterson. This plan, 
according to Mr. Peterson, is some- 
times referred to as ensemble sell- 
ing. In stores where the heavy 
appliances are handled, he suggested 
that they include such kindred lines 
as linoleum, kitchen sinks, cabinets, 
etc. Mr. Peterson that one 
firm in a city of a half million peo- 
ple had increased its sales over 
$1,000,000 by following the ensem- 
ble plan of selling. “It is not 
hard,” he said, “to get into a 
kitchen, and once you are in it is 


said 


up to you to sell as many items of 
your ensemble as possible.” 

The two-day meeting adjourned 
after the following were elected of 
ficers for the ensuing year: presi- 
dent, Hugh C. Ross, Ross Hardware 
Company, Jackson, Tenn.; vice 
president, John B. Greer, Greer 
Hardware Company, Loudon, Tenn. 
Directors to serve two years are: W. 
M. Bennett, Bennett Hardware 
Company, Franklin, Tenn.; Ira B. 
Taylor, D. C. Taylor Hardware Co., 
Trenton, Tenn., and R. P. London. 
Jr., London Hardware Company, 
Johnston City, Tenn. Directors who 
will serve one year are: W. M. 
Quarles, Phillips and Quarles Hard- 
ware Company, Nashville, Tenn.., 
J. O. Kelso, Kelso Hardware Com- 
pany, Brownsville, Tenn., and Hugh 
Norton, Norton Hardware Company, 
Maryville, Tenn. 





“The Lazy Independent 
Hardware Merchant” 


OKLAHOMA City, OkLA.—The 
Lazy Independent Hardware Mer- 
chant. (mentally and physically) 
I have just concluded an article 
in a trade journal of an investiga- 
tion on cut prices. (See Harp- 
waRE AGE, Feb. 24, 1938, pages 
19 and 20.) The investigation 
proved that on a certain commod- 
ity the item was priced to sell at 
98 cents and the chain’s mark was 
$1.09. The hardware store’s sales 
were only 20 per cent of those of 
the chain stores. There was a rea- 
son so explains the investigation. 
The chains displayed the item in 
both window and in store. And 
do we know some more reasons! 
Some stores are so dirty that 
they smell. Then said merchant 
howls and groans because of no 
business. I had rather risk a small 
store of a $5,000 stock well kept 
and scientifically managed than a 
$10,000 stock managed as most 
independent stores are. Now let’s 
quit kidding. It is no one’s fault 
but the individual’s. He lacks 
equipment. The chains are the 
better merchants. That’s all. My 
business is working for the other 
man and I only get paid in pro- 
portion to my use to the firm. 


There are other better merchants 
or better producers than I and | 
am not complaining. When I am 





HARRISON MASON 


worth more I'll get more. When 
the individual independent mer- 
chant does a better job of mer- 
chandising he'll have more busi- 
ness. Until then he is in danger 
of losing what he now has. These 
are my observations, after 25 years 
experience in the hardware busi- 
ness. 
Harrison Mason. 
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ORDER 
Nationally 
Miectiads 









Pays you nearly 100% mark-up 


Order your stock of nationally advertised Red 
Arrow Garden Spray now and be ready for the gar- 
den supplies season just ahead. Customers prefer 
Red Arrow because it’s NOT A POISON to hu- 
mans, birds and pets... . because it’s easy to use... 
because it saves work by killing both sucking and 
chewing insects with one spraying. National adver- 
tising in magazines and newspapers goes to more 
than 13,000,000 families. And Red Arrow pays you 
nearly double! Special #720 Profitmaker Assort- 
ment costs $5.40—-sells for $10.40. Liberal supply of 
new folders to distribyte to your customers free if 
you act now. Order from your jobber, or write 
today for full details. 


The McCormick Sales Co. 
Baltimore, Md. 


RED ARROW 





GARDEN SPRAY 








A new and complete line of ready to nail Horse, 
Mule and Bronco shoes. Strong, tough, long 
all Diamond Shoes they are 

id to fit the average 


wearing. Like 

perfectly balanced, and shape: 

horse’s foot without alteration. Nail holes are 

clean, correctly tapered and spaced. Easily nailed. 
Write for information. 
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THE Best PAINT SALESMAN 


| HAWVE—IS THIS BETTER 
LINSEED OIL j= 










AND HERE’S 


WHY 


Painters go for the extra-value Pol-mer-ik 
gives over regular linseed oil — an extra- 
value at no increase in price. 


POL-MER-IK, because of its 10% of poly- 
merized (cooked oil) increases the protec- 
tive value of paint. It increases durability, 
gloss and color. Paints brush better, level 
better, form smooth, even films. Do you 
wonder that master painters prefer the 
extra-value of Pol-mer-ik — a value they 
get at no increase in price over regular 
linseed oil? 


POL-MER-IK is doing two things for me. 
It’s bringing me extra paint business. It’s 
making me a bigger profit on my oil sales, 
because the factory sealed cans have elim- 
inated all losses of bulk selling. 







LINSEED OIL 







IN PAINT 


























FOR BEST RESULTS RECOMMEND 
POL-MER-IK BOILED 


ARCHER-DANIELS-MIDLAND CO. 


Minneapolis, Minnesota 









WRITE FOR THE FOLDER: The com- 
plete story of Pol-mer-ik Linseed Oil 
and the value of cooked oil, briefly — 
clearly told. 








RECOMMEND THE VALUE OF COOKED OIL 





ORDER — DISPLAY pene 


/ Core 


UNSEED. 


ail. 
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AVAILABLE IN PINTS, 
QUARTS — AND IN ONE wees 
TWO AND FIVE GAL.CANS 
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remarkably fine tool. . 


From the careful inspection of 
» the alloy tool steel made to the 


most exacting specifications— 

Through the old craftsman 
methods of individual manufac- 
turing and individual heat treat- 
ing— 

To. the final steps of rigid in- 
spection and testing, each pair of 
pliers that carries the Klein trade- 
mark represents the maximum in 
plier quality. 

Klein methods viewed in the 
light of modern mass production 
are necessarily more costly. 

On the other hand, for a man 
who demands a plier of Klein 
quality there is no way to pro- 
duce it except the Klein way. 


3200 BELMONT AVENUF, CHICAGO, ILL. © 








@ Klein: Pliers are made for the: 
| man who needs or appreciates a | 


; 
4 
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a >) 


South Dakota Decries 


Waste of Public Funds 


N a series of resolutions, the 
members of the South Dakota 
Retail Hardware Association. 
meeting March 15-17, at Sioux Falls, 
S. D.. voiced their opinions on local 
and national affairs. A_ resolution 
was adopted objecting to the “waste- 





O. R. BAILY 


President 


ful expenditure of public funds.” 
The association also declared itself 
against further tax increases. recom- 
mending no creation of new taxes 
and that all candidates for public 
office be urged to support those ob- 
Enactment of the “Green 
River” Ordinance was also urged for 
all villages and towns in the state. 
\ recommendation that the South 
Dakota chain store tax law be 
amended by adding the Louisiana 
chain store tax principle. penalizing 
larger chains, was made. The asso- 
ciation also censored Roger Babson. 
famed business analyst, for alleged 
“pro-chain store” writings. 

\ highlight of the program was 


jectives. 


the appearance of Governor Leslie 
Jensen. who declared taxes levied 
against farmers have been reduced 
in the last 14 months. He recom- 
mended the impoundment of water 
as a means of combating drought in 
the state. O. R. Baily, Alexandria. 
S. D.. acting president. in his annual 
president’s address urged hardware 
men not to oppose community build- 
ing projects because they cause a 
raise in taxes and because these im- 
provements result in spending which 
in turn creates business. He also 
suggested that the ‘association hold 
group meetings at selected points in 
the state for the benefit of dealers 
whe cannot or will not attend con- 
ventions. 


Philo J. Larrabee. Sioux Falls. 
personnel director of John Morrell 
& Co., meat packers, discussed a 
four-point formula for amiable em- 
ployer-employee relations. A_ satis- 
factory paycheck, steady employ- 
ment, fairness and honesty on the 
part of the employer and creation 
of an atmosphere of mutual under- 
standing were the points emphasized 
by Mr. Larrabee. 

T. K. Haggar, Watertown, S. D., 
president of the South Dakota State 
Pharmaceutical Association, praised 
operation of the state’s new fair 
trade legislation which he said 
worked greatly to the benefit of the 
small retailer in his continuous 
battle with stores having larger buy- 
ing power. “Operation of the law. 
which prevents chain stores from 
cutting below an established mini- 
mum price. has started 
gradually coming back to the small 
merchant.” Mr. Haggar said. 

“The Kitchen Goes Modern” was 
the subject of an address by B. I.. 
Palm. sales manager of the North- 
western Public Service Co., Huron. 


business 


He described the modern planning 
designed to save energy for the 
housewife. Hobart Thomas, Creston. 
Iowa. a director of the National Re- 





C. J. CHRISTOPHER 
Manager 


tail Hardware Association, discussed 
observance of National Hardware 
Week, May 9-14. Other speakers 
were John DeWild, Minneapolis. 
trade extension manager of the 
Minneapolis Civic and Commerce 
Association, and A. C. ‘Raymer. 
wholesaler of Duluth, Minn. 

O. R. Baily. Alexandria. was 
elected 


president. Mr. Baily had 
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CLEVELAND 
QUALITY 


CHAIN 


There's a clean-cut appearance 
to good chain that wins instant 
favor in the experienced eye of 
the hardware merchant or careful 
chain buyer. It is evidence of 
quality and painstaking care at 
every step in the process of manu- 
facture. 

Cleveland Chain bears this un- 
mistakable mark of craftsmanship. 
It’s clean-cut! 

Merchandise Cleveland Welded 
and Weldless Chain during Na- 
tional Hardware Week, May 9th 
to 14th. Display it prominently on 
your sales floor and remind your 
customers of their chain needs. 
It’s good business! 

Send for “Reel Salesman Catalog 

- Page” for prices and full informa- 


tion on popular Display Stand As- 
sertments of the chain shown here. 


THE CLEVELAND CHAIN & 
MFG. CO., CLEVELAND, OHIO 


~ a 


se 


a 









\ 

















4 * 


APRIL 7, 1938 












WHY ARGUE 


HAIRLINE SALES POINTS? 


















GIBSON’S EXCLUSIVE FREEZ’R SHELF 
— Magic Sales-Winner 
No more space-wasting, dropped-down freezing 
unit. No more awkward, spillable, flat drip pan. 
Instead—MORE cold storage space, MORE ice 
cubes, faster, MORE food capacity. And— 
everybody gets the idea instantly! 





FREEZ’R SHELF SELLS ON SIGHT 
Because Housewives See, Understand, Want! 


Dealers who always have struggled to make prospects 
see sense in technical sales points—dealers who have 
had to hang their profit expectation on the slender 
threads of small convenience features—ARE ASTON- 
ISHED AT THE WAY PEOPLE SEE, UNDERSTAND 
AND WANT GIBSON’S FREEZ’R SHELF. 


it’s plainly different. 








To begin with, Anybody sees 


And then without even explaining this 







that instantly. 





revolutionary advance, it becomes perfectly obvious 
that with the Freez’r Shelf Gibson means MORE ice 
cubes, MORE Food Capacity—MORE REFRIGERATOR 
in the SAME SPACE, at NO EXTRA COST. 


You can’t help but pile up sales with such a start! 










On top of that, you get Gibson’s strong 
factory-placed advertising fea- 
turing the dealer. IVs a combination that’s 





localized, 





LOOK! 


unmatched in this industry. Investigate! 








Gibson Electric Refrigerator Corporation 
Greenville, Michigan 








Chicago Office: American Furniture Mart 
Export Office: 201 N. Wells St., Chicago, U.S.A. 
Cable Address: Gibseleo, Bentley Code 
































at Gibson’s distribution THE FREEZ'R SHELF REFRIGERATOR 


GIBSON 





increase in 4 months! 










Proof that amart 
distributors and 
dealers know a 
profit-maker when 
they ace one is here, 
in this terrific 1937- 
Wupeurge of Gibson 
distribution ... 
Come with us! 


















13 MILLION 
harness users 
like this team 
MEAN 


PROFITABLE 
BUSINESS 
























































IMPERIAL 


HARNESS HARDWARE 


Why not cash in on the year round har- 
ness hardware business. Hundreds of 
farm teams in your community will re- 
quire replacement of buckles, snaps, 
chains, loops, etc. broken during the 
abuse and hard use of field work. 
Make this necessity business yours with 
Imperial quick-repair parts that require 
no cutting or stitching of leather. The 
Imperial line of standard harness hard- 
ware is complete. Write for the modern, 
illustrated catalog and for full informa- 
tion on this real farm service line. Speci- 
fy Imperial to your jobber. 


IMPERIAL REPAIR RING 137 


with loose rivet 


No leather to cut 
—no sewing to do 
with this short-cut 
repair part. Just slip 
the ring in place, 
insert the rivet and 
hammer down. It’s 
just the work of 
seconds and there's 
a size for every 
need. Let practical 
harness leaders, like 
this part, bring 
farmers to your 
store, 


IMPERIAL BIT & SNAP CO. 


1325 Clark Street Racine, Wisconsin 
Harness Hardware Since 1883 


HIP STRAP 














served as acting president for sev- 
eral months prior to the convention. 
succeeding the late president, Harry 
DeKraay, and the later removal 
from the state of Vice-President 
Paul Elving. Other officers elected 
were: P. O. Beaulieu, Winner, vice- 
president, and the following to the 


executive board: William Weiden- 


see, Gettysburg; Leo Ellwein, Free 
man; Theodore Funk, Groton, and 
Eric Heidepriem, Custer. W. Kuhn, 
Belvidere; G. R. Siddons, Platte. 
and Ward Waltz, Brookings, were 
new members named to the ad- 
visory board. C. J. Christopher, Nic- 
colet, at 24th St., Minneapolis. 
Minn.. is manager of the association 





A Tragedy 


HE true story that we are to re- 

late is the best example we 
know of how foolish a business man 
can be when, alone and unadvised, 
he plunges into situations involving 
the law. 

In this case the foolish business 
man was a tenant in a rented busi- 
ness building. He conducted a store 
on the first floor and lived in the up- 
per stories. He got into a dispute 
with the landlord, entirely through 
his own fault, and he ignored the 
fact that his tenancy was governed 
by one of those iron-clad, small print 
leases which give the landlord all 
the breaks. 

Below is a condensed summary of 
what occurred, with such comment as 
seems apropos: 

1. A fence on the rented prem- 
ises fell into disrepair. The tenant 
notified the landlord to fix it. The 
landlord was slower than the tenant 
thought he should be, and the tenant 
had it repaired himself and deducted 
the cost from his rent check. 

This he had no right to do, first be- 
cause there was a doubt whether the 
landlord was responsible for the re- 
pair, and if he were responsible, he 
certainly had a right to decide on the 
kind and cost of the fence. 

2. The tenant paid his rent about 
two weeks late. 

This gave the landlord, under the 
lease, the right to do several things to 
the tenant. 

3. The landlord demanded that the 
tenant refund the amount deducted 
from the rent to cover the fence, but 
the tenant refused to pay. 

This was adding insult to injury, 
because the original deduction was 
illegal. 

4. The landlord ordered a con- 
stable to levy on the tenant’s stock 
and fixtures for two reasons: 1—the 
rent was not paid when due, and 
even then there was an unlawful de- 
duction. 

Under the law governing levies the 
constable could have closed the ten- 
ant’s store, but he very decently re- 
frained from doing this, merely serv- 
ing the papers. 


of Errors 


5. After the levy was on the place 
the constable called with the friendly 
intent to talk the matter over and 
settle it amicably. The tenant re- 
fused to have anything to do with 
him. “He knew his rights and pro- 
posed to stand on them.” 

It is always a mistake to refuse to 
talk to an opponent who comes to you 
in a friendly spirit to discuss a dis- 
pute, especially when it is you who 
is in the wrong. 

6. Shortly after this the tenant re- 
ceived notice from the landlord to 
quit the premises when the lease was 
up, which was only a few weeks 
hence. 

The tenant was very anxious to stay 
where he was, for there was no other 
available place in the neighborhood. 
The order to vacate, therefore, caugh! 
him absolutely amidships, with no 
possible way of escape. Considering 
all that had gone before, in all of 
which the tenant was completely 
wrong, this final blow did what is 
often called “mowing him down.” He 
was helpless in the midst of his ruins. 

The advice that was finally given 
this man was that he was in a hope- 
less jam, that throughout he did not 
have a leg to stand on, and that he 
should go to his landlord, admit with- 
out argument that he was wrong and 
throw himself on the landlord’s 
mercy. At this date the result of this 
is uncertain. 

One other thing. When this tenant 
had been convinced that he was in 
wrong with everything, he did a thing 
that many business men do, which 
shows not only a lack of sportsman- 
ship, but also a lack of morals. He 
started to discuss the possibility of 
escaping from his mess by fraud. 
Having somebody come forward and 
make claim to his stock and fixtures. 
Executing a fraudulent bill of sale to 
somebody and dating it back. Enter- 
ing a fake judgment against him so 
that he would be execution proof, 
and so on and so on. 

The idea is that every man in busi- 
ness—or anywhere else—who has 
made an ignorant and willful mis- 
take, should be man enough to stand 
up and take his medicine. 
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The Mower with Real Sales Personality 


The type of customer who will buy nothing except quality merchandise will be 
instantly impressed with the appearance, strength, neatness and freedom from 
complicated mechanism of these new mowers. The price, too, will add to their 
sales appeal. 


Built in two sizes, 18 and 21 inches, these new low cost power mowers have all 
the features that make them desirable to the Home Owner, Hospital, School or 
Industrial Plant with a lawn of one acre or under. 


Features 


%2 H.P. motor with latest oil type air cleaner. 

Simple manual control belt and chain drive transmission. 
Formed aluminum motor support base. 
Pressed steel construction throughout. 
18 inch five-blade reel. 

Solid rubber 1% inch tires. 


Built by America’s Largest Producer 
of Power Mowing Machinery. 


TORO 7 
MANUFACTURING CORPORATION ©” 
MINNEAPOLIS MINNESOTA 


Also available 
in a 21 inch model 
at $98.50 


Write Today for 
Further 
Information 














We Widens You Back to Memphis— 


Southern Hardware Jobbers Association 
American Hardware Manufacturers Association 


in joint convention 


April 11th 


HOTEL PEABODY 


“The South’s Finest—One of America’s Best” 


F. R. Schutt 
Vice Pres. & Gen’l Mgr. 
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THE 


Greenlee 





Jetlast 


EXPANSIVE BIT 


Any customer having a more or less limited 
number of holes to bore in various sizes 
is a good prospect for the Greenlee Setfast 
Expansive Bit. Not only will you save him 
money by selling him one, but you will 
increase his faith in your judgment and 
in vour merchandise. 





i Screw Driver and the 

Thumb quickly set the 

Cutter for the size of 
hole to be bored. 


Here is a tool that is quickly set to size by 
turning the adjusting barrel with the 
thumb, after the eccentric lock has been 
loosened by a quarter turn with a screw 
driver. It is quick and easy, and the 


cutter always stays locked. 


In addition to this feature, this bit is made 
with a wide, open throat, or chip channel, 
which eliminates clogging and permits un- 
interrupted boring. Let us tell you more 


about it. 


GREENLEE TOOL CO. 


Rockford, Illinois 


1715 Columbia Ave 





138 





Carborundum Co. Boosts Hard- 
ware Week in Radio Broadcast 


TWO its millions of radio listeners, 

The Carborundum Co.. Ni- 
agara Falls, N. Y., on Feb. 6, 
through its advertising manager, 
Francis D. Bowman, announced the 
coming of National Hardware Week, 
May 9-14. Mr. Bowman, who told 
of the many services the hardware 
dealer supplies his community, has 
become a familiar voice to radio lis- 
teners because of his _ interesting 
talks and Indian tales given in con- 
nection with the weekly program. 
He has written, produced, and an- 
nounced the programs since their 
inception. 

Telling his their 
neighborhood hardware stores, he 
said: “We may be a bit early with 
the announcement but we hope you 
will make a memorandum of the 
fact that during the week of May 
9th to 14th. hardware dealers 
throughout the nation are to in- 
augurate National Hardware Week. 

“Your own local hardware dealers 
will. of course, be participating 
whom you, no 


listeners of 


local merchants 
doubt. have long realized are ren- 
dering a_ distinct merchandising 
service to your community. Your 
hardware store is, in reality, a veri 
table market place in which is 
stocked a wealth of products that 
mean so much to the efficiency. the 
convenience, the comfort, and_ in 
many cases the bettering of our liv 
ing. His stock is invariably so com- 
plete as to meet the demands for 
countless products from a box of 
tacks to an electric refrigerator; 
from floor wax to:stoves; from cur- 
tain stretchers to tableware; from 
kettles and pans to objets dart. He 
supplies his community with cutlery 
and paints. and in his stock are te 
be found thousands of the tools so 
necessary for every craft and trade. 
tools for the shop. the home and 
the farm. Every one in every 
walk of life, from the housewife to 
the mechanic, has become so de- 
pendent upon the service of their 
local hardware dealers that these 
progressive merchants, who are so 
definitely established as part of the 
community business life, have be- 
come indispensable. In many. many 
cases your local hardware dealer is 
counted among your leading citi- 
zens, always keenly interested in 
the welfare of your city or town. 
He and his business have definitely 
become a part of your community 
service. Incidentally, his business is 


of a permanency, and it is your 
local hardware merchant who is 
sharing with you the progress and 
the problems of your community. 

“In his stock are to be found 
many of the products of The Car 
borundum Company. He has long 
been regarded as one of the valued 
distributors of our wares. On his 
shelves and counters you will find 
Carborundum' brand _ sharpening 
stones of all sizes and shapes for 
the sharpening of all types of 
edged tools from the razor to the 
axe. He carries the 66 Household 
Knife Sharpener so necessary in 
keeping keen the carving and par 
ing knives of the home, the sharpen- 
ing stone used by all trades and 
crafts. and by the farmer and gar- 
dener. In his stock will be found 
sanding sheets and belts made by 
The Carborundum Company for the 
finishing of woods and metals and 
grinding wheels in all necessary 
grits and sizes for countless grind- 


ing jobs.” 


An Appreciation 


MarineTTE, Wis. — We 
very pleased over the excellent 
article which you published in 
HARDWARE AGE regarding our 
hardware store. Due to the writer’s 
absence from the office after the 
first of the year we have been slow 
in telling you of our appreciation. 

The issue appearing, as it did 
just prior to the hardware conven- 
tion at Milwaukee, gave us an 
opportunity to realize how inter- 
ested the dealers are in new fix- 
tures, new merchandising, also the 
fact that they are actually reading 
these publications. I was surprised 
at the number who were already 
familiar with the store through 
the write-up you gave it, and in- 
terested in visiting us. 

One of our two local papers has 
asked us to obtain the cut from 
you in order to use it with a little 
article. If this can be arranged 
we should appreciate it. 

We will soon finish our first 
year in business and will begin a 
new year with a lot of new ideas 
and experiences of the past year 
to draw from. 

Cart W. Goer.inc, 
A & G Hardware Company 


were 


HARDWARE ACE 











AF 








FREE DISPLAYS with MERMAID SPONGES and AMSCO CHAMOIS 




















CHAMOIS FOR 
THE BATH 
AND KITCHEN 
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Quality Screen 
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Type 4005 


CHICAGO 





ished in a 


SPRING HINGES 


Door Spring Hinges 


When selecting your re- 


quirements of Screen Door 
y-Spring Hinges for the com- 
ing season it will pay you to 
consider type 3005 and 
* 4005 
Hinges. 


Chicago Spring 
They are constructed of 
avy wrought metal, fin- 


most excellent 


manner. and have enclosed 


springs of tempered steel 


re with tension adjust- 


ment. 


Chicago Spring Hinge Companu. 


NEW YORK 
U. S. A. 












! FOUND BY 
DISPLAYING 
MERMAID AND 
AMSCO THAT 
| BUILT UP A 
BIG SPONGE 
AND CHAMOIS 
BUSINESS 














THEY KNOW THESE BRANDS 
BY NAME 
THEY KNOW THEM BY THEIR FAME 





er 


AMERICAN SPONGE CB 
& CHAMOIS one CED 


NEW YORK, SAN FRANCISCO 
“DEMAND BY BRAND” 































YOU CAN SELL IT 
WITH PRIDE 
AND PROFIT 


Exclusive territory still open in some localities 
for this splendid profit line. Jacobsen reputation, 
as the foremost builder of power mowers, gives 
you a sales advantage; the quality and stamina of 
Jacobsen mowers assure you that profits will not 
be cut by excessive service costs. 

The Estate Mower, shown here with 20 inch reel, 
is patterned after the famous Jacobsen power put- 
ting-green mower. Rubber traction roller drive 
with differential. Saves time and beautifies the 
lawn, adds beneficial rolling effect to close, clean 
cutting. Time is ripe to make sales. Write for de- 
tails of our dealer opportunity. 


JACOBSEN MANUFACTURING CO. 
775 Washington Ave. Racine, Wis. 


New York Branch — 101 Pork Avenue 


POWER 


JACOBSEN , oR 
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Hardware dealers and small 
bore shooters get new deal. 


See story, page 16. 
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Problems of “Little Business” Same 
as Those Faced by “Big Business” 


12 SALES 
To A Carton 








Says H. P. Aikman, prominent hardware merchant 
commenting on “Little Business Conference” 
which he recently attended at Washington, D. C. 


ECEIVED too late to be in- 
cluded in our March 24, 1938, 

issue with the comments of other 
hardware men who attended the 
wa Washington “Little Business” con- 

OF ference (see HARDWARE AcE, March 
24. page 44) this message from 

. Horace P. Aikman, Cazenovia. 

ACM E Tack-Point N. Y., hardware merchant is very 
interesting. Mr. Aikman attended 
C 0 R R U G AT E D the conference as a N.R.H.A. direc- 


FASTENERS tor and representative. His com- 
ments, sent at our request. are as 


follows: 
} 
I 
| 
TIIV’ VY 


You can afford to put the compact Acme 
display carton “out in front” on your 
counter. The steady demand and _ fast 
turnover of Acme Corrugated fasteners : 
make it profitable for you to show your to the business men assembled. He 
customers that you sell them. Homeown- surely had a job to do and under 
ers, Carpenters, Cabinet Makers, in fact the circumstances I feel that he 
ftearly everyone who works with wood can handled the matter in good shape. 
use these improved fasteners. ; 

‘ As soon as the meeting started. 
Acme Tack-Point Corrugated Fasteners 
make strong joints for many kinds of most everyone wanted to be heard at Even though the newspapers made 
wood products: once. Finally Secretary Roper came the meeting seem ridiculous, there 
SCREENS, FURNITURE, SIGNS, to the rescue and asked that various were many good points that came 
FRAMES, BARREL HEADS, etc. units go to various rooms to talk out of this meeting. I feel that 
Mail the coupon to Acme Steel Company much was accomplished. The prob- 
for a free sample box. There is no obli- lems of small business are the same 


gation. as large business and all are inter- 

PACKED IN 3 POPULAR SIZES ; : , é : 
: : ested in presenting things that will 
’ax4 — “2x5 — %%x5. Fifty fasteners of a ett teentiinds ol en eeteaae tel he at Gas te a heat oak = 
clas to @ ben ~ 12 heute to 0 display car- at two-thirds of the audience left. be oj help to the government to 
ton. Acme Corrugated Fasteners are also leaving about one-third of the origi- restore business and especially con- 
available in: standard cartons of 250, 500 nal crowd to compose a_ general fidence. 
and 1000 pieces; boxes of 100 pieces, 10 meeting. After allotting five minutes “The final twenty-three 
boxes to a carton; and in 100-Ib. kegs. F , hee 

; ; , time to each state to present views, that were presented to the President 

If your jobber can’t supply you, write us 


gone out were received and it was 
very evident that all had weighed 
the questions well and were inter- 
ested in practically the same things 





i 


“At the outstart the crowd dem- 
onstrated a wild time in choosing 
a chairman. Mr. Roth of Cleve- 
land, Ohio. He soon convinced 
the audience that he was a small 
business man, employing fifteen 
people and was judged satisfactory 





HORACE P. AIKMAN 


as big business. These men were 
serious and tried to do their best. 


over the ten suggestions outlined. 
Those who were interested in ‘Tax- 
ation’ to go to one room, those on 
‘Loans’ to another, etc. I would say 


points 





direct. 


ACME STEEL COMPANY 








General Offices: 2838 Archer Ave., Chicago, Ill. 
Branches & Sales Offices in Principal Cities 


WRITE FOR 


FREE SAMPLE BOX 


Acme Steel Company 

2838 Archer Ave., 

Chicago, IIl. 

Gentlemen: 

Send me, without charge, a sample 
box of Acme Tack-Point Corru- 
gated Fasteners. 


Name 
Address 
City State. . 
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the rest of the day was consumed. 

“It was very interesting to note 
that there were business men from 
practically every state in the union 
and all had their opportunity to 
present their views. 

“When some particular group of 
people became very much in evi- 
dence and caused a confusion. the 
cries of ‘throw them out’ were 
heard generally through the audi- 
ence and one of these men was 
thrown out of the meeting. 

“There were about seventy-five 
reporters and cameramen in_ the 
room, adding to ‘the confusion as 
they tried to take pictures of each 
commotion. 

“At the second day’s meeting 
reports of various groups that had 


were certainly cut down from th? 
original number presented at th> 
conference but nevertheless. these 
points have made the President, 
Congressmen and Senators. realize 
that there are plenty of business 
men back in the various parts of the 
country who are interested in the 
things that are happening at Wash- 
ington. 

“At the present time many small 
business men’s associations are be- 
ing formed throughout the country 
with the idea of being prepared, if 
and when another meeting of this 
nature is held with the government. 
As 65 per cent of business is done 
by small business, small business 
should have an active part in advis- 
ing the government of constructive 
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SAFETY LADDERS 
MAKE 
SPRING PROFITS CLIMB 


Increase your spring 
ladder profits with 
RICH’s complete 
line of Safety Lad- 


ders: 





STRONGER 
LIGHTER 
BETTER-BALANCED 
LONGER LASTING 





See your Jobber for 
prompt shipment, 


or write. 


THE RICH LADDER & MFG. CO. 


1028 Depot Street Cincinnati, Ohio 


MOTO-MOWER 


PREFERRED FOR 20 YEARS BY USERS 


OF POWER LAWN MOWERS 


HERE’S A REAL Profit MAKER FOR THE 
LIVE HARDWARE DEALER! 


A NATIONALLY ADVERTISED LINE OF 
Quality MOTO-MOWERS 
LOW PRICED—FAMOUS EVERYWHERE 
















Hundreds of hardware dealers in every section of 
the country have created sales and reaped hand- 
some profits by a floor display of the Moto-Mower 
hardware line of lawn mowers. Priced from $56 up. 
Write for literature and dealership proposition. 
Moto-Mower has been recog- 
nized for 20 years as the quality 
power lawn mower. 


Complete line of larger 
power lawn mowers up to 


72" cutting width also avail- 
able. Write for catalogue. 
Moto-Mower retailing at 


. B. Detroit $88 


THE MOTO-MOWER CO. 


A well-designed, reliable 








4607 WoopwarpD Ave., DetRoIT. MICHIGAN 
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| , Please send full details of your 5- 4838 


| ‘ your Merchandising Plan for Dealers. 





finest every way-HORTON 


HORTON MANUFACTURING CO., FORT WAYNE, INDIANA 


OF COURSE 
yOU WOULD. 


THE EXPERIENCE OF 
DEALERS EVERYWHERE 
IS YOUR GUARANTEE 
OF INSTANT SUCCESS 


Feature a Speed-O-Lite sanding ma- 
chine on your floor—put to work our 
FREE advertising helps backed by our 
40 year tested Merchandising plan 
and you saon start the money rolling 
in. In a short time you have waiting 
lists of renters, because the Speed-O- 
Life is so simple and easy to run that 
no experience is required. It clicks 
with the customer and doubles your 
sales of floor finishing materials. Deal- 
ers say, ‘lt is without doubt the 
Greatest Merchandiser of Floor Fin- 
ishing Materials ever developed'’. 
This fastest - cutting, light - weight 
sander, sands right up to the quarter- 
round, picking up all dirt and dust, 
and leaving a ballroom finish on every 
floor. Heavy duty burn-out proof 

motor and rugged cons‘ruction that 
has stood the gaff of public use. Ac- 
tual sales records show material sales 
equal or exceed rental earnings. Try 
it for 5 DAYS’ FREE TRIAL. Write 
TODAY and get your share of these 
Bigger Profits. 


MAIL COUPON TODAY 


Lincoln-Schlueter Floor Machinery Co., Inc. 
' 212 W. Grand Ave., Chicago, Ill. 

























IN 13 MONTHS 























IN 7 MONTHS 


Mma 
EXTRA 


day FREE Trial SPEED-O-LITE Of- 


fer. Also complete information on 


0 TTT NO DIRT 
ES ee NO DUST 
MGS acdc ia sae anes NO MUSS 
ee a acter oie 
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SPEED 
ECONOMY 


. . electrical cooking at its 
best in the 


NEW 1938 
SUPER SERIES 


Standaw 


ELECTRIC RANGES 





No. 1540. one of the 10 New Super-Serles 
Standard domestic ranges 


A beautifully designed line inevr- 


porating advanced principles, in- 


cluding the 


New Improved FASTER 
KALMAX Burners 
.. remarkable for SPEED... 


and the new Standard 


EVEN-OVEN 


Distributor 
and Dealer franchises offer impor- 


Standard Authorized 
tant advantages, including effective 
support. 
Mail coupon at once for full details. 


promotional and _ sales 


+ Toledo, Ohio 
' Please send information on 


| Super Series Standards for 1938 
| Authorized Distributor Franchise 
| Authorized Dealer Franchise 








things that will help te 
business. As noted in the news- 
papers during the last few weeks 
there is evidence that members of 
Congress did take the Small Busi- 
ness Conference seriously and there 
is no question that they will try to 
work out solutions that will help 
business. I feel that there were 
many good things derived from the 


restore 


meeting even though there were 
many comments on the confusion. 
It was evident that these men were 
serious and went to this meeting to 
meet with Secretary Roper and to 
present their views. These men paid 
their own expenses and came from 
great distances and the government 
has since realized that they should 
have a place in government affairs.” 


Unemployment Committee 
Resolutions 


of the “Little Business Conference” 


J] HEREAS the unemployment 
problem can be cured only by 
re-employment, and 
Wuereas Re-employment can be 
attained only by business going back 


to work, 
Now. Tuererore. Be It Re- 
sOLveD. that the Unemployment 


Group of the Conference of Repre- 
sentatives of Smaller Businesses do 
hereby submit and recommend the 
following program to the end that 
business may be given the incen- 
tive and opportunity to go back to 
work: 

1. We believe that fundamental 
conditions are sound and that busi- 
ness will prosper and unemploy- 
ment will be relieved, if business is 
relieved from the fear of further 
undue government interference. 

2. Unwarranted and malicious at- 
tacks on business by administration 
representatives should be 
nently stopped. 

3. We urge the encouragement 
of the investment of private capital 
in new enterprises. , 

1. We propose the repeal of the 
undistributed profits tax and a 
modification of the capital gains 
tax. 

5. We propose that employer and 
employee alike, be held responsible 
for the faithful observance of mu- 
tual labor agreements. 

6. The Wagner Labor Act as now 
administered is unfair and detri- 
mental to business and discourages 
re-employment. 

7. We urge that government ex- 
penditures be curtailed and the bud- 
get be balanced. 

8. There should be no more tax- 
free securities. 

9. All government employees. fed- 
eral, state and local. should be 
subject to the same taxes as other 
citizens. 

10. A “Buy American” campaign 
should be instituted to stimulate 


perma- 


business and the products of Amer- 
ican labor, and agriculture should 
be protected from the flood of for- 
eign agricultural and cheap labo: 
products. 

11. While we recognize that re- 
form may be necessary as a part 
of progress. we urge that reform 
should not be so forced as to dis 
rupt industry. 

12. We propose that relief admin- 
istration and responsibility should 
be returned to local communities a-~ 
rapidly as possible. 

13. We propose that government 
should co-operate with and_ not 
compete with business. 

14. It is the sense of this body 
that immediately beneficial action 
would be attained upon the definite 
assurance from our President, by 
means of a radio fireside chat, that 
the policy of the government would 
be to co-operate with and help all 
business go back to work.—From 
C. W. Burst, preswent, U. S. 
Lacquer & Chemical Co., St. Louis. 
Vo.. a member of the Resolutions 
Committee. 


More Than Interesting 


Martins Ferry, Onto — Your 
latest issue of HARDWARE AGE at 
hand and would like to mention 
the fact that your page, “Hard- 
ware Facts.” has proven to be 
more than interesting to me. | 
cut this from the book and place 
it in-one of my windows and the 
number of persons who stop and 
read it would surprise almost any 
hardware dealer. I have been 
doing this for some time and it 
has proven to be of great interest 
to most all who pass my store. 

LEE CRAVER, 
Lee Craver Hardware 
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SALES 
Continue UP for 


Anker-Holth 


DEALERS 


. remember that fine increase of 132% 
for January. Weather and roads inter- 
fered some for February but in spite of 
that another big increase was rolled up for 
this new and truly sensation separator. 

Give us a chance to prove that here is 
the BEST separator in the world; ALSO the 
CHEAPEST to use and the MOST PRO- 
FITABLE for you to sell. 


IT’S EASIER TO SELL THE BEST THAN 
TO HAVE IT AS A COMPETITOR! 
IF ings and look at the picture you'll get 
part of the reasons. Let us tell you 
ALL of them. A postal brings full details 


by next mail. 
Address Room 7 


ANKER-HOLTH MANUFACTURING COMPANY - 


Port Huron, Michigan . Sarnia, Ontario 
Branches in Principal Cities 






you don’t read anything but the head- 
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IN NEARLY 4000 PUBLICATIONS 
We ask them to.... 


LOOK FOR 
THIS LEAF jack 
peal 


on the 
e During this year, nearly 4000 magazines and 
newspapers carry the “Black Leaf 40” advertis- 
ing message to potential users..... telling them 
of its many uses, its effectiveness and asking 
them to look for the familiar “Black Leaf” on 
the package. 

Be Sure You Can Supply This Demand 
Because of its many varied uses 
“Black Leaf 40” is a year-round 
seller. People look for it and ask 
for it. So be sure to keep ample 
stock on hand and keep it displayed. 
Ask your jobber or write direct for 
colorful display material to help 
identify you as a dealer .. . and cash 
in on the demand for “Black Leaf 40,” 
the year-’round insecticide. 


TOBACCO BY-PRODUCTS & CHEMICAL CORP. 
INCORPORATED @ LOUISVILLE, KENTUCKY 
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/AICOTINE SULPHATE 
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FED ALL 11 ELEMENTS ALL BUT NITROGEN 








& 


ALL BUT CALCIUM = ALL BUT POTASSIUM 














VIG0H0 





WIN EXTRA PROFITS! 


Cash in on VIG- 

ORO'S I1 - element 

story! Make every 

seed sale a Vigoro 
sale, too! 


@ These Zinnia plants, 
grown at a leading Uni- 
versity, give a clue to the 
vreat profit you can de 
rive from tying in with 
VIGORO this © spring. 
lor they prove that love 
ly garden results are 
best encouraged by feed- 
ing the eleven vital food 
clements that Vigoro con 
tains in scientifically bal 
anced proportions. And 
Vigoro’s huge advertis 
ing campaign is going 
right into the homes oi 
scores of your seed cus 
tomers to sell this power 
ful profit-building idea 


For extra cash from every 
seed sale, display Vigoro with 
your seeds! Ask your Vigore 
salesman for attractive free 
tie-up materials. Or write to 
Swift & Company Fertilizer 
Works, Chicago, Illinois 


SUPPLIES ALL THE 
FOOD ELEMENTS 


NEEDED FROM SOIL 
A PRODUCT OF SWIFT & COMPANY 





FOR 
PROFITS! 
FOR 
SATISFIED CUSTOMERS 


FEATURE “BUCKEYE” 


—FRY PANS— 


TEMPORARY 

SPECIAL PricES NQW! 
P ad REGULAR VALUE 70¢ SPECIAL 55¢ 
8” : "9B ¢ 83¢ 
91/2" "$1.20 99¢ 
Ta ve - $1.50 $1.29 





HEAVY 12 GAUGE 


WRITE TODAY FOR QUOTATION 


MADE AND GUARANTEED BY 


THE BUCKEYE ALUMINUM CO. + WOOSTER O. 
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YES SIR, WE SURE 
HAVE A STEADY 
SALE ON {UFAIN 
TAPES AND RULES 





[UFAIN PRODUCTS 
ARE easy TO SELL 


There’s no doubt about it. Lufkin 
Tapes and Rules certainly appeal 
to mechanics, carpenters, engineers 
and home owners. Men who have 
used them know they give accurate 
measurements. Anyone can see at 
a glance that they’re precision made 
and full of quality. 


Carry a complete line of the best 
selling Lufkin Tapes and Rules. 
You'll find—as hundreds of other 
alert dealers have found — that 
Lufkin measuring devices and the 
Lufkin name spell volume in profit- 
able sales. 


Be sure to cash in on National Hard- 
ware Week, May 9-14. 


OF HA/N 


SAGINAW, MICHIGAN . New York Cit 


TAPES . RULES - PRECISION TOOLS 
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Auction Increases Saturday Sales 
for Sharon Hill, Pa., Dealer 


LMER WHITE, hardware 
EH dealer at Sharon Hill, Pa.. 

increased his Saturday 
business from a normal of a $200 
volume to the sensational volume 
of $2,500 on Saturday, Feb. 5, by 
the simple little feat of advertis- 
ing an auction for the day. 

Mr. White accomplished this by 
sending out handbills to 2000 
farmers at a cost of $25.00, the 
printing bill was $12.00. He did 
not send this circular by mail. He 
spent nothing for postage. He had 
a better idea which would save 
himself something. So he got the 
20 milk route drivers to distribute 
the handbills. 

Feb. 5 was the Saturday selected 
because Mr. White knew that was 
the day of the annual stockholders’ 
meeting of the Creamery Co-oper- 
ative. The annual meeting would 
be held in Sharon Hill. Every one 
of the farmer stockholders present 
at the meeting would get his an- 
nual dividend check. Mr. White 
decided to select this day so that 
the checks might be cashed in his 
hardware store, and as the farmers 
would be in his store when the 
auction started. 

The Farmers’ Co-operative 
Creamery is strong in that com- 
munity. Twenty drivers collect the 
milk every morning and bring it 
to Sharon Hill. Mr. White is ac- 
quainted with all,of them. He gave 
each and every one of them a gift 
for their work in distributing the 
handbills. He had them tuck them 
under the cover of the empty 
cream cans as they took them back 
that night. 

It worked. In no time the stock- 
holders’ meeting was over and the 
checks were distributed. By 1:15 
the hardware store was packed 
with the farmers with their checks 
in their pockets. 

Mr. White got on the counter 
and started his auction on some 
small items. When he explained 
that the farmers were all his 
friends and that no matter how 
they might bid, he would not allow 
them to pay more than 15 per cent 
under the regular list price, the 


bidding was brisk and good 
natured. 

When the bidders became cer- 
tain that Mr. White meant what he 
said, and would not let them pay 





ELMER WHITE 


too much, no matter what they 
bid, the bidding became spon- 
taneous, cheerful, and almost hys- 
terical. In one case when he 
was auctioning off a pocket knife 
known to him to be only worth 
$2.00 the bidders bid it up to 
$20.00. Mr. White knew this was 
ridiculous and when the bidders 
finally said “twenty dollars” he 
stopped crying the sale and 
shouted: “If a man has the nerve 
to bid this $2.00 knife up to 
$20.00, I haven’t the nerve to 
charge him for it. Here it is. 
Take it home with my compli- 
ments. You couldn’t pay me a 
dime for it. I like your bidding 
nerve, and I appreciate the con- 
fidence you are showing in me.” 
And he tossed the knife to the 
$20.00 bidder as a gift. 

Such tactics set the crowd wild. 
they bid more and more freely. 
Thirteen washing machines were 
sold off during the afternoon by 
this auction method. And even 
though he knocked everything off 
to the bidders at least 15 per cent 
under regular list price, he still 
made plenty of money on a 
$2,500 volume. It was an idea 
worth trying and well worth re- 
peating. 
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fo a Community § 
That’s the ALABASTINE Plan 


And that’s exactly what we mean — one oil paint agency to a community 
— one independent dealer. Is it going to be you in your community? 
Are you going to be the one to cash in on the world famous Alabastine 
trade mark and the complete line of fast moving profitable Alabastine 
Products? You are fully protected. Alabastine operates no stores or 
branches to compete with you, sells no chain stores, no department 
stores or mail order houses — makes one brand — the brand you handle 


Real Cooperation 


You receive the exclusive benefit of the 
ALABASTINE MERCHANDISING 
PLAN — Monthly Sales Deals — which 
are guaranteed to increase your volume, 
your turn over and your profits. It's a 
business getting plan —and it works. It 
will work for you. Write for details of 
our AGENCY FRANCHISE today 
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@ Women are buying more and more Carlton Ware 
because, for one thing, it is so easy to clean—easier 
than anything they have ever owned. Once women 
have used stainless steel they are not content until 
everything in their kitchens is made cf this bright 
gleaming metal. That is why Carlton Stainless Steel 
is so easy to sell—why sales are growing so rapidly. 
You, too, can profit best with Carlton Ware. Ask 
your jobber. 


The Carrollton Metal Products Co. 


Carroliton, Ohio 


CARLTON 


STEEL 


CHROMIUM 
AND NICKEL 


WARE 


STAINLESS 
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Ut pays 
you to show 


Buyers 
How to Keep Flush Job 
COSTS DOWN 


Your particular customers like Triplex Quality Flat Head Cap Screws for 
their quick, accurate fif. They're properly formed and shaved—click 
neatly and squarely into counter-sunk ho'es. Surfaces burnished—threads 
clean-cut—accurately pointed. Producers avoid the waste of throwing out 
misfits. They like Triplex screws for time and money-saving on flat head 
jobs they take pride in. Our enlarged plant guarantees new quick de- 
li.ery service. Write today for samples, price list, catalog. 


THE TRIPLEX SCREW CO. 
5301 GRANT AVE. CLEVELAND 


COMPLETE LINE OF La SET SCREWS, BOLTS AND NUTS 


Millions sold—Used in Every Industry 




















Every 
Shooter 
Wants 
One 























Now SELL Hoppe’s Packs 


For all shooting holidays — especially every trip 

with an opportunity to do some shooting — your 
customers want convenient, necessary Hoppe’s Gun 
Cleaning Packs. Popular. Quick sellers .. . Contents: 
Hoppe’s No. 9 Solvent to clean barrels and prevent 
rust and erosion. Hoppe’s Cleaning Patches to apply 
No. 9. Hoppe’s Lubricating Oil to liven up gun actions 
and prevent wear — also to clean and polish. Hoppe’s 
Gun Grease for gun protection, especially in camping. 

Order Hoppe’s Packs from your regular jobber. For 
free Gun Cleaning Guides for your customers please 
write us. 

FRANK A. HOPPE, Inc. 
2314-A North 8th St., Philadelphia, Pa. 


New Yo-k, Ed. W. Simon Co., Inc., 302 Bwy. 
Los Angeles, H. L. Bowlds, 108 W. 2nd St. 


Representatives : 

















. ITH all the 
tremendous 
changes during the last half cen- 
tury, engineers in modern plants 
everywhere still like, use and buy 
Dixon's Ticonderoga Flake Lubri- 
cating Graphite as they did 50 
years ago. Year after year its 
sale holds up and grows because 
this fine old Dixon product keeps 
right on meeting the needs of the 
day. 
As a co-lubricant with oil or 
grease, Dixon's Ticonderoga 
Flake Lubricating Graphite stands 
up to its work where other lubri- 
cants squeeze out, burn out, or 
wash out. As a coating for gas- 
kets and packing, there just is no 
substitute. 


—THE 2 Other Dixon Favorites 
POPULAR Gagnian ies 
NUMBERS— Flake Graphite 





Pioneer . 
Particle Size No. i— Boiler Graphite 
L & P— Lubricating 
Large, unctuous flakes. end Penetrating 
Graphited Oil 
Particle Size No. 2— Pn 
A 
Finely subdivided Kediaiaiins Vedlben end 
powdered flakes. Cup Graphited Grease 
“Junior Graph-Air Gun 
Write for Booklet Waterproof 
No. C-40. is ; 


JOSEPH DIXON CRUCIBLE CO. 


Jersey City Se New Jersey 


DIXON’S GRAPHITE 
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The garden department of the Seattle Hardware Company under Buyer F. P. 

Parcher has met with popular acceptance by Northwest hardware dealers. 

Here is shown a section featuring poultry supplies, seeds, lawn mowers and 

sprayers—an interesting spot in the Seattle Hardware Company's Merchan- 
dise Show. 


1,000 Visitors Flock to Seattle 
Hardware’s Merchandising Show 


yp LAYING host. the Seattle Hard- 
ware Co., pioneer  Seattie, 
Wash.. wholesale firm. entertained 
over 1.000 visitors to its annual 
merchandise show-—*A_ Review of 
What’s New in Hardware for 1938” 
in Seattle. March 7 to 9. One of 
the most interesting shows staged in 
the Northwest, it was used as a 
means of actually showing dealers 
from Washington, Oregon and from 
northernmost points of Alaska, 
what their exacting trade would 
expect to see in their stores in 1938. 

Firmly believing that the key to 
bigger profits for its dealers lies in 
quality merchandise. dynamic adver 
tising, and modern merchandising. 
the company builf its entire show 
around those three important points. 
Modern indirect lighting cast a soft 
pleasing glow over a glittering dis- 
play of housewares, sporting goods. 
tools, radios. garden supplies. paints 
and varnishes and = many other 
unique displays. 

Many new items and lines of 
merchandise were exhibited for the 
first time. Factory representatives 
from all over the country were 
present not only to show the dealers 
new merchandise but also to revive 
their interest in the old with new 
retail sales angles, new methods of 
merchandising, and new types of 
dealer displays. 

The “puller of crowds.” the pop 
ular sporting goods display unde 
the direction of P. C. Barker, buyer. 
was literally packed with everything 
for the sportsman, from all makes of 
guns and ammunition to nationally 


known fishing equipment. Also dis- 
played was the company’s entire line 
of wheel goods. One of the big at- 
tractions of the exhibit was the regu- 
lation shooting gallery and gallery 
grandstand set up at one end for 
dealers. 

An interesting and novel exhibit 
was the “Preview of National Hard- 
ware Stores’ Anniversary Sales.” 
This group of stores is the com- 
pany’s jobber-dealer cooperative 
plan whereby the dealer may enjoy 
the many advantages of advertising 
and merchandising prepared by ex- 
perts. The booth showed a modern 
window display with NHS standard 
window fixtures arranged to show to 
best advantage the leading items se 
lected for the April anniversary 
sales. The complete advertising and 
modernization program is originated 
by James M. Owen and Harry F. 
George, Jr. 

4 modern display of housewares 
under the direction of A. J. Fisher. 
buyer. showed hundreds of items 
from brilliantly colored dinnerware 
down through electrical appliances 
to the more cumbersome galvanized 
ware. A display of major appliances 
featured the very latest in stoves and 
ranges, refrigerators, radios, wash 
ers, and ironers. This department i- 
managed by buyers. A. R. Wilson. 
C. W. Heide. and Sales Manager 
Sid Crysler. The heavy hardware. 
garden supplies and tool exhibit had 
Buyers F. P. Parcher, R. H. Etchey. 
N. C. Speil. C. J. Bush and A. J. 
Fisher constantly in attendance. 
Here were shown all types of seed 
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Multiple continuous twist by WRIGHT power looms 
gives you regular hexagonal mesh, securely and perma- 
nently locked. Copper bearing steel exclusively. No 
fence steel is more lasting than copper bearing steel. 


GE WRIGHT inreco 


WIRE CO. 
WORCESTER*: MASS. 


Spee ‘ine aha 





Model 860 
$4 PRICE 


135° 


Complete 
less motor 














Speedy Paint Sprayers 
Professional type with famous Clean Air 
compressor on steel base, pressure feed in- 
ternal mix spray gun with quart aluminum 
cup. List only $18.50—others $5.00—$14.00. 
Autopower sprayers $2.60 and up. No cylin- 


DEALERS: 


Send for price list, 
discounts and details 
on electric and auto- 
power paint sprayers. 


ders, pistons or rings to wear out. Sturdy, 


efficient, yet low in cost. 


W. R. BROWN CORP. 


5724 Armitage Ave., CHICAGO, ILL. 
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MR. DEALER: 


Never forget that you can safely recommend any roofing—IF its 
surface (that is, its outer protective coating) is composed of 
STA-SO; a surfacing material of hard, crushed, everlasting 
Vermont slate widely used by leading manufacturers to com- 
pletely seal and permanently protect their make of roofing 
against age, weather, sun and fire. ST A-SO is non- fading; 
non- porous; wear-defying. STA-SO, as you see it on roof- 
ing, shows no brand name 
or label. Always make sure 
that any roofing you carry, 
or order, has this complete 
protection of STA-SO sur- 
facing. Write for the facts. 


CENTRAL COMMERCIAL CO. 
CHICAGO 


~ YOU CAN ALWAYS ‘SAFELY RECOMMEND 
ANY ROOFING SURFACED WITH 


° STA-SO"s ° 


HEADS or TAILS 
CORBIN SCREWS 


WIN! 


ORBIN Wood Screws are perfect screws 
from head to point — uniformly sharp 
threaded, clean pointed and correctly headed. 
Whatever the need, there is a CORBIN 
SCREW for the job— Machine Screws and 
Nuts, Cap and Set Screws, Stove Bolts, Semi- 
finished Nuts, Chain and Escutcheon Pins. 


A Corbin Screw 
Drives Straight and True! 


NO ROOFING IS BETTER THAN 
ITS SURFACE 




























CORBIN SCREW CORPORATION 


THE AMERICAN HARDWARE CORP., SUCCESSOR 


NEW BRITAIN, CONNECTICUT 
WESTERN FACTORY: DAYTON, OHIO 





Warehouses: New York — Chicago 
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SCREW PLATES 
are funny... 
take 

“Little Giants” 
for example... 
they cost more, 
sell for more 

and 

net 

the dealer more 
but they have 
outsold every other 
screw plate 
marketed during 
the past 50 years. 
BES ces 

screw plates 

may be funny. 
But people are 


darn sensible, 


they demand 
the best. 





This No. 5 “Little Giant” has been 


the fastest selling screw plate in the 


world for nearly 50 years. 


How’s your stock? 


Remember National Hardware Week, 


May 9? to 14 


GREENFIELD TAP & DIE CORP. 


GREENFIELD, MASS. 


Detroit Plant: 2102 West Fort Street 
Warehouses in New York and Chicago 


in Canada: Greenfield Tap & Die Corp. of Can- 


ada, Ltd., Galt, Ontario 


GREENFIELD 


128 








The very popular house furnishings department under Buyer 
Al Fisher which proved to be areal “puller of crowds” during 
the Seattle Hardware Company's 1938 Merchandise Show. 


racks, insecticides, lawn mowers and 
modern displays of the year’s best- 
selling lines of mechanics’ and gen- 
eral tools. 

The Colorado Fuel & Iron Co. ar- 
ranged a spectacular display show- 
ing one of its major plants, in 
miniature, with each section of the 
factory doing the actual operations 
involved in the making of steel. The 
builders’ hardware display, with 
Buyer B. M. Rice, proved excep- 
tionally interesting. Here were 
prominently displayed all new types 
of locks, cabinet hardware. etc. 

No dealer meetings were held dur- 


ing the three days, the show taking 
the aspect of a high “open house,” 
affording an opportunity for dealer 
customers and company executives 
to become better acquainted. Charles 
H. Black, president; Arne S. Allen, 
Jr., vice-president; R. P. Ballard, 
secretary; F. A. Burwell, comptrol- 
ler; George Goddard, merchandise 
manager; T. J. Templeton, sales 
manager; Franck Brooks, merchan- 
dise superintendent; and Page H. 
Ballard, formed the official Greeters’ 
Committee, together with assistance 
of many of the company’s em- 
ployees. 


Terms of Employment 


ERCHANTS and other em- 

ployers are reminded by the 
United States Circuit Court of Ap- 
peals for the Ninth Circuit of the 
importance of having in written 
form, signed by the employee, a 
statement of the terms of the em- 
ployee’s compensation. This is par- 
ticularly important where rates of 
commission, allowances, deductions 
and other items enter into an em- 
ployee’s pay. 

In the case decided by the United 
States Circuit Court, the employee 
was claiming commissions larger 
than those admitted by his employer 
to be due him. The employer was 
able to produce the employee’s writ- 
ten application for employment, in 
which the employer’s “schedules” of 
commissions were referred to. 

“The application for employment 
which the employee signed,” said 
the court, “was an offer to contract 
on the terms specified in it. It was 
perfectly competent for the parties 
to make, as they did, the ‘schedules’ 


of the employing company a part of 
the contract by mere reference to 
them. These documents were read- 
ily subject to identification, and 
there is no dispute concerning either 
their existence or their terms. Under 
the agreement the compensation of 
the employee was to be determined 
in accordance with these schedules.” 

In this particular case the em- 
ployee claimed that his basis of 
compensation had been subsequent- 
ly changed by an oral agreement 
with the employer, but he was un- 
able to prove this to the satisfaction 
of the court. Another feature of the 
case was that the employer fur- 
nished to the employee a periodical 
statement of his commission ac- 
count. Some employers make a 
practice of furnishing frequent 
statements of account to the em- 
ployee and having the employee ap- 
prove them in writing. 

These legal considerations apply 
to workers on salary or piece work 
and to employees on commission. 
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Here’s a handy tool that no 
woodworker can afford to be 
without! The Forstner Auger Bit 
is virtually a complete set of 
tools in one—it will perform 
many operations now done with 
chisel, gouge, scroll saw and lathe 
tool. Guided by a circular rim in- 
stead of a center, this bit operates 
in any direction, always leav- 
ing a clean, polished surface. 


MANY NEW 
USES! 
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CANTON FOR 
eal) CATALOG 
SRAND ; 


TORRINGTES EGONMNEC TIC S&T 








of 
WHOLESALE 
HARDWARE 
HOUSES 


Every One Selling Through 
Hardware Channels Needs 
a Copy. 


-— 
mneent™ 
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Indispensable for 


1 Calling on Hardware Jobbers 
2 Your Credit Department 
3 Direct Mail Work 














- 
It Lists: PRICE 
SHELF HARDWARE JOBBERS 
HEAVY HARDWARE JOBBERS e 
MILL SUPPLIES DISTRIBUTORS 
PLUMBERS’ & TINNERS' SUPPLIES JOBBERS A COPY 
MANUFACTURERS’ AGENTS emniaia 
HARDWARE CHAIN STORES pes yo 
HARDWARE ASSOCIATION LISTS 


HARDWARE AGE VERIFIED LIST 
239 W. 39th Street New York, N. Y. 
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ARCADE 
Crystal 


COFFEE 


COFFEE CAN MILL 


BE GRAND 
° - e 
it can tadte like Sheep dipa 
The difference is not entirely in the brewing . . 
tirely in the grade of coffee . . . but much of the difference 
is due to freshness. And the only way to be sure of fresh 
coffee is to grind it as needed. Now, with this modern, 
streamlined Arcade Mill housewives are again taking up 
coffee grinding for two reasons . . . better coffee with a 


delightful aroma and fresh flavor . . . plus a kitchen ac- 
cessory they are proud to own. 


Display this modern mill . . . it will sell. 
Co., 1201 Shawnee St., Freeport, Ill. 


Order from Your foller & 









» not en- 


Arcade Mfg. 


No. 9010 























Chosen for Racine’s 
“HOUSE-OF-THE YEAR” 


From Podunk to Pittsburgh, promoters and 
builders of model homes aim to install the last 
word in built-in conveniences. And where garages 
aren't slighted you'll find “Over-the-Top” Door 
Equipment most often the choice. At Racine, Wis- 
consin, thousands of visitors who jammed the 
“House-of-the-Year” sponsored by the Journal- 
Times newspaper there, were amazed at the 
simplicity, convenience and low cost of this 
revolutionary equipment. 


“Over-the-Top” Door Equipment... the modern 
method of operating doors over-head . . . is what 
the majority of home owners and builders want. 
A demonstration and an installation estimate close 
a sale. n't pass up the profits that can be yours 
with an “Over-the-Top” Door Equipment fran- 
chise. Write today for facts . . . no obligation. 


FRANTZ MANUFACTURING CO. 
STERLING, ILLINOIS 


* 5 Ke) a 
Centon EQUIPMENT 
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APPLICATION FOR DONATION APPLICATION FOR DONATION 






Date 












ts for dons*ions 
The large number © 3 -] 


Name of Organization 
nave reached 5 2 






Addrass 


Mere of Solicix: 





Address 





————-——--—_____ Phone__ 
Type of Donation Re ue sted it 
Mice 
To be used for__ D: 
Before any dona*i Ir Rasa, ee 
essinet th f merchandise is request 
y ‘ necessary po Pa & 5 requested,it will be 
VEN the horse is proud of saddlery executive officer sold : ‘ae is 
nf ———_— enstaiinenstnes CaM 


hardware finished with Eberite— 
our new plating that covers evenly and 


What use will be made of the proceeds 
aneesinieas 


will more ‘han 
2 eee 


0 no circums ence 
Inder in o 


one donation be made 























fully with a beauty that endures. ny individuel group,church, sch ol, Has the Chamber of Commerc aaa 
lodge,ete. @pproval to this solicit a on ENned Soe Shade 

This remarkable new finish excels s eiii receive our careful ‘ean aera 

anything heretofore offered in its re- tour eereehon and ou Sil) be notified a ee ee ee 

sistance to rust, wear and weather. ps to our decisic®- =f stttteeeeensesecesenectsecsserssestreseses, 

Fused to the base metal, it will not (Do not write below this line)” 

crack or chip. os a ee 
Eberite is an exceptionally bright Wace. vrsncieis - 








and hard finish that surpasses in ser- 
viceability and attractiveness all the 
commonly known and used finishes, 
such as galvanizing, cadmium plating 
and chromium plating. 


The application blank used by Schlafer’s, Inc., of Appleton, Wis. 


Eberite is an exclusive feature of 
our Saddlery Hardware Division. 


One Way of Curtailing 
the Donation Racket 


| JYVERY hardware dealer, and for a donation for either cash or 
_4 practically every other type of merchandise we ask them to fill in 


Write for descriptive circular 








EBERHARD 


Manufacturing Co. 
Cleveland, Ohio 








SKATE! 


OLL: KIN 





The Greatest Skate Improvement in 30 
. a rolling 


Years. Its “floating Ride’. . 
sensation. 


AMAZING NEW 








retailer for that matter. is familiar 
with the subject of donations. Dona- 
tion seekers drop in on the unsus- 
pecting retailer at all seasons of the 
year and they all expect to have 
their request gratified. Some firms 
merely sign on the dotted line with- 
out a struggle. Others fight back. 

Schlafer’s, Inc. of Appleton, Wis.. 
belongs in the latter category. This 
firm has discovered a method which 
seems to be highly efficient. The 
following letter from K. M. Haugen, 
president of the firm, tells its own 
story: 

“Your readers may be interested 
in a method we have worked out to 
help us in the request for donation 
racket that has become so prevalent 
during the last few years. 

“Whenever anyone comes to us 


the above blank and when that has 
been done we tell them that they 
will be notified as to our decision. 

“We find that, now and _ then, 
when the solicitor sees the informa- 
tion we require on the blank, he 
withdraws his request for a dona- 
tion. This method gives us an op- 
portunity to check up on any that 
are questionable and allows us to 
discuss the matter among ourselves, 
rather than in the presence of the 
solicitor. In case of fraud, such a 
sheet might become valuable evi- 
dence. 

“We find it has proven very ef- 
fective and it has appealed to our 
local Chamber of Commerce to the 
extent that they are now providing 
similar blanks for all of their mem- 
bers.” 


Duco Sponsors $2,150 Prize Contest 


E. I. du Pont de Nemours & Co., 
Inc., is sponsoring a unique contest 
in which entrants will be required to 
send a photograph of an object half 
finished with Duco, leaving the other 
half in its original condition, accom- 


dollar will be paid for every photo- 
graph and letter submitted. 

Prizes will be awarded to those 
entrants who display the most in- 
genuity in making use of their par- 
tially-finished object or surface as 





an aid in increasing Duco sales. A 
professional photograph is not re- 
quired and an ordinary clear snap- 
shot will do. All entries must be 
received by midnight, May 31, 1938, 
at E. I. du Pont de Nemours & Co., 
Inc., Duco Contest Dept., Wilming- 
ton, Del. The company is not ob- 


panied by a letter of 50 words or 
more telling how the partially-fin- 
ished object or surface was used to 
increase Duco business. A total of 
177 prizes will be awarded totaling 
$2,150. The prizes will be distributed 
as follows: first: prize, $250; two 
second prizes, $100 each; four third 


ROLL-KING is cushioned in rubber' Ab- 
sorbs shocks 3 ways: Rubber cushions— 
Rubber mountings—Rubber wheels (18 ball 
bearings in each wheel). The ‘top 
favorite’ with dealers everywhere. ‘They 
find it pays to display and to advertise 
ROLL-KING for this famous skate attracts 
quality customers seeking quality. 


Stock ROLL-KING for 1938. Be first in 
your community to feature them! Write 





for details, prices. 


METAL SPECIALTIES MFG. CO. 


3208 West Carroll Avenue, Chicago 


130 





prizes, $50 each; 20 fourth prizes, 
$25 each; 50 fifth prizes, $10 each 
and 100 sixth prizes, $5 each. One 


ligated to return any letter or photo- 
graphs submitted and the decision of 
the judges is to be final. 
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The “Iron Horse” 
| Does Its Job 


(Continued from page 55) 


COMPLETE 
WAREHOUSE 
STOCKS 


remedy—too drastic to win the 
approval of many. 

Billions are invested in the rail- 
roads-—by individuals, insurance 
companies, and others—so a solu- 
tion of their ills is a major task 
touching the lives of more Amer- 
icans than any other single indus- 














LOCATED IN try in the nation. 
Atlanta Louisville The railroads want no monop- 
Cincinnati Memphis oly! They do want, and deserve, 
Cleveland Milwaukee and the public will be best served 
Columbus, O. Mobile by, an equal application of regu- 
Dallas Montgomery lations and taxes to competing bus | 
Detroit Nashville and trucking as well as barge and { he we '@) VA T | @) he ' 
a por acy e river transporttion. Competing be . 
indianapolis Philadelphia cerviees should also assume equal jig Grass Seed Selling 
Kansas City San Antonio responsibilities for the safety o 
; . a : | 

Los Angeles San Francisco the public and its goods. BRING $ YO U 

Seattle The government went into the 


business of operating barge lines 
through the Inland Waterways 
Corporation. The subsidy it has 


TAYLOR, LOWENSTEIN & CO. poured out on this unprofitable 


‘enture has < > $2.: ’ 
Mobile, Ala. ei & venture has amounted to $2.30 for 


56N. Commerce St. 605 Gerke Bldg. every ton of freight transported. 
[hat is a terrific waste not in the 


SEE YOUR JOBBER TODAY 
FOR PRICES 





least warranted by the meager re- 








turns from such Federal com- 


" 
Full Size petition. A never-ending argu- 
ment has developed over the 


Heavy Wrought Brass amount of taxes which trucking 


companies pay for their use of 





motor highways. Regardless of 
the figures which can be mustered, 
it is apparent that the railways 
suffer from strict control while 

‘ (Patented) their competitors virtually operate 
2a Fiz. 40 with little supervision of equip- 





ment, hours, wages, and rates. 
In the case of the waterways, 


eo SHERMAN we have the spectacle of the gov- 
ernment itself engaging in direct 
competition with the railroads, 


NOZZLE arbitrarily charging less for the 
service than the railroads are per- 

The only large mitted to charge, and the result- 
4 ing deficits being paid from pub- 
lic funds of which the railroads 









How to make the extra profit 
plus extra sales for yourself. 


brass nozzle which can MAIL TODAY 


profitably retail contribute a large share. : te -—- np 
at 50¢ Transportation on waterways ee be : — a 
and air lines and transportation yeahs rev eae. 
Plain Brass—or Chrome on the highways must be regulated chandising lawn seed. 
and the same character of regula- ; 
Sold Thru Jobbers tion should be applied in the pub- ae 
lic interest and for the public safe- Street 
H. B. SHERMAN MFG. CO. ty that is applied to the railroads. City 

Battle Creek, Michigan, U.S. A. Here is an example in connec- dine 


tion with waterways: The Ohio — quggugmsssssssss 
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GTEELGRIP 


Belt Lacing 


A strong lacing for all 
types of belts. Put on 
with a hammer in a 
few minutes. Clinches 
smoothly into belt, 
compresses ends, pre 
vents fraying. 2-piece 
hinged rocker pins 
provided. 8 sizes. In 
boxes, handy pack- 
ages, artons and 
long lengths 






















Handy packages 


Handy contain 2, 6 inch 
P k sets of lacing com 
ac ages plete with pins Fast 
counter seller. No need 
to break standard boxes 
WIREGRIp for small users 
Belt Hooks : 
come on processed cards that 
prevent waste—-every hook 
tan be used Protects 


fingers. Applied! with 
a WIREGRIP Lacer 
or any other standard 
Belt Lacing Machine 
All Sizes, 1 doz. cards 


per box Standard or 
Vise Type Belt 


WIREGRIP [eter No. 0 


operates in any vise 
Stabilizing feet. Sim 
plified loading. Best 
foc farm, small shop or 
outside work. Complete 
with th'n blade shears 
for utting between 
hooks to exact length 


As-orted Cartons 






—— 


¥ 


ARMSTRONG-BRAY & CO. sy 
“The Belt Lacing People” CATALOG 
304 N. Loomis St., CHICAGO, U.S.A. 





es SS 


Extreme 
Accuracy 


Omm<én = 





L 
EMPIRE, Laut 
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River is 981 miles long. To canal- 
ize it for navigation the govern- 
ment has built 50 locks and dams 
in the stream, at a cost of $136,- 
309,260, or $138,941 a mile. The 
annual maintenance costs in 1935, 
according to official reports, were 
$4,047 a mile. The Louisville & 
Nashville Railroad, which at 
points parallels the Ohio River, 
represents a construction cost of 
$64,682 a mile, and costs about 
$1,633 a mile annually to main- 
tain. The railroad is completely 
sustained, including interest it is 
able to pay to the private capital 
that financed its construction, 
taxes for the support of Federal, 
state and local governmental insti- 
tutions, through revenues paid to 
it for transportation service. The 
annual cost of maintaining the 
Ohio for navigation is paid alto- 
gether by taxpapers. No interest 
is paid on the investment, more 
than twice the investment cost per 
mile of the L&N, that the govern- 
ment has made in the river chan- 
nel, and yet navigation on the 
Ohio is of little or no benefit to 
the great majority of the taxpayers 
who are compelled to contribute to 
its maintenance. 

The American business man is 
appreciating now more than ever 
what the railroads really mean to 
the country! 

The railroads represent one- 
tenth of our national productive 
capital, or wealth. They are equal 
to the value of all farm lands; two- 
thirds of all the minerals, oil and 
gas; twice the value of all private- 
ly owned timber lands and are 
just about equal to the value of 
all the machinery and equipment 
of America’s factories. The rail- 
road industry is the largest organ- 
ized industry in the country. It 
buys and consumes the back log 
of three other large industries— 
25 per cent of all the coal that is 
mined; 17 per cent of all the steel 
that is fabricated and 17 per cent 
of all the lumber that is manu- 
factured. If the government were 
to go into the railroad business it 
would logically soon have to go 
also into the business of supply- 
ing its needs. 

The government couldn't long 
operate a railroad transportation 
system in competition with a pri- 
vately owned trans portation SYS- 





Folks Demand 
NON-POISONOUS 
INSECTICIDES 


HOME Gardeners, Market 
Gardeners, and large Com- 
mercial Growers are real- 
izing the importance of 
using sprays that kill in- 
sects without endangering 
the lives of people, pets 
and livestock. 

More than 60 years ago, 
HAMMOND introduced 
SLUG SHOT, the pioneer 
non-poisonous insecticide. 
Today, SLUG SHOT in 
two forms, Dust and 
Liquid, is still a depend- 
able profitmaker on the 
shelves of dealers. 
HAMMOND Advertises 
to 15,000,000 Readers 
We are now releasing the 
most extensive advertising 
campaign in the history of 
our business. That puts 
power back of the Ham- 
mond Products shown here. 


Write for prices and discounts. 


HAMMOND 
PAINT & CHEM. CO., INC. 
| 45 Ferry St, Beacon, N. Y. 





What Size? 


The size is clearly stamped in each 
Simplex pump leather. This factory 
marking prevents errors, speeds up 
sales, avoids arguments and builds 
good will. Simplex packings are the 
finest quality you can buy and they 
cost no more than ordinary leathers. 


Ask your jobber or write 
us for price list. 


MANU FACTURI 


AUBURN, 
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Make 4 Real Profit on 








your 
house num- 
bers out of the 
“slow seller” class 
by using the at- 
tractive Premax dis- 
play assortments. Em- 
bossed brass and alumi- 
num letters and figures 
with or without —back- 
grounds. Send for spe- 
cial catalog, illustrating 
the complete line. 


Pemax adie 


Division of Chisholm-Ruder Co., Inc. 


3804 HIGHLAND AVE., NIAGARA FALLS, W.Y. 
































For112 
years this 
trade mark has 
been the guide to Lecrrimus 
the best in axes. 


Collins Axes have what 
it takes to make satisfied 
customers and profitable » 
sales for you. Ranking 
first, with Balance—Tem- 

MICHIGAN 
per—Steel—Straight Eye, SINGLE BIT 


Collins Axes “‘cut longer 
between sharpenings.” 
In addition to an axe 
for every purpose, the DAYTON 
Collins line is complete — 


with mattocks, hatchets, r Ss 
: \ 


bush hooks, hoes. 


If your jobber can’t j 
supply you, write us. | “~ 
The Collins Company, ™ DAYTON 

SINGLE 


BIT, BEVELED 


Collinsville, Conn. 
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tem on the highways. Government 
ownership is a proposal, in its 
final analysis, to have the govern- 
ment own and control all the 
transportation facilities of the 
country. 

It is claimed that the railroads 
are over capitalized and that ser- 
vice charges to the public are 
based on capital which doesn’t 
exist. However, the Interstate Com- 
merce Commission has spent 24 
years and millions of dollars to 
find out and acknowledge that the 
fair property investment in the 
railroads is $24,000,000,000 and 
that they are capitalized for only 
$19,000,000,000. 

Finally, comes the “Sins of the 
Father,” and they are visited upon 
the third and fourth generations. 
Somewhere, sometime in the his- 
tory of the railroad industry. 
somebody abused his trust, did 
something he ought not to have 
done. What business has been free 
from the same thing? 

Railroad bonds are widely dis- 
tributed among general investors, 
but insurance companies. savings 
banks. colleges, and other institu- 
tions have long been large inves- 
tors in this type of security. When 
many of the railroads ceased to 
be able to pay their interest 
charges the effect was harmful to 
the whole country. 

The upturn in railroad car load- 
ings during the first part of the 
year with the increased revenues 
which it signifies, was reflected in 
the market for carrier securities 
and in a strengthening of the finan- 
cial structure of the companies 
which have been heavy investors 
in railroad bonds. 

We sometimes forget how ex- 
tensively the railroads are threaded 
through the pattern of American 
economic life and how important 
their prosperity is to the pros- 
perity of the whole country. 

The time has come, and it is 
essential, that all forms of trans- 
portation be treated equally, fair- 
ly and justly, in the public interest. 
This will be done when American 
business men make their wishes 
known. The railroads of America 
are the American business man’s 
motive power to better and bigger 
business. Pull with tne Iron 
Horse! 











Help Yourself to 
New Profits with 


HORMODIN A 


Hormodin “A” is the remarkable new 
product that stimulates rapid root 
growth on plant cuttings—and rapid 
profits for dealers. The quicker, better 
rooting produced by Hormodin enables 
gardeners to propagate their own plants 
with success. Treatment is simple, and 
costs only a fraction of a cent per cutting. 

Get your share of this new profitable 
business now. Write today for informa- 
tion, prices and dealer helps. 


MERCK &CO.Inc. RAHWAY,N. J. 
e Ma n ufactu wn F Chemist 




















‘Hose Sprayer 


Attaches to Ordinary Garden Hose! 


Gi Lin plex, 


7 


A New Improved Invention for spraying plants, 
trees, shrubs, etc.—for gardens, large estates, 
municipal parks, library grounds, greenhouses 
-no mixing—ready for instant use. 


We Supply the Old Reliable Insecticides recom- 
mended by Entomologists and 
Horticulturists everywhere—NICO- 
TINE, SULPHUR and PYRE- 
THRUMROTENONE. These are 
made in stick form for use in the 
“‘SIMPLEX" Garden Hose 
Sprayer with full instructions for 
their use. 


UNSOLICITED ENDORSEMENTS— 


Following are extracts from a few letters which 
are typical of hundreds of endorsements received 
Mr. W. H. Tarvin, 1100 Cardinal Drive, Louisville, 
Ky., writes: ‘‘You have a great Sprayer and ! 
tind it very convenient and satisfactory.”’ Mrs 
A. N. Bostwick, Harbor Beach, Mich., states in 
her letter: ‘‘Have had wonderful success with your 
Sprayer. It is invaluable for spraying evergreens 
Many of my choicest trees were infested and I got 
slmost immediate results with Nicostick One 
ertridge covers a great lot of trees.’’ 


NATIONALLY ADVERTISED 
fhousands of dollars have been expended in past 
two years in advertising these products in all of 
the national floral magazines which has resulted 
in a large consumer demand. 

WRITE FOR DEALERS’ SPECIAL OFFER OR ASK 
TO HAVE REPRESENTATIVE CALL. 


GARDEN HOSE INSECTICIDE CO. 
B-928, Kalamazoo, Mich. 








ESS 


Economical — Rapid — Effective 





There is Always 
a Market for 
Stewart Products 


Progressive hardware men will do 
well to investigate the liberal dealer 
plan offered by Stewart. An oppor- 
tunity to increase profits through the 
sale of Iron and Chain Link Wire 
Fence and Entrance Gates, Lawn Fur 
niture. Interior and 
Exterior Railings, 
Bracket and Pier 
Lanterns, Folding 
Chairs, Stable. Fit- 
tings and other Or- 
namental Iron and ‘ 
Wire Products and 
kindred metal specialties. 
You invest nothing and 
you are not required to 
carry any stock. Write 
today for full details of this outstand- 
ing Stewart offer. This places you 
under no obligation whatever. 








FENCES 


The Stewart Iron Works Co., Inc. 
537 Stewart Block 
CINCINNATI — OHIO 
“Werld'’s Createst Fence Builders Since 1886" 
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New Ideas Brought This 
Hardware Man Promotion 


(Continued from page 96) 


shipping department would ente: 
so many cases in the main stock 
department, and so many in each 
of the other departments. These 
goods in turn were assembled 
the shipping room alphabetically 

by railroads, and checked up 
with the original shipping slip. 
This new method made a great 
deal more space in the main stock 
room, saved the handling of goods. 
reduced the amount of labor, and 
the goods not being handled so 
frequently met with less wear and 
tear and reached the customer in 
better condition. 

“Well.” 


“| worked a year in stock. not only 


continued my friend. 
doing my regular work as a stock 
clerk. 
new scheme I could to save labor 
and systematize the filling ol 
orders. By the end of the 
had been promoted from the low- 
est class of stock clerk to a ‘hear 


but also figuring out every 


year | 


back, and my salary was raised 
from $5.00 a week to $15.00 a 
week. That was a very munifi- 


cent salary at that time. The rea- 
son | was advanced so quickly was 
hecause the head of the stock de- 
partment had told the president of 
the company of the suggestions | 
had made. 
“However.” 
life of a stock clerk was not so 
thrilling. When the 
came in they always seemed to be 


he reminisced, “the 
salesmen 


well dressed. prosperous and hap- 
py. | made up my mind that the 
hest job to get was that of a sales- 
man. So one day I tackled the 
president and told him I wanted 
to go on the road. He answered 
he was pleased with the work | 
had done and that he would give 
me the first opening that occurred. 
One day he called me down to his 
office and said he had decided to 
give me a trial as a salesman. He 
instructed me to get a catalog and 
see that it was properly marked 
up. this bringing the catalog up- 
to-date being done on my own time 
at night. 
“In two 
the road. 


weeks | was out on 


Here a_ whole new 


world opened to me. | had never 
traveled before. I didn’t know 
anything about the country. | 
didn’t know growing wheat from 
oats. I happened to go on the 
road when dogwood was in blos- 
som. I had to drive over a large 
part of my territory, and as my 


driver was a colored man who 
had been raised on a farm I 
learned a lot from him. He would 


stop his buggy in different places, 
we would get out and he would 
instruct me in the varieties of tree, 
shrub, plant, crop. ete. 


Studying Dealer Habits 


I studied 
dealers, 


“Then as I traveled 
the habits of the retail 
they sold their goods, and 
how they kept their stocks. Hav- 
ing a peculiar kind of mind, | 
things that could be 
improved, and I talked to the 
dealers about these things. I be- 
came a sort of silent partner in 
the store of each of my customers. 
In my travels I met many sales- 
men and I studied their peculiar- 
ities. One thing I noticed was 
that many salesmen unconsciously 
were very slow in their work, 
and were slow in taking orders. 
It seemed to me that when a cus- 
tomer was all ready to buy, when 
he got out his want list, that was 
the time for the salesman to work 
fast. Instead of that many sales- 
men took out their regular order 
books, and let the customer wait 
while they adjusted carbons, etc. 
And the customer still waited 
while the salesman printed the 
name and address of the concern. 
When he had fixed his order book 
to suit himself, fully five minutes 
had been lost which might have 
been utilized in selling. In the 
meantime, when he was all ready. 
in would come a customer, and 
the merchant would leave him 
while he waited upon his cus- 
tomer. Sometimes the merchant 
would not come back for an hour 
or two, so Mr. Salesman with his 
order book and his carbon copy 


how 


saw many 
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ON YOUR 
NEXT ORDER - 


CORTLAND 
SCREEN W/RE CLOTH 


@ When customers ask for a screen that will “stand 
up’ —reach for the Cortland brand. You can sell 
any Cortland Wickwire grade with full confidence 
that underneath the attractive finish there is full 
gauge Open Hearth Steel quality, tough and rust- 
resisting and lasting. 


V ULTRA-PREMIER 
VY CORTLAND BRONZE 


vy CORTLAND GRAYWICK 
y CORTLAND BLACK 
ALSO CORTLAND COPPER 


Play safe—tell your Jobber “Cortland ~ 


WICKWIRE BROTHERS 


CORTLAN D:':‘NEW YORK:: U. 
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RG Gardiner Acid-Core Solders are made to make good... 
no matter how tough the job. Their reputation for de- 

pendability and economy wins trade. Their uniform performance 
holds it. Farmers, mechanics, garages, etc., are 1, 5 and 20-Ilb. spool 
buyers. The big, profitable home market shows a marked preference 
for the famous Gardiner Repair-All Household package . . . priced 
to meet chain store competition with a full mark-up. Order Gardiner 


Solder by name from your jobber. 


2. 
) cfudine ardiner 
.? NN aM ETAL CO. 4 


4821 S. Campbell Ave., Chicago, III. 








ree 


SOIL-SOAKER | 


Sensational New Seller! Starting off with a 
B-A-N-G! Jobbers, dealers wiring in for stock! 
Extra large dealer margin! 
It’s a patented hose-attachment of porous canvas. 
Water seeps through gently—all soaks in deep— 
no soil-washing—no run-off. Puts water exactly 
where wanted. Makes luxuriant lawn. Ideal for 
parkings, terraces, gardens, trees, etc. 18-ft. 
length retails at only $1.80—30-ft. length, $2.80. 
Larger sizes for estates, parks, golf courses, etc. 
Twelve small size or 6 large size packed in at- 
tractive display carton—Sells Itself! Nation- 
ally advertised. 

‘SK YOUR JOBBER SALESMAN —or write 

us for folder and the Big Dealer Profits! 


HASTINGS CANVAS CO. 


Dept. A Hastings, Nebr. 














Plan to attend the 


AMERICAN TOY FAIR 


* NY. 38° 


425-57 





AMERICAN TOY FAIR 1938 
APRIL 25 to MAY 7 


complete Exhibits at 
PERMANENT SHOW ROOMS 
and at 
HOTEL MeceALPIN 
Broadway at 34th St., New York 


TOY MANUFACTURERS OF U. S. A., INC. 


200 Fifth Avenue, New York City 
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@ 


Ballistic experts uncork new 


.22 cartridge discovery. See 





page 16. 
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sheets just had to wait. A lot of 
valuable time was wasted in this 








SIGNAL FANS 


ARE MODERATE PRICED 


way.” 
This future hardware manu- 





facturer said that he made it a | 
point to take all of his orders in 
a memorandum book. He had a 


shorthand system of his own. He 
could write just as fast as the 


customer could call out the items. 
He also made it a point to con- 
dense the orders in his memoran- 
dum book as much as possible. If 
a customer bought six or seven No. S61 10” 
patterns of pocket knives, he Oscillator $8.75 list 


would put all of these numbers on 









Dependable perform- 
ance and accepted 


DISPLAY 


No. 1 mvi a] » 1h > ¢ > =>X- 
SL st DL PN. 2s WBA one line. He had learne d from ex appearance are out- 
o— ereneneneemenansestaninseenac P standing charaste is- 
perience that when a_ salesman ties of SIGNAL 
Fans. And, imnor- 


They'll Scrape Up New took down an order in his large tant is the fact they 
Profits For You 


are a proven product. 


order book and put each item on Eoey, Ss ae 
Shapes ght ee 1 line by itself, he would cover —— a aa ; 
--the ri . . é | seit, Pp OW , ? years, an  cnviable 
they scrape right. Two replace- y reputation with both 


able sharp blades save sharpen- several pages of the book very the buyer and _ seller. 
¢ The name SIGNAL is ; ” : 
No. 218 8&8 Non-Oscil- 


ings. Either blade used by simply ‘ 7 . 

: . . . , 22a recognized as a brand 

turning handle over. Popular big quickly. Then the dealer seeing recognized a0. Grane 1 83.50 list | 
e ; : 2 4 . known and which can be bought with absolute confi- 

sellers. Easel Display has atten- all these pages would decide he dence. Every fan carries the SIGNAL guarantee, end 

tion compelling light reflecting had I ht h j scqrenes ay the Underwriters’ Laboratories. Write 

top. Sales of extra blades also nad poUg enougn goods. oe } 

I SIGNAL ELECTRIC MFG. CO. | 





- My friend in time became sales - : 
LANDON P. SMITH, INC. manager for the concern he Remeber Nandwase Wockaiiay'® to 04 
IRVINGTON, N. J. started with as a stock clerk. He 
told me on one occasion he had 
a convention of his salesmen, and 
the one subject they discussed —s ee — 
and illustrated was how salesmen Write for FREE book and 
wasted time in selling goods. The dealer prices on WARNER J 











electric brooder. Best by tests. 
THE NATIONAL IDEAL Co., 

914H Summit St. 

Toledo. 0 


whole idea of the meeting was to 





| teach salesmen to save time and 
to do things in the shortest pos- | 
sible way. He said the best way 
to accomplish this was to have 





two salesmen put on a sort of one 

act play, one being the customer 

and the other the salesman. 
So as the years passed, this 





hardware man learned what he 





| called the small lessons of busi- he ) hay: Thay W, oo 
that requires ness. As he in turn became the CW alsy aterers 
| head of a similar business and for HOGS and POU LTRY 
less stock variety —— yet later a manufacturer he made ALSO SHAW and DAISY 
fill . f ‘use of all these simple things CALF WEANERS 
iat he had picked up in his 
ills a greater variety OF | that he had picked wy } BEST FOR 25 YEARS 


every day experience first as a 








Wri f FREE Ci | Mfrd.B 
demands. stock clerk, and then as a sales- hesesee ype soe pp a 
‘cos man. He remarked that the voung- Q BOONE, IOWA, U.S.A 
rite 


er generation today did not seem 
SOSS MANUFACTURING CO. to think so much of using these 
648 E. FIRST AVE. ROSELLE, N. J. | ?/d fashioned lessons. It was his 7) G 


judgment, however, that what this aati 
country needed was more of this on orge 








for catalog and prices on 





zood, ashi . 
good, old fashioned common se mention that 


S () S S sense, and less of the newfangled, ae 
time wasting, expensive ideas that you saw it in 


INVISIBLE HINGES fer eee osu ‘andere | HLARDWARE AGE 





no one 
them. 











NEVER SEEN* NEVER HEARD* NEVER TROUBLE 
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COBURN 


COBURN SLIDING DOOR TRACK 
Fifty years ago Coburn invented and pat- 
ented the first enclosed sliding door 
track. 
















Today, after fifty years of service under every 
possible condition, Coburn sliding door track is 
recognized as a superior product which is second 
to none. 


Your customers will thank you for recommending 
Coburn products. 


Since 1888 Coburn Products Have Been 
Dependable 


COBURN TROLLEY TRACK CO. 
50 Canal St. Holyoke, Mass. 












ESTEARNS ‘Qc 


STEARNS faucets open a greatly widened 
market because they are lower in price than 
bronze faucets of this type. 


These are real sellers and offer you an attrac- 
tive extra profit. Absolutely leak-proof and 
dependable. Made of close-grained grey 
iron (cadmium plated). Guaranteed to hold 
all non-corrosive petroleum liquids. 
Self-Closing Faucet (No. 60) 3%4” U. S. Std. Pipe 
Thread. 34” Flow. Special impregnated lerther vvive 
facing is permanent. No replacement necessary. 
Lock-Lever Faucet (No. 50) %4” U. S. Std. Pipe 
Thread. %4” Flow. Plug ground to each barrel. 
Spring washer hoids tight joint. 


Ask your jobber for STEARNS faucets. 
E. C. STEARNS & CO. SYRACUSE, N. iY. 































Wrench has never been surpassed for gen- 
eral wrench work. The Bar, Jaw, Screw 
and Handle all unite to form a tool of un- 
usual strength and real efficiency. It is 
also an outstanding seller. 7 sizes: 6 to 21 
ins. inc. Jaw opening 6 in. size: {ths in. 
—z21 in. size: 4 ins. Good profit. Order 
by number—No. 92 Coes “Knife-Handle.” 


Ask Your Jobber 


BEMIS & CALL CO. 


Springfield Mass. 
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HOTELS 


COn CLEVELAND ids 


Sie HOLLENDEN 


Cn COLUMBUS it, 


Tee NEIL HOUSE 


ln AKRON 22h 


Thee MAYFLOWER 


¢ntToLcepo i& 


‘SecNEW SECOR 


c2n JAMESTOWN (iin 4) ZA 


Th JAMESTOWN 
and 
Te SAMUELS 


and featuring 












Unusually Comfortable, Modern Rooms; 
Good Food, Carefully Prepared and 
Served; Every Modern Hotel Facility 
and Reasonable and Uniform Rates 


**Genuinely 
Friendly” 


APRIL 7, 1938 


TORCHES. 


KNOWN 
EVERYWHERE 


No. 800 — Low Priced, 
Polished Brass Finish. 


No. 600A — Bottom Filler, T Handle 
Lock Down Pump, Polished Brass Finish. 


No. 158A—Chrome Plated Tank and 
Pump, Full Skirted Windshield. 


Pump Filler, 





— 


| CLAYTON & LAMBERT MrFc. Co. 


DETROIT, MICHIGAN 











TAKE A LOOK! 


8 PAGES 
BERNARD 


PLIERS — PUNCHES 


y NIPPERS— PRUNERS 
and other SPECIAL 


PURPOSE TOOLS 
in the July 29th 
DIRECTORY ISSUE 


\ 
OF 


HARDWARE AGE 


fY 

S 

yr Also includes 
BARGAIN SALES UNITS 


The WM. SCHOLLHORN CO, 
416 CHAPEL ST. NEW HAVEN, CONN. 








RA}, 


"4 > 








a When people enter 
your store and see the 
No. 66 Retail File Display Unit 
for Nicholson or Black Diamond 
Files they will “That 
minds me, I need 
files.” It’s happening every- 
where. Your wholesaler can 


say. re- 


some 


L 

| POSY supply you. NICHOLSON 
OSA FILE COMPANY. Prov- 
PATENTED idence. R. I... U. S. A. 


A FPILe FOR £VERY PRP Oss 
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HELP PREVENT oo 


RUBBISH BURNER SELL your customer 
Nes toe 


a woven Steel Burner 


American made. 


Write at once for catalog 
and proposition 


THE MASTERLITE CO. 


Dept. GC53. i'0 E. 23rd St., 


Safe Anywhere 


per Doz. net 
Shipped K. D. 
Easy to set up 
F. O. B. Prov., R. 





CLIPPERS 


The “Ansonia” 


Good looking, 
lependable 


tailing at 10¢! 


thorough! 


N.Y. 


Two Popular Sizes 


at | 
$14.40 and $18 


* H. B. BORNSIDE Mfr 





clipper re- 
Smartly 


Sell guaranteed Masterlite Lamps. | 
Fully 
guaranteed for 1000 hours. 





v 


designed counter card | 
comes loaded with 12, | 
ind sells them. At your 
iobber’s Catalog price 
sheet on request. 


The H. C. Cook Co. 
27 Beaver St., Ansonia, Conn. 





KEY BLANKS 


OF EVERY DESCRIPTION 








Also, assorted skeleton keys. 
a =O 

H 

co v 





Catalogue on request 
GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U. S. A. 











"SUN 
INS, 


HINE’ 


HINE 


dN 


IN U.S.A. 


MADE 


ASK YOUR JOBBER 


HOYT & WORTHEN 
TANNING CORP. 
HAVERHILL 


MASS. 











Include 


HINDLEY WIRE GOODS 


on your shelves in 1938. Enter your 
stock order with your Jobber now 
and specify Hindley's. 


WIRE GOODS—COTTER PINS 
WIRE SPECIALTIES—EYEBOLTS 


60 JOHN ST. 
HINDLEY MFG. CO. Vaitty’ratis, ke. 1. 
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| the Delaware, Pa. H. L. 


| bers 


| City. , 





| Coming Conventions 


and Events 


Alabama, The Retail Hardware 
Assn. of, exhibition and meeting. June 
7-9, 1938, at the Gay Teague Hotel, 
Montgomery, Ala. J. H. Crowe, 410 N. 
2lst St., Birmingham, Ala.. secretary. 

American Hardware Manufac- 
turers Assn. and Southern Hardware 
Jobbers Assn., April 11-14, 1938. at the 


Peabody Hotel, Memphis, Tenn.  Sec- 
retary, manufacturers association, C. F. 
Rockwell, 342 Madison Ave., New York 
City. Secretary, jobbers association, T. 
W. McAllister, 1020 Grant Bldg.. At- 
lanta, Ga. 

Carolinas, The Hardware 
of, convention, June 14-16, 1938, 
Jefferson Hotel, Columbia, S. C. 
R. Craig, 407-11 Commercial 
Bldg.. Charlotte, N. €.. 
treasurer. 

Contract Builders’ 
tributors, National Assn. of, Sept. 
1938, at Wm. Penn Hotel, 
Pa. Assn. office at 225-227 
N. S., Pittsburgh, Pa. 

Eastern Hardware Golf Assn., 
fourth annual tournament, May 
1938, at Buckwood Inn. Shawnee on 


Assn. 
at the 
Arthur 

Bank 


secretary- 


Hardware Di:- 
20-22. 


Church St., New York City. secretary. 


National Retail Hardware Assn.., 
July 11-14, 1938. at the French Lick 
| Springs Hotel, French Lick Springs. 
Ind. H. P. Sheets, managing director. 
130 E. Washington Bldg.. Indianapolis. 
Ind. 
New York Housewares Mfrs. 
Assn. show, July 10-16, 1938. at Hotel 
| Pennsylvania. New York City. Execu- 
| tive-secretary. Flo English, Hotel Penn- 
sylvania. New York. 


Southern Hardware Jobbers Assn. 
and American Hardware Manufacturers 
Assn., April 11-14, 1938. at the Peabody 
Hotel, Memphis. Tenn. Secretary, job- 
association, T. W. McAllister. 
1020 Grant Bldg., Atlanta, Ga. Sec- 
manufacturers association, C. F. 


342 Madison Ave., 


retary, 


Rockwell, 


Texas Wholesale Hardware 
nual meeting. June 17-18, 1938. at 
Buccaneer Hotel, Galveston, Tex. O. H. 
Mann, Higginbotham-Pearlstone Hdwe. 
Co., Dallas, Tex., is president of the 
association. 

Toy Fair, April 25 to May 7 at the 
Hotel McAlpin and the Toy Centre, 
200 Fifth Ave.. New York City. H. D. 
Clark, Toy Manufacturers of the 
U. S. A., 200 Fifth Ave., 
the Fair. 

Triple Convention of the Southern 
Supply & Machinery Distributors Assn.. 
the American Supply & Machinery 
Manufacturers Assn., the National Sup- 


is director of 


| ply and Machinery Distributors Assn.. 


May 9-11, 1938, at the Hotel William 
Penn, Pittsburgh, Pa. Alvin M. Smith. 


Richmond. Va.. 
Assn.; R. K. 


Pittsburgh. sec- 


Smith-Courtney Co., 
secretary of Southern 
Hanson, 916 Clark St.. 
Assn.. and H. R 


retary, American 
Rinehart, 505 Arch St., Philadelphia. 
Pa.. secretary, National Assn 


New York 


Assn. an- 


Pittsburgh, | 
Federal St.. 


19-21. | 


Gilliam, 50 | 








SESAMEE 


Keyless Locks 
No Dial 


Write for Booklet 


The Sesamee Co. 
Hartford, Conn. 











STEEL nasovontaiar ~y HODS 


No dripping onto 
the user's back. 


Made entirely of 
stee) with wooden 
shoulder saddle 
and handle. 
Edges are heav- 
ily reinforced. 






Ne. 158 26"x12" the fork. is 
Gator x 1% pressed from 
deep heavy gauge 

steel. 


Write for prices. 
The Cleveland Wire Spring Co. 
E. 38th St. and Hamilton Ave. 
* @ Cleveland, Ohio e — 











QUIT LOSING PAINT SALES 
TO COMPETITION 


Sell IDEAL paints. The complete 
low priced line of guaranteed 
paints, enamels and varnishes. 


Write direct to us for samples and prices. 


JOHN R. WATSON PAINT CO. 
3103 Beaubien St. 


DETROIT, MICH. 








ROCHESTER ADJUSTABLE 
SASH BALANCES 
*) A product of Guar- 
°| anteed quality. Real 
profit in handling 
them. 
Write for prices. 





e 


Rechester Sash Balance Co., Inc. 
Bechester, N. Y. 



















Tools that Serve — 
Cutlery that Cuts 


We protect you through Jobbers 
DAMASCUS STEEL PRODUCTS CORP. 


Rockford Illinois 


CUTLERY 


DENISTON 















‘Lead Seal’? NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit-maker 
and good will builder. Note the famous ‘Lead 
Seal'’—the lead under the head and down the 
shank actually plugs the nail hole with lead! .. . 
Ask your jobber or write us for samples and dem 
onstrator blocks 


The DENISTON Company 
4840 S. Western Ave. CHICAGO, ILL. 
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IF YOU ARE A WISE BUSINESS MAN 
YOU BUY FROM ONE SOURCE OF SUPPLY! 


NEW FULTON LETTER PLATES gg 
made by the manufacturer of Ful 
ton Letter Boxes made it possible 
for you to get them from the same 
source of supply This way you 

save time and money! 4 





A strong selling 
Letter Plate is the gravity letter 
drop-lid tlap Available in beau 
tiful steel finishes-—brushed brass 

oxidized copper Solid brass 
plates—polished or brushed brass: 
also furnished with other stand 
ard finishes if desired. 


point of the 





Don't forget National Hardware Week, May 9-14. 
Write Today For Complete Information 


PATENT NOVELTY COMPANY 


305 Eighth Avenue Fulton, Illinois 




















BOMMER 


SPRING HINGES 


ARE THE BE 


REPLENISH YOUR STOCK WITH 

















A = BOMMER 
as They are in universal demand—are quick- 
° = est to sell—easiest to apply and the most 
oO satisfactory spring hinges made. 
is) P . 
Bommer Spring Hinge Co., Brooklyn, N.Y. 











Chicago Sales Office: No. 180 N. Wacker Drive 





Reminder... 

Sf you aré not familiar with the 

CONTINENTAL 83 LINE 

and special busintss a 

proposition for déalen. . 
Write - 

CONTINENTAL STEEL CORPORATION 


General Offices, Kokomo, Ind. 
Plants at Kokomo,|ndianapolis and Canton 














They still have to be 














| 
| 
| 
| 
| 
oil 









Year in and year out, 
Kees Weaners for calves, cows, 
The demand is always constant! 
Kees Snap-On 
Perfectly safe. Absolutely sure 


for KEES 1938 Catalog now, 
helps. 


@ Write 
of 


F.D. KEES MFG. CO. 


(Est. 1874) Dept. K-8 Beatrice, Nebraska 
Distributed Through Wholesale Hardware Trade 


and get details 


Kees Weaners and dealer Do it today. 





FAST-STARTING, FAST-SELLING 


ECLIPSE F 


AIR-COOLED AND ELECTRIC 


OUTBOARD MOTORS 


belong in your line. They 
are good-will builders 


Standard 
Single 
$71.50 


De Luxe Silent 
Single Electric 


$79.50 $38.50 


BENDIX PRODUCTS CORPORATION 
MARINE DIVISION, 40! Bendix Drive, South Bend, Ind 


Air-cooled Twin 
$129.50 


APRIL 7. 1938 








thousands of farmers buy 
and yearlings. 

No wonder. 
Weaners are easiest to put on. 
No troublesome nuts or bolts or cotter pins. 















“Soil-Flow’ Tools 


Turn customers into friends by selling them tools for 
garden and field work which do away with hard labor. 
There is no more chopping. stoopirs. back-breaking 
work necessary when “GARDEXING” flowers or 
vegetables. You walk upright, aa the tool after you. 


GARDEX Tools, made of special high carbon steel, 
sell at popular prices, assure dealers ER. leraee one 
fitable steel goods business. rite for 
more profitable Po Wee 


F. J. Wolf, Pres. 
chigan City, Ind. 


Catalogue of complete modern 


GARDEX INC. « ,,, 

















Window screen frames and screen doors 
are easily made with self-squaring Micklin 
Metal Corners. Lead-coated steel, takes 
paint without priming. Micklin Dual Cor- 
ners reinforce both sides of wood. 
Diagonal channel base permanently 
prevents sagging. Micklin Single 
Corners applied to back of frame 
without removing wire or other 
facing. 


Complete New 1938 Catalog now on the press. Write for Free Copy. 


Manufactured and sold exclusively by 


W. J. DENNIS & CO. 


2110-20 WEST LAKE ST. <<< CHICAGO 





-SAND’S LEVELS 


- — TELL THE TRUTH — = 
tO (@ er (@) | 





WORLD'S STANDARD FOR 43 YEARS 
“Factory Built-In Accuracy” 

MASONS’ WOOD AND ALUMINUM 

CARPENTERS’ WOOD AND ALUMINUM 


TILE SETTERS’ WOOD AND ALUMINUM 
SAND’S-STEVENS SURFACE AND LINE 


Write for Catalog 


SAND’S LEVEL & Too. COMPANY 


8631 Gratiot Ave. DETROIT, MICH. 
LR NE TELE LE ALLE ENE EINER EGIL EEE IE 
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Information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
It?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?’ 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Number. 


The “Who Makes It?”’ issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Florence, S. C.: Who makes the 
Lincoln welding rods?—Schofield 
Hardware Co. 

ANSWER: Lincoln Electric Co.. 
13010 Coit Rd.. Cleveland, Ohio. 


a * * 


Quaker City, O.: Who makes the 
Champion platform scale?—W. H. 
Hartley Sons Co. 

ANSWER: Howe Scale Co. of 
Ill., 1126 S. Wabash Ave., Chicago. 
ll. 

* - * 

Hillsdale. Mich.: Where can we 
purchase fencing foils and equip- 
ment ?—-H. J. Gelzer & Son. 

ANSWER: Joseph Vince, 202 E. 
Mth Street, N. Y. C. Castello Fenc- 
ing Equipment Co., 55 E. 11th 
Street, N. Y. C. 


* * K 


Marquette, Mich.: Who makes 
Houghto-Kote primer for use on 
tile?—Quality Hardware. 

ANSWER: E. F. Houghton & 
Co.. 230 W. Somerset Street, Phila., 
Pa. 

*% * * 

Port Washington, N. Y.: Where 
can we purchase Holland peat 
moss ?—-Shields Bros. 
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ANSWER: Holland Peat Pro- 
ducts Co.. Holland, Mich. 


* * * 


Port Huron, Mich.: Who makes 
the Star potato planter?—J. P. 
Sperry Co. 

ANSWER: Ohio Cultivator Co., 
Bellevue, Ohio. 


San Jose, Costa Rica: Where can 
we purchase Bestovall shovels and 
spades?—Miguel Macaya & Co. 

ANSWER: Special brand of the 
Pittsburgh Gage & Supply Co.. 30th 
and Liberty Ave., Pittsburgh, Pa. 


# * * 


Lubbock, Texas: Where can we 
secure repairs for Beatrice cream 
separators?—Sherrod Bros. Hdwe. 
Co. 

ANSWER: Beatrice Creamery 
Co., 1526 S. State Street. Chicago, 
Ill. 


* * * 


Turners Falls, Mass.: Please fur- 
nish the address of the Lorraine 
Metal Mfg. Co.—E. M. Gulow & 
Co., Inc. 

ANSWER: 690 Cherry Street. 


Bridgeport. Conn. 


New York, N. Y.: Who makes the 
McCaffrey snake wire for sewers? 

Columbus Hdwe. Co., Inc. 

ANSWER: McCaffrey Mfg. & 
Supply Co., 2415 W. 14th Street, 


Chicago. IIl. 
* *& & 


Phoenix, Arizona: Who makes 
Martin tin ware?—C. M. Martin. 

ANSWER: General Metalware 
Co., Minneapolis, Minn. 


*& * * 


Plattsburg, N. Y.: Who makes 
the Steem electric iron?—M. P. 
Myers & Co.. Inc. 

ANSWER: Steem Electric Co., 
1914 Maryland Ave., St. Louis, Mo. 
* * * 

Eubank, Ky.: Who makes the 
Bulls Eye gas engine?—Eubank 

Hdwe. Co. 

ANSWER: Jacobson Engine 
Works. Titusville, Pa. 


* * * 


Newburgh, N. Y.: Please furnish 
address of the Wrot Iron De- 
signers.—Weed & Bagshaw. 

ANSWER: 537 W. 35th Street, 
New York, N. Y. 
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Recognition of Mayhew Dependability is 
reflected in the fact that Mayhew tools 
have been sold profitably by Dealers and 


Jobbers since 1856. 


The Most Complete Burring Reamer 


Line on the Market! 





No. 387 REAMER 





No. 386 REAMER 





MAYHEW STEEL PRODUCTS, Inc. 


SHELBURNE FALLS, MASSACHUSETTS 











Vaughan, 





SAFETY, 














The simplest... 
cutting .. 


VAUGHAN NOVELTY 1) 0 2 Co Ol Oe 


WORLD'S LARGEST MAN TURER OF CAN OPENERS 





LL 5p 
Can OPENER 


25,000,000 women can’t 
be wrong. Approved by 
Good Housekeeping. 
best- 
- easiest-to-use 
can opener on the mar- 
ket. For quick turnover 
—and good profits—dis- 
play this Nationally Ad- 
vertised Popular Seller. 


INC. 
3211-25 CARROLL AVENUE. ‘CHICAGO. ILLINOIS. U.S. A. 





BRUSH-NU COMPANY , 


BALTIMORE MARYLAND 




















Made to order in any metal regardless of quantity. 
Copy of our new catalog available upon request. 


JOHN HASSALL, INC. 
Established 1850 
400 OAKLAND ST., BROOKLYN, N. Y. 








STAR 


Heel Plates 


For 30 years— 
these widely known 
heel plates have sold 
Never disappoint. Made strongest 
Quickly attached by anyone. 


on merit, 
to last longest. 
Nine sizes to fit smallest to largest size shoes. 
One customer after another repeats on “STAR” 
quality. 


Sold by Leading Jobbers. Send for Samples and Prices. 


STAR HEEL PLATE CO. * 


Newark N. J. 








They have 
pleased users - 
for nearly a century 
‘—and their continuous 
performance as sound 
profitable merchandise has 
pleased three generations of hard- 
ware dealers. Stock a good selection 
from the complete line of certified 
Wood and Metal Saws, Saw Tools, Ma- | 


A WEREOAMANCE 


E. C. ATKINS AND COMPANY, 410 S. lilinois St., Indianapolis, Indiana 













NO. | MUST 
HAVE IRON 


/& GLUE 
WA 


















THE McCORMICK SALES CO., BALTIMORE, MD. 





Stock and Profit with 


“G &B” QUALITY Products 


POULTRY NETTING 
STRAITLINE FENCING 
GALVANIZED HARDWARE CLOTH 


SCREEN WIRE CLOTH: 
“PEARL” 

“ACME” ELECTRO GALVANIZED 
PAINTED BLACK 
COPPER 
BRIGHT and ROMAN BRONZE 


The Gilbert & Bennett Mfg. Co. 


Astablished 1818. America’s Oldest Wwwen Wire Factory-Manufacturers 
WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in on Meshes and Gauges 


New York City Georgetown, Conn. Blue Isiand, III. Kansas City, Me. 
San Franciseo 


WIRE 
Goops 


GéB 


QUALITY 


Provucrs 














7, 1938 


APRIL 
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Help Wanted, Accounts Wanted 
Business Opportunities 

Sales Representatives Wanted 

Set solid, maximum, 50 words....... 


All capitals, maximum, 50 words. : Fe 
Each additional] word....... ‘ -06 
Positions Wanted 
(Special) Rate) set solid, maximum, 
FR GEE av cdccdcscscccssececess .50 
Each additional word .............- 1 


0 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY ae 


One inch 
Each additional inch 








Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen. Retailers and Retail Salesmen 








ae om oe 


DISCOUNTS FOR CONSECUTIVE INSERTIONS 


4 insertions, 10% off; 8 insertions 15% off. 

Due to the special rate, these discounts do 

not apply on Positions Wanted Advertise- 
ments. 


—_—~e— 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 
—_~e— 


HARDWARE AGE is published every 
other Thursday. Classified forms close 








135 days previous to date of publication. 


NOTE 


Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 

—_~eo— 

Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St.. New York City 








EB « Op nd ahi «Wag 











500 Motors at 2 Regular Price 


Y2 H.P. 110 volt. 60 cy. 3500 speed, 
induction type, ee current. Just the motor 
your customer needs for driving home work shop 
tools or any highspeed job. $7.50 each in fots of 
six. Single motors $8.50. 


ELECTRICAL SURPLUS COMPANY 
1885 Milwaukee Avenue, Chicago, IIlinois 


single phase 








GRASS SEED SALESMEN 
WANTED 


To sell nationally advertised Cen- 
tral Park trade mark product. 25 
per cent to right party. Write for 
details. 

Address Box C-949 

re of Hardware Age 
“Aoth St. N. ¥. City 





230 w. 

















FOR SALE -ESTABLISHED HARDWARE 
BUSINESS in good manufacturing town. Owner 
wishes to retire Will bear closest investigation 
Address Box C-950, care of Harpware AGe, 239 
W. 39th St., N Y. City 

MERC HANDISE 
cash small or large lots of 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Evstein, 815 Central St., Kansas City, Mo 





WANTED—I BUY FOR 
manufacturers’ close 


FOR SALE—GOING HARDWARE AND mill 
supply business in small New England industrial 
center. A great opportunity for one who cares 
to expand. Inventory $30,000. Fixtures $2,500. 
low rental. Owner has good reasons for selling. 


Replies strictly confidential. Address Box C-904, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City 

FOR SALE BROKERAGE BUSINESS, 
PRINCIPALLY in stoves and ranges, carrying 
ind distributing stock for eastern mi: inufacturers 
on commission basis Established 1888. ire 
house facilities at minimum expense Bucelient 
pportunity for young men to obtain going busi 
ness. Small capital required. Owner's age neces 
sitates retirement. Address Box C-951, care of 
Harpware Acar, 239 W. 39th St., N. Y. City. 

















SALESMEN: PATENTED SCREW-HOLD 
ING SCREW DRIVERS! Defy competition! 
lobbers buy quantities. 20% commission. Big 
repeats, exclusive territories Give full details 
Mfg’r., 80-D Journal Bldg., Boston, Mass 

SALESMEN--NOW CALLING ON HARD 
WARE and department stores to carry a_ well 
known line of dust mops and water mops as a 
side line. Several territories available. Address 
Box C-959, care of Harpware Ace, 239 W. 39th 
St.. N. Y¥. City 

SELL GEM POST CARD STENCIL dupli 
cators $7.50 complete with supplies An_ ideal 
side line with big commissions Every hardware 
merchant is a hot prospect. Write for our trial 
offer. Bond Equipment Co.. 214 No. 6th St 
St. Louis. Mo 


NATIONALLY KNOWN MANUFACTURER 
STAPLE LINE has opening in several territories 


for salesmen now selling hardware retailers 
Write Box C-947,. care of Harpwarr AGE, 239 
W. 39th St., N. Y. City, stating territory covered 


ind factory connections Exceptional proposition 
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COLONIAL 
experienced 
commission basis. 


OF 
wants 


MANUFACTURER 
door hardware 
salesmen. Straight 
with following of hardware and 
store need apply. All territory open ex- 
York City. Address Box €-965, care of 
Ack. 239 W 9th St... N y 


cept New 
HARDWARE 


WHO HAS GOOD 
dealers in hardware, 
store trade. Write 
cover, present lines 
Good proposition of 


SALESMAN WANTED 
following among jobbers and 
house-furnishing, department 
stating exact territory 
carried, trade you call on 
fered live wire salesman who can produce business 
and has good contacts Address Box C-948, care 
of Harpware Ace, 239 W. 39th St.. N. Y. City 


you 


A WONDERFUL OPPORTUNITY FOR 
SALES agents and dealers, following the hard 
electrical and Venetian Blind trade, etc.. 
to market opr Anchor Super Fibre Expansion 
Plugs. Fluted Drills and Tool Holders. Mechanics’ 
choice for secure anchorage. Attractive proposi- 
tion Write for Samples and Information to 
Anchor Sales Corporation.’ 148 Chambers St., 


N. Y. City. 


MANUFACTURER OF PAINT BRUSHES 


| WANTS experienced sideline salesmen, commis- 
sion basis, in Kansas, Nebraska, South Dakota, 
Arkansas. Kentucky, Tennessee, Mississippi. Ala- 





bama and Georgia. Only men with a following 


who are willing to work need apply. Solicit 
hardware, paint, lumber and department store 
trade. Address Box C-922, care of Harnwarr 
Acr. 239 W. 39th St., N. Y. City 
MANUFACTURERS OF CARPENTER 
PLANES SEEK representation in “ie "Okla 
homa, Arkansas, Louisiana, Mississippi, Tennes 
see, Alabama, Georgia, North Carolina, South 
Carolina, and Florida and New England States 


on commission basis. Give complete information 
about vourself and what you are at present sellinz. 
Address Box C-953, care of Harpwarr Acr. 
239 W. 39th St., N. Y. City 


SALESMEN WANTED—HIGH GRADE ME. 
CHANICS’ tools, old established firm. One ter- 
ritory—Western New York and Pennsylvania: 
Second—New England: Third—Chicago and IIli- 
nois. Small weekly advances to experienced men. 


Mav sell one or two allied lines and must be 
familiar with mechanics’ tools, no other need 
apply. Give particulars Address Box C-960 
care of Harpware Acr, 239 W. 39th St.. N. Y¥ 
| City 





builders’ | 

















MANUFACTURER’S REPRESENTATIVE 
WITH LARGE FOLLOWING in New York 
Metropolitan area and Jersey calling on hardware 
and paint jobbers and retailers wishes to repre 
sent manufacturer on commission basis. Address 
Box C-957, care of Harpware AGE, 239 W. 39th 
St.. WN. ¥.. City. 


PREMIUM LINES OF HOUSEHOLI) 
GOODS, electrical appliances, sporting goods 
toys, floor coverings, cutlery, etc., wanted by ex 
perienced man calling on this trade in Ohio, W 
Va.. Kentucky and Indiana. Please send all par 
ticulars and pictures in first letter. Address 
Box C-892, care of Harpware AGE, 239 W. 39: 
Sc. KH. ¥. Cle. 
“ABLISHED MANUFACTURER'S REP 
NTATIVE DESIRES ONE additional line 
in the Eastern Pennsylvania, 

and Washington districts 
coverage of the larger re 
two to four weeks 
Address Box C-955 
ae St... N.Y 





E 
RESE? 
to actively distribute 
South Jersey, Baltimore 
Regular and complete 
tail hardware accounts every 
Home location Philadelphia. 
care of Harpware AGr, 239 W. 
Citys 

ESTABLISHING A MANUFACTURER'S 
AGENCY. Will be interested in the following 
lines. Cotton and leather gloves, cup and valv« 





leathers, fishing tackle, electric house bulbs, fuse 
plugs. flashlights and batteries, oil stove wicks 
electric fans, aluminumware, etc. Lines accepte: 
will be given earnest representation. Wester: 
Iowa, Northeast Missouri and Eastern Illinois 
A-1 references furnished. Address Box C-954 
care of Harpware Acr, 239 W. 39th St.. N.Y 
City 
Positions Wanted 

PURCHASING AGENT HAVING MAII 

ORDER, hardware jobber, group and syndicate 


desires position with re- 
-952 care of Harpwar: 
7. Cae. 


organization experience, 
Address Box C 
39th St., N. 


liable firm. 
AcE, 239 W 





A HARDWARE MAN DESIRES TO connect 
with a hardware jobber as manager, director of 
sales or buying. Have had years of experience. 
and can produce results. Finest references as t 
ability. character, etc. Address Box C-964, care of 
Harpware Acr, 239 W. 39th St., N. Y. City 


32 YEARS OF age with seven 
Is 








YOUNG MAN, 
years of hardware experience seeks position. 
a willing worker, has reference of honesty and 
ability, also mechanically inclined. Will work in 
New York or Brooklyn. Address Box C-946, 
care of Harpware AGE, 239 W. 39th St., N. Y 
City 





SALESMAN COVERING PENNSYLVANIA 
AND NEW YORK states seeks one or two lines 
on commission basis. Builders’ hardware, heavy 
hardware, small tools, wood working tools or 
kindred lines. Lines should be fairly well estab 
lished Address Box C-962, care of Harpwarr 
Acr, 239 W. 39th St.. N. Y. City 


HARDWARE AGE 








es 
vy 
or 
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RE 

















HARDWARE MAN, 37, MARRIED, 12 \M INTERESTED IN CONNECTING 


ac Positions Wanted | i: Positions Wanted Positions Wanted 





























| 

YEARS’ EXPERIENCE in retail hardware, | WITH manutacturer desiring a thoroughly ex- | 
paints, and housefurnishings. Can make keys. | perienced hardware man, capable of aging | Hardware Personnel 
Employed at present. Wishes position with retail | office, directing and promoting sales. : Our files contain applications of several hundred 
ir wholesale firm where there is an opportunity | Exceptionall well known in N. Y.. territory experienced and well trained employees in the 
tor advancement. Strong and _ healthy. Not | Highest type t references furnished Address | hardware industries. 

fraid of hard work. Address Box C-914, care | Box C-963. care t Harpware Acer. 239 W. | NO CHARGE TO EMPLOYERS FOR THIS 
f Harpware AGE, 239 W. 39th St.. N. Y. City. | 39th St.. N. Y. City SERVICE : 

SALESMAN WITH OVER TWENTY | PURCHASING AGENT WITH 13 YEARS’ $e ane eee 
YEARS’ experience calling on the hardware, fur- EXPERIENCE in hardware desires permanent | ASSOCIATED PLACEMENT BUREAU 
niture and department store trade in Georgia | position with reliable western hardware concern. | 152 West 42nd Street New York City 
wants to represent one or more good lines of Has had office and sales management experience | ) WIS. 7-1802, 1803 
hardware and housefurnishings in this state. ilso. Employed at present but desires change to 
Have had experience calling on both wholesale | further advancement Married; 35 years of : 


e€. 
39 





ind retail trade. Best of reference. Address | Address Box C-961, care of HARDWARE AGE 
Box C-945, care of Harpware Ace, 239 W. 39th | W. 39th St., N. Y. City. 

St.. N.Y. City, _ _ 21 YEARS’ EXPERIENCE IN _ SELLING 
INSIDE OR OUTSIDE TRAVELING SALES | Hardware, Housefurgishings. Toys. Mill & Fac- 
position wanted, by temperate, experienced, well- | tory Supplies. Sporting Goods, Paints, ete., Win- 
trained hardware, paint and auto accessory man, | dow Trimming. Store departmentizing, including 
with house appreciating loyalty. ambition and | sampling work on draws and panels, Hardware 
ability. Native American Well educated. | Newspaper advertising, do all of my own show 
Familiar with standard brands. well acquainted | card and sign work Wish to locate with a good 





of recognized accounting school and high 


| 
° : . , . ‘ ’ ¢ Candis -avel anywhere excellent references 
with New England and New York State geography. | live organization—Middle West preferred. Ad- and free to travel anywhere. Excellen n 
| 


Address, A. R. Maxson, 47 Pidge Ave.. Paw- | dress Box C-958, care of Harpware AGe. 239 W . 
tucket. R. I. %h St.. N. Y. City | W. 39th St.. N. Y. City 








Which Classification 
Are You Interested In? 


Whether you want to buy or sell a paying hardware 
lnusiness—-or seek dependable sales representatives—or 
contact some desirable accounts — or secure a good 
position in the hardware trade—or need help for your 
expanding business—or wish to market a worthy prod- 
uct — use the Classified Opportunities Section of 


Hardware Age. 


Your advertisement in this section will put you in touch 
with the particular “CLASS” you want to reach. Year 
after vear Hardware Age has led its field in both the 
volume and results of its classified advertising. It enjoys 


the confidence and following of the hardware trade. 


HARDWARE AGE 


A Chilton Publication 











Classified Opportunities Department 
239 West 39th Street, New York, N. Y. 


A.B.C.—Charter Member—A.B.P. Inc. 


APRIL 7, 1938 


AUDITOR. AGE 26, FIVE YEARS’ 
PERIENCE with leading wholesale hardware cor 
poration seeks responsible position with manufac 
turer Ability to audit books, handle credit 
collections, correspond, organize, buy, sell or 
form any function requiring initiative. Graduate 
school 


Address Box €-956, care of Harpware Ace, 


EX 


and 
per 


| Neat, pleasing personality. single, in good health 


239 
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Your farm customers want the ze MrxicoR, 







\ 3 % yr Porjeot Lop teatare 


... it builds a profitable 
business for MizcoR. dealers 


You really have something to talk about when 
you sell Milcor Perfect Lap “Twodrain” Chan- 
nel Roofing. The three-crimp Perfect Lap gives 
an absolutely leak-proof end lap — and “Two- 
drain” Channel construction forms a weather- 
tight side joint, in this popular Milcor product. 
Water can’t get in. 


Milcor Twodrain Roofing is sold on a 24-inch 
basis and covers 24 inches. You buy it from Mil- 
. ’ cor, a 100% dealer company — and get the ad- 

> \ A, vantage of Milcor’s prompt service from five 
DRAIN t ZZ wa strategically located factories. 


CHANNEL 
Waris 


“Two-Drain”’ Metal Roofing 


provides absolutely water-tight protection. 


Milcor provides a complete line of roofing and 
siding — all styles, and complete accessories 

for every style. The Milcor Roof Selector — a 
pony tinge Hm myn og The three. practical, colorful display unit—and free Milcor 


crimp end lap gives extra protection. Any- . e 
one can lay it — no special tools required. booklets help to ring your cash register .. . 











The new folder on Milcor Perfect Lap “Two- 
2 eee Be drain” Channel Roofing, just off the press, is an- 
Before Nailing other business-getter for you. Write for a copy. 


After Nailin G-10A 


@ Profile views showing “Perfect Lap” | @In fabrication the sheets curve 
construction before a | after nailing. slightly upward at the sides so that 
Note the three-row metal-to-metal bar- a snug fit is assured when sheets are 
ricade against water penetration. nailed down. 





Atter Nailing MrccoR. STEEL ComPanY 
, MILWAUKEE, WISCONSIN CANTON, OHIO 
Chicago, I} Kansas City, Mo La Crosse, Wis. 


APRIL 7, 1938 145 








Profit for you 
and your customer! 


The hollow-ground Rolls Razor 
with its blade of best hand - forged 
Sheffield steel, gives years of happy 
shaving service. Part of the secret of 
its continued sharpness lies in the 
automatically controlled strop and 
hone. Sell the Rolls Razor—and earn 
a profit in dollars, not pennies. Retail 
prices start at $10. 


A salesmen will gladly call. Write 
Dept. HA4, ROLLS RAZOR, Inc., 
305 East 45th Street, New York. 


| ROLLS RAZOR | 


IT'S GOOD 
BUSINESS 














TO SELL GOOD 
BRUSHES 




















EDLUND 
CAN OPENERS 


ARE SELLING FAST 
| | 
Join the Edlund 
PROFIT PARADE 
Ask Your Jobber or Write Direct 


EDLUND CO. — 








BURLINGTON, VERMONT 




















Ladies’ Home 
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E H-PINS > 
MOORE rus aaneeen 






—_ ning Post 
Ss less g rs . a sae Eve . 
jvertising er ; 


g new 


reating 
Consistent ee class iret Identity 


Better Homes 



















ousands. dens 
both mave Mromers by the a leampaign by dis — 
MOORE cu h this big nation® 4 nless Hanger* s 
your st0F DORE Push- Pins MOOR E Cat —. TIME 
playing 7 + an attractive . EE. 
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Genuin"° MOMES 2 SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 
40c SET-10¢ SET-10c SET SAVE FURNITURE 


_f\_ & FLOORS-CREATE QUIET 
CEE: » Name ‘'Domes of Silence’ 
on each genuine Glide 


Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors 
Noiseless, Sizes for metal beds, wood beds, large 
chairs and all furniture 


Ask your Jobber. If he is not supplied write to 








DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 
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EAST JAFFREY,N.H. 









MOULDED RUBBER GOODS ano SPECIALTIES 


CHAIR TIPS CRUTCH TIPS 
PLAIN AND MUSHROOM BUMPERS 





RUBBER HEAD NAILS 


“ TOILET SEAT BUMPERS 
SUCTION RUBBERS 


SEND FOR CATALOGUE 


THE ELASTIC TIP COMPANY 


370 ATLANTIC AVE. BOSTON, MASS. 











PUSH this PROFIT-MAKER 
ee SUSTRITE 


Gas N 
M4 
A 4 
BRUSHICLIPS Display 
4 . Carton Proved for Impulse Merchandising 
Print \ Power, Justrite Push-Clips on your 
i = pa counter will bring you EXTRA sales. 
NI a2 Every home needs Justrite Push-Clips 
\ Practically every customer will buy / 
them. Every buyer will REPEAT! 
Justrite Push-Clips are easy to install 
«no tools required. Hold lamp, radio or 
telephone cords firmly; easy to remove. 
Do not mar walls or woodwork. 
No. 17 Push-Clip Display (% gross 
cards): 9 cards Ivory, 3 cards White, 9 
Cards Old Gold, 6 cards Dark Red, 6 
cards Dark Green, 3 cards Green. 


JUSTRITE MANUFACTURING CO. 2073 Southport Ave., Chicago, lil. 


HARDWARE AGE 























BOSS RANGES 


TOP SPEED 
BURNERS 


























INVESTIGATE . . . You May Be Missing Big Profits! 


The new 1938 BOSS Line is a winner. Here’s improved construction, ad- 
vanced features, modern design and beauty —that equal anything competi- 
tion can offer. Fast selling—nationally known. The new line offers 35 new 
models—every one a profit builder. The millions of BOSS Products in use 
prove their unmatched value and popularity. The BOSS Representative will 
show you how to increase your oil stove profits. 


BOSS OVENS THE WORLD OVER 





BOSS 
1938 Catalog 


will be mailed on 
request. 
































THE HUENEFELD COMPANY... CINCINNATI, OHIO 


APRIL 7, 1938 








“YANKEE 


MERCHANDISERS MAKE SALES. 


Easily seen is easily sold. New, 
modern sales display on a 
NATIONALLY ADVERTISED 
line. Order from your jobber at 
no extra cost. 


NOT AN ASSORTMENT 


Famous No.90and No.95‘‘ Yankee” 
Screw Drivers are now packed 
FOUR of one size in ‘*Yankee” 
Merchandisers ready to set up on 
counter or in window. 


The most sensational departure 


ever made in packaging Screw 
Drivers to increase sales and 
ve 2 profits in hardware stores. 


| | | a NOT SOLD TO CHAIN STORES 
| | OR MAIL ORDER HOUSES 


| 
aa 




















d a H | + | Stand Use and Abuse. 








| ‘ “Yankee” Screw Drivers 


1. | if | Each and every blade indi- 
_ | vidually tested. Will not 
| twist or break. Cannot 
loosen in handle. 





























Standard Blade. Thesesix 
sizes, packed 4 of one 
e size, in Merchandiser: 
114", 2", 3", 4", 5", 6", 
Cabinet Blade. These five 
sizes, packed 4 of onesize, 
in Merchandiser: 2%" 
3YQ", 414", 514", 61". 





NORTH BROS. MFG. CO., PHILADELPHIA 








